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May Combine Bureau 
Inland Policies With 
Other Types of Cover 


IMIB Says Inland Marine Cover 
Will be Provided by Means 
Of Supplemental Policy 


OTHER CHANGES ARE MADE 


Furriers’ Customers Policy Revision 
Removes Monthly Reporting 
For Some Contracts 








The Inland Marine Insurance Bureau 
announces a rule change that permits 
combining all bureau inland marine pol- 
icies with other kinds of insurance. The 
new rule is one of three changes filed 
nationwide by the IMIB on behalf of its 
member and subscriber companies, Har- 
old L. Wayne, general manager of the 
bureau, said. The changes were filed in 
almost all states to become effective July 
15. 

The other two changes affect furriers’ 
customers policies and jewelers’ block 
forms. 

The combination rule permits amend- 
ing installment payment and cancella- 
tion provisions applicable to inland ma- 
rine policies so that they coincide with 
the provisions of the policy with which 
they are combined, provided such pro- 
visions have been approved by the In- 
surance Department having jurisdiction. 

The inland marine coverage, Mr. 
Wayne added, will be provided by means 
of a supplemental policy. It will be a 
separate and complete contract contain- 
ing all the terms and conditions required 
by the applicable filings of the bureau. 

The amounts of insurance premiums 
will be calculated at filed rates and be 
separately shown on the supplemental 
contract and premiums, and losses will 
be coded and reported for statistical pur- 
poses in the same manner as all other 
inland marine coverage. 


The furriers’ customers policy change 
eliminates monthly reporting for furriers 
carrying policies of less than $100,000 
which do not provide for the issuance of 
certifications, certificates or special per- 
sonal fur policies through the fur storer. 

The jewelers’ block form has been clar- 
ified by making it clear that the perils 
of corrosion, rust, dampness of atmos- 
phere, freezing or extremes of temper- 
ature are not covered. 
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FIDELITY UNDERWRITERS 

WIN COVETED NATIONAL 
QUALITY AWARD 


“In recognition of life underwriting service of high quality, as evi- 

denced by an excellent record of maintaining in-force and extend- 

ing to the public the benefits of life insurance .. . “ 

For the 17 years in which N.Q.A. has been awarded, Fidelity 
Mutual Life underwriters have been consistent winners — 8 of 

them for all of the 17 years; 55 for 10 years or more; and 

105 for 5 or more years. 

In sincere appreciation for the quality service they 
are rendering, we congratulate them on receiv- 

ing this highest commendation. 
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Equitable Society 
Executive Changes 
At Home Office 


Senior V.P. Beesley also Ass’t to 
President; Burgess, Wilson, Sen- 
ior V.P.s; Eklund, Agcy V. P. 


THEIR CAREERS OUTLINED 


Eklund, Ex-president of Society’s 
Gen. Agents and Managers Asso- 
ciation ; Former Detroit Manager 





appointments 
James F. Oates, Jr., 
president of The Equitable Society, fol- 
lowing a meeting of the Society’s board 
of directors. The changes fre effective 
September 1. 

Joseph L. Beesley, CLU, formerly sen- 
ior vice president, was promoted to sen- 
ior vice president and assistant to the 
president. Mr. Beesley will represent 
the president in all assigned areas and 
will act in a senior staff capacity. 

Samuel A. Burgess, 
vice president, 


Four major executive 
are announced by 


formerly agency 
was advanced to senior 
agency vice president. Mr. 
report directly to the president. 


Burgess will 


Eklund, Agency Vice President 
Coy G, Eklund, CLU, 
president and assistant to the president, 


formerly vice 


was promoted to agency vice president. 
Mr. Eklund will head the agency depart- 
ment and will have direct charge of all 
Ordinary insurance sales of the Society, 
which totaled $1,730,046,000 in 1960. 
Horace H. Wilson, formerly vice pres- 
ident-group sales, was appointed senior 
vice president-group sales. Mr. Wilson 
will report directly to the president. 


Beesley and Burgess Careers 


Mr. Beesley, a graduate of DePauw 
University and winner of Phi Beta K: Ap- 
pa honors, joined Equitable in 1926. For 
18 years he held cashier’s assignments 
in Denver, Phoenix, Syracuse and Chi- 
cago. He was manager of the Society’s 
Syracuse, N. Y. agency from 1945 until 
1953 when he became field vice pres- 
ident in charge of the New York metro- 
politan department. He was advanced to 
senior vice president in charge of sales 
in 1955. In 1960 he was chairman of the 
agency officers round table executive 
committee and chairman of the agency 
section of the American Life Conven- 
tion. 

A native of South Carolina, Mr. Bur- 
gess joined Equitable in 1921 upon grad- 
uation from (Davidson College. He held 
many management posts in the field be- 
fore coming to the home office in ‘1945. 
He has been agency vice president for 
Six years. 


Eklund and Wilson Careers 


Mr. Eklund, a native of Minnesota, is 
a graduate of Michigan State University. 


(Continued on Page 6) 
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Performance vs. Projection 


How much better did the clients of National 
THE TRUE PICTURE Life agents fare in ae life sales =~ 15, 
10 years ago in terms of net cost? Here is 

OF NET COSTS National Life’s performance record: 





























tee ee AGE eT PROJECTION (OL PER $1,000) 

Le 20% less than projected 

1 4 Ay 45 8% less than projected 

| canine ~ 10% less than projected 

EE ee TT 

35 34% less than projected 

1 4 6 45 20% less than projected 

(15 YEARS) = 11% less than projected 











United Nations General Assembly 








1 1 35 34% less than projected 
QF 45 24% less than projected 











(10 YEARS) 55 16% less than projected 





Korean War 
a a id teal 


OVER THE YEARS National Life’s liberal dividend prac- 
tice has placed the Company among the very foremost 
low-net-cost companies in the country. The following 
projection, based on our 1961 dividend scale, which 


is not guaranteed, shows net costs over 20, 15 and 10 
year periods. 


PROJECTED NET COSTS PER $1,000, BASED ON 
ORDINARY LIFE, MALE, $25,000 POLICY. 




















Age 20-Year Projection 15-Year Projection | 10-Year Projection 
35 $ 28.92* $ 1.08* $ 14.50 
45 $ 31.07 $ 41.44 $ 43.14 
55 $190.06 $156.93 $120.54 











*Net Gain 


i>) National Life of VERMONT 
Asa Insurance Company Montpelien 


FOUNDED IN 1850-..A MUTUAL COMPANY... OWNED BY ITS POLICYHOLDERS 
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CHARLES R. TYSON — 


New President of Penn Mutual Life Regarded as One of Philadelphia’s Model 





Citizens; Demonstrated Great Business Ability When President for 


Nine Years of Firm Which Built the Brooklyn Bridge 


When Charles R. Tyson was elected 
president of Penn Mutual Life last week 
succeeding Malcolm Adam who was made 
chairman, he became chief executive of- 
ficer of a life insurance company which 
possesses an unusual amalgam of re- 
markable historic background, traditions, 
dignity and progressive attributes. As 
the company, which commenced business 
in 1847, passed the half-way mark of 
1961, it had approximately $5.3 billion of 
insurance in force and assets of more 
than $1.8 billion. 


Its production achievements have in- 
cluded a remarkable increase in member- 
ship of its Million Club, qualifications 
for membership requiring the writing of 
more than $1 million in the Penn Mutual 
during a club year. It is one of the com- 
panies which features individual leaders 
in magazines and in newspapers of vari- 
ous cities, reciting the pride of the com- 
pany in their achievements, printing their 
pictures and advising the public that 
those are particularly able insurance ad- 
visers. 

The home office building of the com- 
pany is located in a section of Phil- 
adelphia which was the scene of great 
events in American history. Standing at 
a window in an upper floor of the build- 
ing, the immediate vista is Independence 
Hall. Directly across the street is the 
Curtis Publishing Co., which issues The 
Saturday Evening Post, founder of which 
was Benjamin Franklin, and several 
other large mass circulated magazines. 


Director Dechert’s Tribute 


Directors of Penn Mutual Life reflect 
outstanding Philadelphia activities in ed- 
ucation, banking, railroads, law and other 
channels. One of these directors (he is 
also general counsel of the company) is 
Robert Dechert, who was general coun- 
sel of the Department of Defense under 
President Eisenhower. Among other di- 
rectors is George E. Allen, most intimate 
friend of General Eisenhower, who also 
was the confidant and companion of 
Franklin D. Roosevelt. 

Asked by The Eastern Underwriter 
for an estimate of Mr. Tyson’s person- 
ality, abilities and charasteristics Mr. 
Dechert said: 


“Charles R. Tyson, with a proven rec- 
ord for executive ability, is a friendly 
person with a warm appeal to people in 
all walks of life. In his relatively short 
period with Penn Mutual he has made 
a tremendously favorable impression on 
the company’s agency force throughout 
the entire country. 


“In addition to his wide business exper- 
ience he has been active in a variety of 
civic undertakings, first in his former 
home in Trenton and now in Philadel- 
phia where he has long headed the com- 
merce and industry divisions of the 
United Fund campaign. 

“Behind his friendly smile is a keen 
intellect and ability to make up his mind 
promptly, fairly and fearlessly. Under 
his guidance the immediate future of 
Penn Mutual is most happy.” 

Measured and judged by the large 
number of his civic, community and busi- 
ness affiliations, a list of which is 


By Clarence AxMAN 


MR. AND MRS. CHARLES 


printed in this article, Mr. Tyson be- 
longs to the ranks of citizens with large 
responsibilities who recognize and ful- 
fill them. He is companionable and 
quickly met the field force after he 
joined the company. 


Was President of Company Which Built 
Brooklyn Bridge 


In the business world, Mr. Tyson at 
the age of 30 (in 1944) became president 
of John A. Roebling’s Sons Co., founded 
by John Roebling, his great-great-grand- 
father, and he continued in that post nine 
years. At the end of that period, the 
Roebling firm became a wholly-owned 
subsidiary of the Colorado Fuel and Iron 
Corporation, at which time he became 
executive vice president of Roebling’s 
and a director of C. F. & I. He then be- 
came executive vice president of the 
parent company until June, 1959, when 
he resigned to join the Penn Mutual Life. 

The new president of Penn Mutual 
went to work for Roebling in 1935 at $18 
a week. He had been going to Princeton 
for two years, entering after graduation 
from the Episcopal Academy, Philadel- 
phia. The reason he quit college was that 
he and Barbara Kurtz, who were neigh- 
bors in the Germantown suburban sec- 
tion of Philadelphia and had known each 
other since childhood, had become en- 
gaged, wanted to get married, and he 
needed to earn money. 

His initial job at Roebling’s was as a 
trainee. He worked for various depart- 





R. TYSON 


ments of the plants at both Trenton and 
Roebling, N. J., including the Open 
Hearth and Hot Mills in Roebling, 
and the Finishing facilities in Trenton. 
In 1936 he was elected treasurer and a 
director of the company, working in that 
capacity until 1940 when he was elected 
secretary-treasurer. 

The Roebling concern attracted world- 
wide attention by building the Brooklyn 
Bridge, the famed suspension bridge 
linking downtown New York City with 
Brooklyn, then an independent city of 
more than a million, and was the realiza- 
tion of a dream which John A. Roebling 
had in 1867. Born in Germany, he came 
to this country in 1841 at the time of that 
nation’s social revolution which resulted 
in many of its citizens (including Carl 
Schurz, later a general in the Union 
Army) seeking a new career in the 
United States. Mr. Roebling, who was 
also an unusually able engineer, started 
as a manufacturer of wire rope. After 
being in the country a short time he 
made a survey of the existing economy 
which made him decide that the East 
coast looked most promising for his prod- 
uct. His business expanded, finally de- 
veloping into building of suspension 
bridges over Niagara River at the Falls; 
Allegheny River at Cincinnati; and over 
the Schuylkill River, Philadelphia. And 
then came the Brooklyn Bridge. While 
engaged in supervising construction of 
that bridge, Mr. Roebling sustained an 
injury which resulted in his death from 


tetanus a year after construction began. 
He left four sons and four daughters. 
Three of his sons were W ashington A... 
who was his father’s principal assistant 
in building the bridge and who was chief 
construction engineer; Ferdinand W., 
and Charles G., ‘who continued with the 
company. 


A Model Citizen 


The following is a list of some of the 
civic and community activities which 
have engaged Mr. Tyson’s attention. 

In 1948 he was chairman of the indus- 
trial division of the Trenton, N. J. Red 
Feather Campaign. In 1951 he played an 
active part in the formation of the Tren- 
ton United Fund, formerly the Red 
Feather Drive, and was elected its first 
president. This organization was later 
renamed the Delaware Valley United 
Fund. : 

In 1956, Mr. Tyson, 
the Mayor's Citizens Action Committee 
(to further the interests of Trenton, 
N. J.,) was instrumental in the formation 
of the Greater Trenton Council. He was 
president of this non-profit organization 
(incorporated) until January, 1959. 


then a member of 


Certificate for Philanthropic Efforts 


He was awarded, in 1957, a certificate 
of merit for his philanthropic efforts on 
behalf of the National Jewish Hospital 
at Denver, a non-sectarian, free, medical 
center for tuberculosis and chest disease. 

As a member of the Temporary Or- 
ganizing Committee that year, Mr. Ty- 
son assisted in the formation of the 
Pennsylvania-New Jersey-Delaware Met- 
ropolitan Project, (Penjerdel), a non- 
profit corporation designed to permit 
wide participation by civic groups, uni- 
versities and colleges and other groups 
concerned with problems of urban region 
expansion. Penjerdel’s mission is to study 
the regional problems of the 11 county 
areas in Pennsylvania, New Jersey and 
Delaware which comprise the Delaware 
Valley. Planned as a seven year task, the 
study, with local contributions in the last 
half, is to cost $1,800,000. Ford Founda- 
tion will put up $550,000 in the first three 
years, but its final $350,000 commitment 
will depend on whether the communities 
contribute $900,000 more to keep the work 
going from the fourth through the seventh 
year. On January 21, 1958, Mr. Tyson 
was elected a director of the organiza- 
tion. 

He was a member of Governor Mey- 
ner’s Economic Ambassadors in connec- 
tion with the Department of Conserva- 
tion and Development’s plan to promote 
State industrial development. This com- 
mittee which first met on July 10, 1957 
is still in existence. 


Philadelphia United Fund 


Mr. Tyson was a participant in editing 
the record of a symposium sponsored 
jointly by the Graduate School of Busi- 
ness, Columbia University and the Mc- 
Kinsey Foundation for Management Re- 
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search, published in 1957 by ~ oe Herman Duval, 81, 

bia University Press under the author- , 

ship ms = ne ee & Long a Top Agent, Dies AGENCY OPPORTUNITY IN NEW ENGLAND 

=verett Smith itle of the publication: 





» Director Looks At His Job.” 
Currently, he is also Major Firm’s 
chairman of 1962 Philadelphia United 


Tyson was chairman 

he Mid-East Region for the United 

Defense Fund Committee for Community 

inclusion—1951 and 1952. He re- 

eived a citation for Meritorious Service 
1952 for his efforts 


Fund. Also, Mr. 
{ hest 


fund raising 
over Capital Gifts 
School, Middle- 


In 1957 he was on the 
‘ommittee for the West 
Program of Westover 
bury, Connecticut. 


Business and Civic Organizations 


and civic organ- 
was a member 
are impressive: New Jersey Safety 
incil, ‘ itional Association of Manu 
facturers, National Industrial Conference 
Board, American Iron and Steel Institute, 
American Society of Mechanical Engi- 
neers, American Management Associa- 
tion, Chestnut Hill Academy (formerly 


Some of the business 


izations of which he is or 








on board of directors), Somesville L cnn’ 
ing Rueaen mn of Maine (president, 
C. F. & I—Roebling Foundation, a cor- 
poration organized under the laws of 
New Jersey in 1951 and of which he has 
been its president since formation. 

Mr. Tyson’s business directorates and 


trusteeships are extensive For instance 
he is on boards of Colorado Fuel and 
j 


Iron ( orp ration and Otis Elevator Com- 





pany of New York, First Pennsylvania 
Banking and Trust Company, Electric 
Storage Battery Company, Budd Com- 


pany, United New 
Canal Company 
Brook Railr 
I 


Jersey Railroad and 

ind Delaware and Bound 

oad Company, all of Philadel- 

yhia 

Also Trustee of Historic “Green Tree” 
Insurance Company 


His trusteeships include Mutual As- 
surance Co., more commonly referred to 
“Green Tree,” Philadelphia, which 
was established in 1784. This company 
grew out of deg: Phil iy. yhia Contribu- 


as tne 


tionship for the Insuring of Houses from 
Loss by Song the oldest insurance car- 
rier in America. In the 1780’s there was 


lissension in the last named company 
Several of its trustees thought that the 
company should not be insuring houses 
with trees adjacent to their risks while 


others felt that trees growing in the 
neighborhoo of houses covered were 
a safe ee to assume. Hence, the 


-ompany trustees split in two, those who 
believed the houses with adjacent trees 
should be c vered by insurance being 
protected by the company called the Mu- 
tual Assurance Comp ny for Insuring 
Houses From Loss by Fire. 

Mr. Tyson holds membership in these 
clubs: Philadelphia Advertising Golf As- 
sociation, Pine Valley Golf. Wissahickon 
Skating Club of Philadelphia, Sunny- 
brook Golf Club, Philadelphia Club, Ivy 
Club of Princeton, Pennsylvania Society, 
Pohoqualine Fish and Game Association 
and Newcomen Society of North Amer- 
ica 

Mrs. Tyson a Prominent Citizen 


Mrs. Tyson, who attended Springside 
School and then spent two ye ars at the 
Academy of Fine Arts in Philadelphia, 
is active in Philadelphia civic, medical 
and cultural circles. She is president of 


the Skin and Cancer ospit the only 
country ; 














dermatological hospital in the 
is a trustee of the Philadelphia Museum 
of Art; and active in United Fund work. 
Mr. and Mrs. Tyson, who live in the 
Chestnut Hill section of Philadelphia, 
have a son and four daughters. Charles, 
Jr., attended Princeton, left to join the 
Marine Corps and then was graduated 
from University of Pittsburgh. He is 
now with the old, established Philadel- 
~*~ advertising firm of N. W. Ayer & 
. Barbara, who attended Miss Porter’s 
School in Farmington, Connecticut, and 
Briarcliff College, is now teaching at the 
Town School in New York City. Helen 
R, attended Westover School in Con- 
necticut; Margaret is a student at Miss 
Porter’s School; and Sarah attends 
Springside School in Chestnut Hill. 





56 YEARS WITH N. W. MUTUAL 





Clients Gave Him Luncheon at N. Y. 
Hotel When Half Century in 
Life Insurance 


Herman Duval, 81, Northwestern Mu- 
tual Life, one of America’s 
died of leukemia on 18 in 
Hospital, ae a 
He had been with the company 56 years 
John L. D. 
Almost to 


greatest 
June 
Bronxville, 


agents, 
Lawrence 


Bristol 
the last he 


starting with the old 


agency here. 
continued to write insurance, 
New York City and its 
doubtely tl 
N. J., last 
Robert W. 


mostly in 
suburbs. Un- 
Plainfield, 
Mrs. 


Tyson, Jr. and one of her 


ie brutal murder in 


month of his daughter, 


closest woman friends, contributed to his 
death. 

Mr. Duval was with the J. V. Buck 
agency in the Time and Life building. 


In November, 1955, when 50 years with 


the i astintelnses. he was given a lunch- 


1e Waldorf Astoria, attended by 





. . « « for qualified man with supervisory experience to manage 
established Life agency of progressive eastern company. Includes 
all lines of Life, Health and Group coverage. Unique financing and 
training program for agents. If you have field and supervisory ex- 
perience and believe you are ready for your own agency, write 
giving complete resumé of your background. Your reply will be kept 
in strict confidence. Reply to Box 2919, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 








the then president of the company, Ed- 


mund Fitzgerald. Among those in at- 
tendance were his policyholders. These 
clients included many of the leading 


business men of the city. He placed 
for more than $75,000,000 in Northwestern 
Mutual alone during his career. 

Born in Germany, Mr. Duval came to 
this country as a youth and worked as 
a bookkeeper for a coffee company in 
New York before joining Northwestern 
here in 1905. He left his wife, Fannie; 
a son, Herbert J.; a daughter, Mrs. 
John S. Burrows; nine grandchildren and 
four great-grandchildren. 
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VA of Pru Must Be An 
Insurance Contract 


MENAGH IN WASHINGTON TALK 
Tells SEC Company’s Objective Is Sup- 
plementing Forms for Increasing 
Retirement Income 





Louis R. Men: igh, president of Pruden- 
tial, appeared at a Securities and Ex- 
change Commission hearing in Washing- 
ton this week testifying as to his com- 
pany’s attitude with reference to Variable 
Annuities. Asked, “What is your position 
with reference to Federal regulations ?” 
he replied: 

“The Prudential is thoroughly ac- 
customed to being regulated, and we do 
not resist the addition of the supervision 
of still another jurisdiction provided that 
we are not prevented from selling the 
products we desire to sell. 

“I must point out that we have no 
desire merely to offer a contract that 
we are allowed to call a Variable An- 
nuity. Indeed, the question of nomen- 
clature is not of importance to us so long 
as these contracts are not described in 
any misleading way. If the Variable An- 
nuty contract must be regarded as ‘a 
security’ for purposes of Federal law, 
this is not objectionable even though 
we regard it as a form of insurance. 
What we cannot and will not do is offer 
a product that we cannot regard as in- 
surance as a product appropriate for sale 
by a life insurance company. More par- 
ticularly, if the Variable Annuity con- 
tract must be described and sold provid- 
ing a need by which an individual may 
invest his funds in the stock market, it 
will not be sold by The Prudential. 

“If the contracts we propose to offer 
must be changed so that they can no 
longer be said to serve the function for 
which they were intended—that of a 
means of supplementing other forms of 
retirement income—then our reasons for 
offering them are gone, 

“I believe this would be unfortunate 
since the need is great and pressing, but 
our interest is in meeting the needs that 
we know exist, and not pretending to do 
so. 

“Our business is insurance. If we can 
stay in this business and offer Variable 
Annuity contracts, we want to do so as 
soon as possible. In our view, the avail- 
ability to the public of the VA contract 
is already long overdue.” 


Kentucky Central L. & A. 
Opens First Florida Agency 


David Howe Taber has been appointed 
manager of a new general agency in 
Miami for Kentucky Central Life and 
Accident, it is announced by Paul T. 
Carr, executive vice president. The new 
office is the company’s first in Florida 
and is part of an expansion program 
in the Ordinary field. 

Mr. Taber’s agency will service Greater 
Miami and Dade County, and will write 
all forms of life and accident and health 
insurance for both individuals and groups. 

Mr. Taber, who has been in the life 
insurance business for the past several 
years, was an Eastern Airlines flight 
captain for a number of years previously. 
He served as a fighter pilot with the 9th 
Air Force during World War II. 








XUM 


asiaaa 





June 23, 1961 


The Eastern 





Underwriter 


Page’ 5 








Security Mutual Makes 
R. E. Cook an Officer 


SUPERINTENDENT OF AGENCIES 


Was Detroit Branch Manager for Busi- 
ness Men’s Assurance; Has Many 
Years Experience 


Security Mutual Life of Binghamton, 
N. Y., has announced the appointment 
of Robert E. Cook of Birmingham, Mich., 
as an officer of the company and super- 
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ROBERT E. 


COOK 


intendent of agencies in the Binghamton 
home office. . 

A veteran of 18 years experience in 
life insurance sales and management, Mr. 

Cook was Detroit branch manager for 
3usiness Men’s Assurance before join- 
ing Security Mutual. A native of Lans- 
ing, he was graduated from Michigan 
State U niversity. 

During World War II, Mr. Cook 
served with the Navy Air Corps as a 
pilot and later as a navigation, mete- 
orology and aircraft recognition instruc- 
tor at Purdue University. 

Mr. Cook is a member of the Michigan 
State and Delta Sigma Phi alumni as- 
sociations and is active in Boy Scout 
work. He is also a member of the 
Elks’ Club, NALU, and until recently, 
was president of the Oakland County, 
Mich. Chapter of the General Agents and 
Managers Association. 


Richard M. Moore Dead; 
Shenandoah Life Official 


Richard Middagh Moore, Group vice 


president of Shenandoah Life, died re- 
cently at Roanoke Memorial Hospital 
following an extended illness. He was 
58. 


A native of Roanoke, Mr. Moore was 
graduated from Virginia Polytechnical 
Institute in 1925 and was associated with 
the Norfolk and Western Railway Co. 
until he joined Shenandoah Life in 1930. 
Four years later he was placed in charge 
of the company’s Washington, D. C. 
Office. In 1941, he was appointed as- 
sistant vice president, and in 1945, he was 
elected a vice president of the company. 
Mr. Moore returned to the home office in 
Roanoke as Group vice president in 1957. 

He is survived by his wife, the former 
Ruth Vina Vaughan of Roanoke, and 
two daughters, Mrs. Vincent Parmesano, 
Darmstadt, Germany, and Ruth Virginia 
Moore of Salem, Va., where the family 
home is located. 


Security-Conn. Life Names 
Hotarek Vice President 


The board of directors of Security- 
Connecticut Life of New Haven an- 
nounces the election of Henry K. Hotarek 
as vice president. Mr. Hotarek received 
his B. A. in accounting at New York 
University. In 1948 he began his insur- 
ance career as an agent. He has been a 
special agent for A. & H. and Group, 
life manager and director of agencies. 

In April, 1960, Mr. Hotarek went to 
the Security-Connecticut Life as super- 
intendent of agencies which position he 
held until his election as vice president. 


Postal Agency Sets Record 

The Conrad E. Michaels Agency of 
Philadelphia has set a new record for 
first year agency production in the Postal 
Life of New York. The agency’s total 
Ordinary volume was more than double 
the previously existing record. 

General Agent Conrad E. Michaels is 
currently the leading individual producer 
in the company and Associate General 
Agent Harry Levine is seventh. Both Mr. 
Michaels and Mr. Levine are specialists 
in the field of advanced underwriting and 
have done a large share of their record 


volume in pension trusts as well as estate 
planning. In addition, an integral part 
of the agency operation has been its 
program of counselling and service to 
brokers. 

In June 1960, its first month of opera- 
tion, the Mict raels Agency placed third 
in the company’s standing for that month. 
3y the end 1960, the agency had moved 
from llth place in the company’s stand- 
ing for the year to 5th place, and was 
awarded the President’s Volume Plaque 
for 1960 in recognition of its achieve- 
ment. At the beginning of 1961, the 
agency moved into first place and has re- 
tained that position up to the current 
month, 








GROUP ACTUARIAL OPENING 


A position is available in the Group 
Actuarial Department (Accident and 
Health Division) of Nationwide Insurance 
in Columbus, Ohio. A Fellow, or an Asso- 
ciate who is completing his examinations 
is preferred. Your request for further in- 
formation will be respected in confidence. 
Correspond with Forest Lombaer, Vice 
President, Personnel, 246 N. High St., 
Columbus, Ohio. 
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POLICY 


He Needs Two 





Income Loss Plans! 


A professional man or sole proprietor needs 
two disability income plans. 


One for family living expenses. Another to help pay 
business overhead (rent, salaries, utilities). 


To fill this second need, Occidental introduces a new 
Overhead Expense Plan. It offers these advantages: 


* The low premium is tax deductible. 


* Guaranteed Renewable to 65 (60 for women). 
* No premium increase, except on a class basis. 


This plan bases benefits on business expense, rather than on the 
earnings of the prospect. (Thus, his personal plan won’t 


limit his benefits under our new policy. ) 


Without this plan, your client must close up shop or pay 
all his overhead out of his pocket. He won’t want to do either. 


Ask for details. 


O C C I DE N TAL LI FE Insurance Company of California 


Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals... 


. they last as long as you do! 
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CUT OUT AND SAVE... 


IT'S WALLET-SIZE 





EVERY DOLLAR 
COMES BACK! 


Young men can’t resist this “Capital 
Return” Plan...older men find it very 
appealing for their sons, grandsons. 
With this Plan your client has the guar- 
antee that his annual premiums will be 
returned at the end of 20 years. Life 
Insurance Protection plus a full share 
of dividend earnings 
throughout. 





And “assurance” 
is something we t 
always give you. t 
We specialize in 
having specialists ' 
whoare known for 
working through 
with a case... i 
successfully. h 


As close to you as your telephone § 


Matt Jaffe Associates, Ltd. | 


f 431 FIFTH AVENUE,N.Y. «+ MU "«- 5779 t 

General Agents I 
{ The Canada Life Assurance Jj 
{ Company, Toronto,Canada J 


Made Prudential Executive 
Director of Agencies 


”a 
e 
j 


CHARLES A. WATERS 





Charles A. Waters, CLU, has been 
named executive director of agencies of 
the western home office of The Pru- 
dential, according to an announcement 
by Charles B. Laing, vice president in 
charge of western operations. In his new 
capacity he will be in charge of the com- 
pany’s district agencies activities 
throughout the 13 western states. 

Mr. Waters was formerly at Chicago 
where he was head of the Chicago south 
region, which was awarded the Presi- 
dent’s Trophy for 1960. He has been as- 
sociated with The Prudential since 1937 
following graduation from Rutgers Uni- 
versity, New Brunswick, N. J. 

He held a variety of positions in the 
company’s Newark home office, including 
director of personnel administration and 
director of agencies research. In the 
latter assignment he pioneered in_ the 
development of marketing, personnel se- 
lection, and economic research. He was 
transferred to the Mid-America office in 
1958. 

Mr. Waters, whose many activities 
embrace a wide range of professional and 
educational affairs, has been a guest 
lecturer on occasion at Cornell and 
Rutgers Universities and has spoken be- 
fore many business groups. 


Equitable Changes 


(Continued from Page 1) 
He joined the Society in 1938 while still 
a senior in college. He entered the 
Army in 1942 and saw service in Europe, 





COY G. EKLUND 


lieutenant to 
staff of Gen- 


advancing from second 
lieutenant colonel on the 





SAMUEL A. BURGESS 


eral George Patton. In 1947 he 


was 
appointed manager of a new agency in 
Detroit which he built into one of the 
company’s outstanding sales organiza- 
tions. He was elected vice president and 
assistant to the president in October, 
1959 


Mr. Eklund is past president of the 
Equitable General Agents and Managers 


Association, known as The Old Guard, 
and of the Life Agency Management 
Association of Detroit. He also has been 
vice chairman of the General Agents and 
Managers Conference in the National 
Association of Life Underwriters, presi- 
dent of the Reserve Officers Association 





JOSEPH L. BEESLEY 


of Michigan and president of the Mich- 
igan State Alumni Association. 





HORACE H. WILSON 


Mr. Wilson, a native of New York 
City, headed an Equitable agency here 
from 1935 to April 1, 1960, when he was 
brought to the home office as vice presi- 
dent-Group During World War 
Il, Mr. Wilson rose from second lieuten- 
ant to the rank of lieutenant colonel, 
and had charge of life insurance for the 
War Department. 


sales 


Hardware Mutual’s Sentry Life 


uickly Entering Many States; Carl Jacobs Chairman; 
y g y 
James F. Jacobs President 


In October, 1958 the Hardware Mutual 
of Stevens Point, Wis., organized a par- 
ticipating stock company, the Sentry 
Life. All of the shares of stock, other 
than the one qualifying share which 
each officer and director must own, are 
owned by Hardware Casualty Co. and 
Hardware Dealers Mutual Fire Insur- 
ance Co. At the time of its organization, 
Carl N. Jacobs was elected president 
Since then he has been elevated to 
chairman of the board and chief execu- 
tive officer, and his son, James P. Ja- 
cobs, is now the president of the Sen- 
try. Carl Jacobs was for some years a 
trustee of Northwestern Mutual Life, 
but retired from that board after the 
Hardware Mutuals organized a life 
company 


$120 Million in Force 
The first Group Life policy was writ- 
ten on January 1, 1959 and during the 
latter part of that year the first indi- 
= life policy was written. As of 
31 of this year, a little more than 


$1 0 million of life insurance was in 
force with the company. 
Sentry is licensed in 33 states and is 


actively soliciting in 17 of these states. 


Present plans would have Sentry licensed 
and selling in almost all the other states 
by the early part of 1962. 

The underwriting, policy issue and pol- 
icy billing for Sentry is done through 
its offices in Stevens Point. All other 
services are performed through Hard- 
ware Mutuals—Sentry Life’s 44 branch 
offices and all sales are made by its 754 
full-time sales representatives. 


Career of President Jacobs 


The president of 
ance Co. 1s 
cobs 


Life Insur- 
James P. Jacobs. Mir. Ja- 
began his career with Hardware 
Mutuals in May of 1949. He had var- 
ious jobs in the planning, methods, 
budget, and cost control deaprtments 
prior to being named manager of the 
Milwaukee branch office of Hardware 
Mutuals. From that position he was 
promoted to manager of the Wisconsin 
district and in 1955 was elected execu- 
tive vice president of Hardware Mutuals. 
In 1960 he was elected president of 
Hardware Mutuals and Sentry Life. 
President Jacobs attended the Univer- 
sity of Pennsylvania’s Wharton School 
for three years and in 1943 left to enter 
the United States Army where he 


Sentry 





Want to save time and pro- 
duce more? Our "Patterns 
of Security" program has 
IMAGINATION. Inquire! 














A & H UNDERWRITER 

Opportunity in a New England life 
company expanding its Health Insur- 
ance activities to include non-cancel- 
lable disability coverage. Requires 5 
years’ experience in A & H underwrit- 
ing and ability to aid in development 
of underwriting practices and educa- 
tional material. 
Our staff is aware of this ad. 
Write, enclosing complete resume, to 
Box 2927, The Eastern Underwriter, 93 
Nassau Street, New York 38, N. Y. 


own 











Bankers, Ia. Has 5% Gain 


New Ordinary business at Bankers 
Life of Des Moines for the month of 
May totaled $21,549,858, an increase of 
more than 5% over the same month last 
year. Combined with a Group insurance 
total of $5,966,577, new business at Bank- 
ers Life for May reached $27,516,435. 

For the first five months of the year, 
new production amounted to $149,067,525 
with Ordinary insurance totaling $107,- 
015,515 and Group insurance, $42,052,010. 

Total life insurance in force at Bankers 
Life continued to climb, reaching a new 
high of $3,781,267,990 at the end of the 
month, Of this amount, Ordinary insur- 
ance totaled $2,106,591,209 and Group in- 
surance, $1,674,676,781. 





served overseas and was a prisoner of 
war. 

After being liberated from the Ger- 
man prisoner of war camp, he returned 
to the United States and entered Har- 
vard Business School. In 1947 he re- 
ceived his Masters degree from this 
school. Mr. and (Mrs, James P. Jacobs 
are parents of four boys and a girl. 

Why Life Company Was Formed 

In commenting on the organization, 
an officer said to The Eastern Under- 
writer : 

“There were a number of reasons why 
the board of directors of (Hardware Mu- 
tuals thought it advisable to form a 
life affiliate.” 

“One is that Hardware Mutuals has 
long recognized the marketing concept 
of one-stop selling. If the public is de- 
manding one source for all of its per- 
sonal lines insurance — it is important 
that a fire and casualty salesman also 
have life insurance available for his 
prospects. Still another reason is that 
it gives [Hardware Mutuals’ salesmen an 
opportunity to increase their compen- 
sation and at the same time they are 
better able to take care of all of the in- 
surance needs of their present policy- 
holders.” 

One of the principal reasons why Sen- 
try Life was formed, a representative of 
the company said is that it appeared to 
the board of Hardware ‘Mutuals that it 
would be an outstanding investment for 
their companies. 
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New Equitable Society 
Building in Pittsburgh 


GATEWAY CENTER STRUCTURE 





General Agents and Managers Ass’n 
Holds Annual Meeting; Fraley Suc- 
ceeds Talley as President 





Announcement of another new build- 
ing to be built by Equitable Life Assur- 
ance Society in its Gateway Center de- 
velopment in Pittsburgh highlighted the 
56th annual meeting of the company’s 
General Agents and Managers Associa- 
tion at the Pittsburgh Hilton Hotel, re- 
cently. 

The managers gathered from all over 
the country to meet with Equitable home 
office executives, to hold business ses- 
sions and elect new officers and to name 
national and regional honor agents. 

The new Gateway structure, to be 
known as the IBM Building, will be the 
eighth in the business and civic center 
constructed by Equitable in an area now 
known as the Golden Triangle. The 
first seven floors of the 13-story building 
will be leased to the International Busi- 
ness Machines Corp, for regional head- 
quarters, with the other floors to be 
rented to multiple tenants. Completion 
is set for early 1963. 

Among the officers addressing the 
managers were President James F. 
Oates, Jr., Senior Vice President J. L. 
3eesley, CLU, Agency Vice President 
S. A. Burgess and Vice President for 
Group Sales Horace H. Wilson. Arthur 
B. Van Buskirk, an Equitable director 
and vice president and governor of T. 
Mellon and Sons, Pittsburgh, also spoke 
at the meeting. 


New Officers Elected 


New officers elected by the association 
were Jeff J. Fraley, Dallas, president; 
Richard C. Hageman, Cincinnati, vice 
president; J. B. Conway, Birmingham, 
secretary; and J. Brook Johnston, New- 
ark, treasurer. Outgoing president is 
Lewis B. Talley, Wilmington. 

Lawrence E, Andersen of the F. W. 
Heuer Agency, Los Angeles, was chosen 
as 1961 National Honor Agent. The gold 
medal award is given for all around ex- 
cellence in community service, agency 
and company cooperation, participation 
in insurance organizations and produc- 
tion, 

The 1961 winner is active in civic af- 
fairs of his home town, Arcadia, Calif., 
is a past president of the Pasadena Life 
Underwriters Association, has qualified 
for 16 straight years for Equitable’s 
Million Club of sales leaders and is a 
frequent speaker on selling at company 
meetings. Over the past 16 years he has 
averaged nearly 300 paid policies an- 
nually. 

Six agents were cited as Department 
Honor Agents. They were: Northeast- 
ern, Alfred L. Moniot, Jenkins Agency, 
Philadelphia; New York Metropolitan, 
Jeff Shor, Shaffran Agency, New York 
City; Southern, R. Bradshaw Pulley, 





Jeff J. Fraley, left, accepts gavel from 
Retiring President Lewis H. Talley. 


Ferebee Agency, Richmond; North Cen- 
tral, Robert B. Nathan, CLU, Feuer 
Agency, Chicago; South Central, Ber- 
nard Shahan, Mosier Agency, Denver; 
Western, Jackson B. Hanley, Beeson 
Agency, Oakland. 


CONN. MUTUAL CHANGES 





Eschenbrenner, Peterson, McGrath, Pro- 
moted; L. R. Whelan Appointed An 
Officer of the Company 

Promotion of three officers and ap- 
pointment of a new officer have been 
announced by Charles J. Zimmerman, 
president of the Connecticut Mutual Life. 
Officers promoted were Daniel W. 
Eschenbrenner and G. Philip Peterson, 
agency secretaries; and Peter P. Mc- 
Grath, agency comptroller, Lyman R. 
Whelan was appointed to the official staff 
as assistant superintendent of agencies. 

Mr. Eschenbrenner joined Connecticut 
Mutual’s St. Louis agency in 1925, serving 
as cashier until 1953 when he was trans- 
ferred to the home office and appointed 
field auditor. In 1957 he was named as- 
sistant agency comptroller. He grad- 
uated from the LIAMA School of 
Agency Management in 1958. 

Mr. Peterson joined the actuarial de- 
partment in 1926 after graduation from 
high school and transferred to the agency 
department in 1948. Four years later he 
was appointed agency assistant and in 
1959 became assistant agency secretary. 

Mr. McGrath, a graduate of Dart- 
mouth College, worked in the actuarial 
and accounting departments after join- 
ing the company in 1946. He transferred 
to the agency department three years 
later and was appointed agency assistant 
in 1952. He was named to the official staff 
as_assistant agency comptroller in 1959. 

Before joining Connecticut Mutual last 
year as agency assistant, Mr. Whelan 
was general agent in New York City for 
Berkshire Life. 





SENIOR LIFE UNDERWRITER 


To head up Underwriting Depart- 
ment of a young New York State 
Life Insurance Company. The man 
we seek must have experience in 
both underwriting and administra- 


tion. Excellent 
young man. 


opportunity for 


Send your Resume which will be 
handled in strict confidence to Box 
2925, The Eastern Underwriter, 93 
Nassau Street, New York 38, N. Y. 





CONSOLIDATION PROPOSED 





Announce Plans for Merger of Security 
American Life With University 
National Life 
Marshall P. Scott, president of Secur- 
ity American Life of Tennessee, Mem- 
phis, and Wayne ‘Wallace, president of 
University National Life, Norman, Okla., 
have announced the proposed consolida- 
tion of the two firms, subject to the for- 
mal approval of the stockholders. The 
consolidated corporation will be a Ten- 
nessee corporation with its home office 
in ‘Memphis, located in the Home Fed- 

eral Building. 

The consolidation has been tentatively 
approved by the Insurance Departments 
of both Oklahoma and Tennessee, and 
notice has been sent for a stockholders 
meeting in the very near future by both 
firms. 

The name of the consolidated corpora- 
tion will be University National Life, and 
the company offices in Norman, will be 
maintained as a regional administrative 
office. 

Officers and directors of the consoli- 
dated corporation will be: chairman of 
the board, Wayne Wallace, Norman; 
president and treasurer, Marshall P. 
Scott, ‘Memphis; vice president, John R. 
C, Elder, Memphis; vice president, Al- 
bert M. Scruggs, Memphis; vice presi- 
dent, Clifford C. Thomas, Stillwater, 
Okla. secretary, John Costen, Memphis. 
In addition other directors are: Cletis E. 
Manning, Memphis; Sidney E. Liewant, 
CLU, Newark. 

The consolidated firm’s volume of life 
insurance business in force will total 
over $80 million with combined assets 
of over $5 million. Annual premium and 
investment income is estimated to be in 
excess of $2 million. 

University National Life is presently 
licensed in 21 states while Security 
American is admitted in nine states. 
Upon consolidation, the firm will be li- 
censed to operate in 25 states, and will 
have applications pending in 15 other 
states. 

Security ‘American presently has 5,800 
stockholders throughout the country, 
while University National has approx- 
imately 2,600. The combination of capital 
and surplus will be in excess of $3% 
million. 








Hosts to Discerning Diners 
in Downtown New York 
FOR 3 GENERATIONS 


Fine food, at reasonable prices, in an 
atmosphere of refinement 
away from mid-town noise and pressure 


DINNER * COCKTAILS * LUNCHEON 


RESTAURANTS 
233 BROADWAY 
Just East of Bway. In Woolworth Bidg 
WO 2-8077 CO 7-3156 
DINNER — Mon. to Fri. until 8:30 
BANQUET FACILITIES 


144 FULTON ST. 








Balboni Heads Boston Ass’n 

Lario J. Newton, Mass., 
manager of the Faneuil district office of 
the Metropolitan Life, was elected pres- 
ident of the Boston Life 


Balboni of 


Underwriters 
Association at the recent annual meeting 
held in the John Hancock Building 
There are 1,356 members in the asso- 
which is 400 
more than the same period last year 


ciation at the present time, 


Mr. Balboni is immediate o_ president 
of the New England General Agents and 
Managers Association and has served as 
director and vice president of BLUA. He 
was chairman of the New England sales 
conference held last month. 

Other officers elected are: vice 
dents, Donald Shepherd, 
Quincy, and 


presi- 
John Hancock, 
Laurens F. Bruno, CLU, 
Equitable Life, Boston, and secretary- 
Albert E. Richardson, Jr., Hartford Life, 
Boston (re-election). 

New directors elected are: 
Dwyer, Metropolitan, Lynn; 
Fish, III. CLU, 


Boston; John F. 


Charles W. 
C. Robinson 
Northwestern Mutual, 
Gerrior, Metropolitan, 
Arlington; George E. Lovett, John Han- 
cock, Brockton; Bernard P. McParland, 
New England Life, Boston and Sumner 
Rodman, CLU, Aetna Life, Boston. Ed- 
ward H. Duffy, John Hancock, Quincy, 
will continue as national committeeman 
Directors re-elected are: John H. Bishop, 


John Hancock, Waltham; Robert W 
Burke, Prudential, Roslindale; Daniel H 
Coakley, New York Life, Boston; Wm. 


Eugene Hays, CLU, . 
Boston; John P. Meehan, CLU, Mutual 
Of New York, Boston, and W. Gleason 
Condon, Occidental Life, Boston. 

At the luncheon following the business 
meeting 11 past presidents were head 
table guests. William T. Earls, CLU, 
general agent for Mutual Benefit Life in 
Cincinnati, served as guest speaker. 


New England Life 





LIFE GENERAL AGENT 
POSITIONS 


Nebraska—Fine, old company. 
Existing office. 


+:E-679 $14,000 


LIFE AGENCY DIRECTOR 
$18,000 


Experienced man with good In- 
dustrial knowledge needed to run 
Ordinary Dept. in aggressive east- 
ern company. 





New England—Expanding com- 
pany. Many areas. 


+E-680 $13,000 


Refer to Job +E-682 





ASST. LIFE AGENCY 
DIRECTOR—$14,000 


Well known eastern company 
must have young man with top 
sales background to recruit and 
train General Agents. 


LIFE AGENCY SUPERVISOR 
POSITIONS 


Large company. Regional open- 
ing. Midwest. 


#E-684 $10,000 





Refer to Job +E-683 





to register with us. 





Minnesota—Old company of 


finest reputation. 


+:E-681 $13,000 





330 S. Wells St. 





Please send for our free brochure, "How We Operate.” 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


No obligation 


Small company. Opening in Illi- 
nois. Recruiting. 


H#E-685 $ 9,000 





Chicago 6, Illinois 





Giant company. Call on Brokers. 
Several areas. 


+E-686 $ 9,000 
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New Record Set For 
Group Life Purchases 

50TH ANNIVERSARY 

Record Volume in 1960 Greater Than 


The Total Group Insurance in Force 
At Start of 1940 


MARKED 


As 1961 Group life insurance purchases 


set a record pace, the nation’s life in- 


surance companies are observing the 
30th anniversary of Group insurance in 
America this month. Purchases for the 
first-half of this year are expected to 
be half again as large as the same period 
last year, reports the Institute of Life 
Insurance 


Final figures for Group life insurance 


purchases by American workers in 1960 
amounted to $14,645,000,000, this record 
volume for any one year being greater 


insurance in 
Purchases in 


Group life 


the start of 1940 


han the total 


force at 


1911, the first year Group life insurance 
was written, amounted to less than $500,- 
000 

On its 5Oth anniversary, Group life 


insurance is the means of providing an 

timated $180,000,000,000 of financial 
sraindiie to over 42,000,000 American 
workers and their families. Currently 
there are more than 170,000 master 
Group contracts in effect, most of them 
employer and union groups. Benefit pay- 
ments to insured and their families are 
expected to exceed $1,500,000,000 this 


year 





1e principle of Group life insurance 


can be considered as one of our nation’s 
outstanding social developments,” said 
Holgar J. Johnson, president of the Insti- 


tute of Life Insurance. “It represents the 
combined desires of workers, employers 
and unions to supplement personal in- 
surance programs with additional protec- 
tion against the many financial problems 
accompanying the death or disability of 
the family head. This mass protection 
now covers more than two-thirds of our 
labor force.” 


Concentrate on Smaller Markets 


Since 1911, practically every business 
and industrial concern of material size 
has adopted a Group life insurane pro- 
gram for its employes, the Institute re- 
ports. In the past few years, the sales 
attention of the Group writing life com- 
panies has been more concentrated on 
including the vast 


the smaller markets, 
number of firms with ten to 25 employes, 





who, up until a few years ago, were 
excluded by statutory limitations from 
Group insurance pz articipation. 

Further impetus has been given to the 





1 


current growth of Group life insurance 
by increases in the amount of coverage 
per individual worker. A growing num- 
ber of Group contracts now call for 
Group life insurance equal to at least 
me year’s salary with some expanding 
» two and two and one-half times an- 
1al sala y. The first participants in 
Group life insurance had average owner- 


ship of 4 ut $700. 
In the 


founding days of Group life 
retirement was rare and the 
on providing death pay- 
the families of workers who 
still employed. Today, with 
16,000,000 persons at or beyond 
and with the ranks rapidly in- 
there is an increased awareness 
Group life insurance into 
One survey showed that 
the workers in 
1e groups studied had such provisions. 
For many years Group life insurance 
was issued almost exclusively on a one 
year Term basis. Currently, an estimated 
$10,000,000,000 of Group life i insurance has 
cash value provisions which in many 
cases are designed to provide funding for 
life insurance protection after retire- 
ment. 

Other recent developments in Group 
insurance include dependent cov erage for 
wives and children and provision for per- 
manent disability income as well as death 
payments. 


was 





about 
age 65, 
creasing 
of carrying 
retirement. 
more than two-thirds of 


+} 


Central Scoring Procedure 
Currently in Use by LIAMA 


“A brighter future for accuracy in 
selection testing for the life insurance 
business should be insured by the new 
central scoring procedures currently in 
use at the Life Insurance Agency Man- 
agement Dr. S. Rains Wal- 
lace, LIAMA’s director of research, has 
pointed out. “The central system 
of scoring was installed in order to in- 
sure that the revised and improved 
version of the Aptitude Index would be 
used to its fullest capacity,” he said. 
“However, the central scoring has in- 
troduced many side benefits. Since the 
complete collection of data is now in 
one central place we are assured that 
unbiased, up-to-date samples are being 
used in research which is aimed at in- 
creasing the predictive value of the AI.” 

Dr. Wallace also said that having the 
tests scored centrally will provide ac- 
curate data from which LIAMA re- 
searchers can better predict the percent 
of applicants expected to achieve scores 
at various levels. It will also, he added, 
provide extensive information on recruit- 
ing activity and trends in testing in the 
life insurance business. 

Approximately 2,100 Aptitude Indexes 


Association,” 


new 





grow rapidly. 


Street, New York 38, N. Y. 








ACTUARY 


Small New York State Life Insurance Company seeks an 
Actuary with Life and A. & H. experience. Thi 

cellent opportunity for a man with ability and imaginiation, 
to play an extremely important role in the building of a 
young company that has the will and financial strength to 


Send your Resume, which will be handled in strict con- 
fidence, to Box 2924, The Eastern Underwriter, 93 Nassau 











M. R. Rutherford Retires 


M. Rowland Rutherford, CLU, north- 
ern California director of district agen- 
cies for The Prudential, announced his 
retirement after more than 31 years with 
the company. Mr. Rutherford has been 
associated with the company since 1929 as 
an agent and assistant superintendent in 
Santa Monica; assistant superintendent 
in Pasadena; district manager in San 
Bernardino; and director of agencies in 
Ohio and the five Rocky Mountain states. 

He was placed in charge of northern 





are now being scored at LIAMA head- California district agencies operations 
quarters each week. in 1957. 
FLEXIBLE PLANNING U 
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SETTLEMENT OPTIONS 


State Mutual’s Settlement Options are very flexible. 


Our liberal 


features make your selling job easier and more profitable — 
especially where individually-tailored planning is required. 


Joint and survivor annuity options 
be given to beneficiary to change 


contractually guaranteed « Right may 
from one option to another + Benefi- 


Ciary given up to one year to determine manner of settlement « Benefi- 
ciary or owner may designate any natural person to receive payments « 


Surrender values may be placed u 
of proceeds may be placed under a 


nder options after five years « A part 
settlement option - Proceeds may be 


paid under a combination of options « Beneficiary may repay indebted- 


ness « Interest income under opti 


on C for benefit of minor may be ac- 


cumulated at interest compounded annually « Corporate or fiduciary 
claimants may elect certain options for periods up to 10 years. 


Liberal Settlement Options help 
edge. And they’re just one part 


to give State Mutual a competitive 
of Planned Living — State Mutual’s 


better approach to the sale of life and health insurance. 


For more details, contact our nearest office or write us direct. 


SMA 


CY OF 


STATE MUTUAL 


AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 


Defenderfer Promoted; 
Succeeded by Fishkind 


Arthur W. Defenderfer, Jr. formerly 
manager of the New York Group An- 
nuity office of the John Hancock, has 





A. W. DEFENDERFER, JR. 


been promoted to Group sales executive 
for the company here. 

John J. Fishkind, CLU, has been ap- 
pointed to succeed Mr. Defenderfer. 
30th appointments fall in line with rapid 





JOHN J. FISHKIND 


growth of business and expansion of the 
company’s pension and profit sharing 
services in New York City. 

A graduate of Lehigh University with 
a degree in business administration, Mr. 
Defenderfer completed advance studies 
at George Washington University, at 
which time he received a Fulbright 
Scholarship. He joined the John Han- 
cock in 1955, becoming manager of the 
New York Group annuity office in 1957. 

Mr. Fishkind is a graduate of Rutgers 
University where he majored in business 
administration and was recently awarded 
his Master’s Degree. During a seven 
year career in the insurance business, he 
has had wide experience in all phases of 
Group pension sales. 


Reinsurance Corp. Dividend 
At a recent meeting of the board of 
directors of the Reinsurance Corpora- 
tion of New York, a regular dividend of 
30 cents per share was declared on the 
outstanding stock payable June 29 to 
stockholders of record June 
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This advertisement, supporting Lin- 
coln Life agents, appeared in the Satur- 
day Evening Post and Time. 


Who'll support your family if you’re laid up? 


Even if your medical bills ARE paid... what about 


money to meet living expenses, maybe for months ? 


e 
ne Lincoln 


NATIONAL 


As a breadwinner, you know all too 
well how much cash it takes just to 
meet the regular day-to-day expenses 
of supporting your family. 


These expenses would go right on 
though your pay checks stopped be- 
cause you were laid up by an accident 
or serious illness. And when you’re flat 
on your back, it’s appalling to think of 
bills piling up, your savings dwindling, 
and your family’s hard-won security 


ITS NAME INDICATES ITS CHARACTER 





melting away —with no end to the 
financial drain in sight. 


That’s why it’s wise to guarantee your- 
self an emergency income through low- 
cost Lincoln Life health insurance. 


This is a kind of ‘‘pay check insurance.” 
If you have an accident, it’ll pay you a 
specified amount every month you’re 
totally disabled. If you have an illness, 
it'll pay you a steady income starting 
as early as 30 days after total disability 
and continuing as long as you're dis- 
abled, up to age 65. Phone or write the 
Lincoln Life agent near you for details. 


2 
Life INSURANCE COMPANY 


FORT WAYNE 1, INDIANA 
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BMA Holds Sales Conferences 


than 700 associates of Business 


Assurance 


More 
Men’s 
sales conferences held by the company. 
“All-Star” 
ern half of the country gathered at Ashe- 
ville, N. C. and 


completed a 


attended two recent 


representatives from the east- 


from the west 
Sun Valley, 
Representatives qualified for at- 
tendance at the two meetings on the 
basis of life and health insurance produc- 
tion during a two-year period. 
Featured as a speaker at both con- 
ferences was Lester O. Schriver, exec- 
utive vice president of the National As- 
iation of Life Underwriters. Mr. 
Schaleae spoke to the representatives 
about “What Makes Them Buy?” He 
pointed out that life insurance is thrift 
—the 


those 
conference at 
Idaho. 


best 


investment for the average 
man. “Records show,” he said, “that 
81% of a man’s ultimate estate consists 


f life insurance. No man has any right 
accustom his family to the good 
hings of life unless he is willing to 
guarantee continuation of that way of 
life as long as they live.” 
rage featured at both meetings was 
R McMillon, vice president of RY ALU 
a “BMA branch manager in Abilene. 
In an address titled, “Please Pump More 
Than You Drink,” Mr. McMillon out- 
lined the life insurance salesman’s respon- 
sibilities to the American public. He 
pointed out the challenges of today: 
changes, older age groups, interest in 
government by business men, improved 
school curricula and life insurance ethics. 
He urged all life and health insurance 
salesmen to be individualists and to learn 
how to give more of themselves in serv- 
ice to policyowners and community ac- 
tivities. 
W. D. Grant Keynoter 
BMA President, W. D 
keynoted the theme of the 
“Building for the Future,” in an address 
which emphasized the vital role of the 
company’s salesmen in the progress of 
BMA. He outlined the plans for con- 
struction of the new 19-story BMA home 
office building in Kansas City, scheduled 


Grant, CLU, 
conferences, 


to begin in July. “Its contemporary 
design,” he said, “reflects BMA's pro- 
gressive attitude.” He pa that 


the company would install 
electronic data 


an IBM 7070 
processing system in Oc- 
replacing the present IBM 650 
equipment t 


ober, 


7 Higdon, BMA chairman and past 
BR chen of the Amer rican Life Conven- 
tion, climaxed the meetings with an ad- 
dress titled, “The Will to Achieve.” 


“Our first 


responsibility,” said Mr. 
Higdon, i 


Mig to our policyowners. There 
must be no shortcuts, no expediencies— 
for the expedient way is often the wrong 
way. The policyowner’s interest is our 
interest. The BMA building represents 
a goal —one written not in stone but in 
the steel and glass that will be embodied 
in this edifying structure. In the years 
ahead, it will serve to remind us con- 
tinually that we are dedicated to the basic 
principle that the policyowner’s interest 
is our intere Our opportunities are 
many and will be t ranslated into positive 
accomplish ments if e ach of us continues 
0 possess the will to achieve 


” 





+ 


J. W. Sayler, CLU, vice president— 
sales, presided over the business sessions 
at both meetings. Each conference in- 


cluded a panel of speakers composed of 
some of the outstanding salesmen in at- 
tendance 

At the eastern conference, 
B. Moates, Nashville, presided at the 
panel session, “The Selling Scene—6l.” 
In commenting on “how they do it in 
Tennessee,” Mr Moates cited service to 
policyowners as the important factor. He 
said that BMA salesmen in Nashville 
explain the convenience of the BMA pre- 
authorized 1 chec k plan to each new ap- 
plicant. Another special service offered, 
he said, is Planavac. BMA’s system of 
electronic programming. 
_ Another discussion centered on health 
insurance with the suggested approach, 
“I know you have insured your life, 


Manager N 








but have you insured your income?” A 
feminine panelist outlined the many ways 
the wife can help her husband qualify 
for the Million Dollar Round Table. 

A similar session at the Sun Valley 


meeting was presided over by H. G. 
Horn, regional manager, northwest 
branch offices. He discussed prospect- 


ing by occupational groups—controlled 
business through team play as he de- 
scribed it. On the subject of knowledge, 
Mr. Horn said, “All things being equal, 
the best informed life underwriter does 
the best job.” And he added, “the life 
insurance trade. journals are instructive 
and motivating.’ ’ He defined sales proce- 
dure as “making it easy for our clients 
to own the savings and protection plans 
they need.” 

Daily planning and constant analysis 
was a subject of panel discussion which 
proved that the organized salesman is 
the successful salesman. 

An expert in the field of key man in- 
surance suggested that the more sales- 
men learn about advanced underwriting, 
the more they find that it is only as 
complicated as they make it. Key man 
insurance can be presented in simple 
package form because every employe is 
a key man to a greater or lesser degree. 

Another panelist commented that the 
more policies in force in a given area, 
the more he can sell. He said further 
that introducing new men into life in- 
surance sales and helping them become 
successful was more rewarding than writ- 
ing two million as an individual. 


% STOCK DIVIDEND 


Raymond T. Smith, president of Life 
Insurance Investors, Inc., announced to 
stockholders at its recent annual meet- 
ing, the declaration of a 100% stock 
dividend, payable on July 12 to stock- 
holders of record June 21. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 
General Agent 


Continental Assurance Compan 
32 COURT STREET BROOKLYN 1, MY 
TRiangle 5-7362 








O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











Chicago Ass’n Officers 


William L. McKechney, Northwestern 
Mutual Life, was elected president of the 
Chicago Association of Life Underwrit- 
ers at the recent annual meeting. He suc- 
ceeds Oliver R. Aspergren, Jr., The 
Aspegren Agency, Inc. Other officers in- 
clude Stuart A. Monroe, Mutual Benefit, 
first vice president; Sol Sackheim, CLU, 
Great-West Life, second vice president; 
Burnham L. Batson, Connecticut General, 
treasurer; Gerhard C. Krueger, Equita- 
ble Life of Iowa, national committeeman. 

Principal speaker at the meeting was 
M. Rey Dodson, president, Ohio National 
Life, Cincinnati, who had for his topic 
“The Difficult Problem of Health Care 
for the Aged.” 


ELECTED GENERAL COUNSEL 


Edward M. Burke has been elected by 
the executive committee of the board 
of directors of Investors Syndicate Life 
Ins. and Annuity Co. to the office of 
general counsel of that corporation. In- 
vestors Syndicate Life is a wholly-owned 
subsidiary of Investors Diversified Serv- 
ices, Inc., for which Mr. Burke is also 
general counsel. 








e GROUP LIFE INSURANCE 


e ACCIDENTAL DEATH AND 
DISMEMBERMENT INSURANCE 


e GROUP MAJOR MEDICAL 
EXPENSE INSURANCE 


you enroll before July |, 1961. 


Two Park Avenue °« 





, 3 Important Message 


TO ALL NEW YORK EMPLOYERS 
ENGAGED IN THE INSURANCE BUSINESS 


The Open Enrollment Period of the INSURANCE INDUSTRY 
GROUP INSURANCE FUND closes on July |, 


As Underwriters and Administrators of this program, Phoenix 
Mutual offers companies, agencies, brokerage firms, etc., the follow- 
ing outstanding group insurance benefits: 


up to $25,000 for Owners, Officers and 
Partners . . 
employees. 


in amounts equal to the Group Life In- 
surance. 


superimposed on 
Service 
Plans. 
unusual reinstatement provisions—for em- 
ployees and their dependents. 


Only Insurance Firms employing three or more full-time employees 
are eligible for this unique program. 


* No restriction on benefits because of age. 


* Group specialists are available for immediate consultation to help 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


Hartford, Connecticut 
Gotham Branch Office 
New York City «+ 
James N. Mazzeo, Manager 


1961. 


. with adjusted schedules for 


Associated Hospital 
and United Medical Service 
Offers a $10,000 maximum—with 


MU 3-1292 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Heads Hancock’s Program 


To Train Women Agents 





JANE 


HOWELL 


A new department to recruit and train 
women to sell life insurance has been 
established by the John Hancock in its 
western home office in San Francisco. 
Heading the new operation will be Jane 
A. Howell, CLU, according to an an- 
nouncement by Robert E. Dye, super- 
intendent of general agencies for the 
western region. 

Ten women will be selected to undergo 
three years of intensive training which 
will include on-the-job field experience 
through one of the Hancock’s Bay area 
general agencies and an organized pro- 
gram of study in the Western home 
office. The training program will begin 
July 1 and current plans call for eventual 
expansion in the 12 states that comprise 
the western region. 

Miss Howell, who will be responsible 
for recruiting, training and supervising 
the women selected for the program, has 
had seven years experience as a life in- 
surance agent. A graduate of University 
of California, she has spent many years 
in the fields of management and public 
relations. During aour War II she was 
a captain in the WA 

Mr. Dye said the ~ a of training 
women to sell life insurance has been 
under consideration by the Hancock for 
some time. “Statistics show that 23 
million women are working and consti- 
tute a prime market for the sale of life 
insurance. We are convinced that qual- 
ified women agents will prove invaluable 
in our career sales efforts and in this 
important market.” 


Security Mutual Names 
Knopick Group Manager 


Security Mutual Life of New York 
has announced the appointment of Rob- 
ert L. Knopick as manager, Group sales, 
in its Binghamton home office. In his 
new post he will direct the company’s 
Group sales activities. 

Mr. Knopick, who joined Security Mu- 
tual in 1958, was formerly the company’s 
district sales manager in New York City. 

A native of Binghamton, Mr. Kno- 
pick is a veteran of service with the 
Navy Air Corps. He was employed by 
Ozalid division, General Aniline and Film 
Corporation, before joining Security Mu- 
tual. 
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Fidelity Mutual Life Appoints 
Kistler and Lamar in Philadelphia 





a 
ROBERT J. KISTLER 


Fidelity Mutual Life has announced 
the appointment of Robert J. Kistler, 
CLU, as general agent for the company’s 
offices at 700 Two Penn Center, and M. 
B. Lamar, Jr.. CLU, as manager of Mr. 
Kistler’s former agency at Philadelphia 
National Bank Building in Philadel- 
phia. 

Mr. Kistler entered the life insurance 
business with Fidelity’s Pierce Agency 
in Philadelphia in 1950 following gradu- 
ation from the University of Pennsyl- 
vania with a B.S. degree in economics. 
An outstanding personal producer, he 
was appo-nted supervisor in 1954, and 
became successful in recruiting, training 
and supervision. He was appointed as- 





M. B. LAMAR, JR. 


sistant general agent in 1958; co-general 
agent in 1959; and general agent for the 
company’s offices at the Philadelphia 
National Bank Building in 1960, He was 
awarded his OCLU designation in 1960. 

Mr. Lamar is also a graduate of the 
University of Pennsylvania Wharton 
School, class of 1951. He joined the 
Philadelphia-Pierce Agency following 
graduation and established an outstand- 
ing production record, qualifiying for the 
Million Dollar Round Table in every 
year since 1958. In 1955, Mr. Lamar was 
awarded a OLU scholarship by the 
Fidelity-Philadelphia Trust Co., as the 
Outstanding LUTC graduate in the City 
of Philadelphia. He received his CLU 
designation in 1959. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


320 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 





Pacific Mutual Appoints 
Three New Agency Managers 


Three new agency managers were ap- 
pointed in June by Pacific Mutual Life, 
according to Joseph F. Tudor, CLU, 
agency vice president. He named the 
men as Francis H. McGovern, who takes 
over the company’s Newark agency; John 
W. Peterson, CLU, Tulsa; and William 
E. Postma, Richmond. 

Mr. McGovern has had eight years of 
life sales and agency management ex- 
perience. An alumnus of St. Joseph’s 
College in Philadelphia, Mr. McGovern 
graduated as an English-education major 
in the top 3% of his class. 

Mr. Peterson is a former assistant di- 
rector of Southern Methodist Univer- 
sity’s Institute of Insurance Marketing. 
A graduate of the Institute, Mr. Peter- 
son also is a cum laude graduate of Mis- 
souri’s Central College. He entered the 
life insurance industry in 1955. 

Mr. Postma joined Pacific Mutual’s 
agency field force in 1958. In 1959 he 
moved from St. Louis to San Francisco 
as a supervisor. He became assistant 
manager there earlier this year. A 1954 
graduate of Iowa State College, he earned 
his degree in industrial administration. 





LIFE SUPERVISOR 


To build new manpower, do brokerage and 
personal production in proportions he pre- 
fers. Must have excellent personal produc- 
tion record. Supervisory experience and/or 
brokerage following he!ptuli—not essential. 


Call LEE NASHEM 
THE LEE NASHEM AGENCY LTD. 


Canada Life Assurance Co., Toronto, Canada 
110 East 42nd Street — 14th Floor 
OXford 7-2950 











Group Field Force Changes 

Appointments of six new men to the 
Group field force of New England Life 
were announced by President O. Kelley 
Anderson. 

Named as Group representatives in the 
following cities were: New York City, 
Forbes Durey and Lawrence A. Young; 
Seattle, Emmett F. Beaulaurier; Los An- 
geles, Arthur W. Mitchell; Pittsburgh, 
Robert T. Shanks; and Minneapolis, 
Rodney F. Thompson. 
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90 YEARS OF PUBLIC SERVICE 


With 150 branch offices 
in North America, 

Sun Life of Canada 
offers the finest of life 
insurance protection to 
the holders of more 
than 234 million policies 
and group certificates. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


One of the great life insurance companies of the world 
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Group Field Representative 


Larry G. Heesacker, for the past year 


home office Group representative for 


National Min- 
neapolis has been appointed Group field 
Cleveland. He 
regional Group man- 
ager at Cleveland, in servicing N/W Na- 
tional’s Group clients in the five-state 
covered by the Cleveland office. 

\ graduate of the University of Ne- 
braska, Mr. Heesacker joined N/W Na- 
tional as a Group department trainee in 
1959. 


Northwestern Life at 


representative at will 


Phil Larson, 


assist 


area 


Another Product of 
Berkshire Life’s 
Project One 
Breakthrough! 


BIG NEWS 


BUSINESS 
INSURANCE 
BUYERS 


For the first time, Berkshire 
Life offers two separate 
lines of policies. The buyer 
has his choice of maximum 
protection at low outlay or 
high early cash value plans, 
with a one year term divi- 
dend option, in addition to 
the usual dividend options, 
and a choice of other bene- 
fits which may be added to 
either. 


With premiums based on 
the new 1958 CSO Mortality 
Table and a new policy 
pricing system, the new 
Berkshire Life plans com- 
bine an unbelievable degree 
of flexibility and versatility 
with valuable new options 
and privileges, all at outlays 
so low you wouldn’t believe 
the plans were backed by 
one of the nation’s oldest, 
most reputable companies. 


Berkshire representatives 
also have the benefit of 
complete new merchandis- 
ing tools including powerful 
visual materials and flex- 
ible, motivating proposals. 


For full details, contact 
the nearest Berkshire 
Life General Agency 


HIRE LIFE 


INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 

A MUTUAL COMPANY FOUNDED IN 1851 
LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 





Conn. Mutuals Two-Millionth Policy 


Connecticut Mutual Life has issued 
its two-millionth policy—to company 
president Charles J. Zimmerman, CLU, 


who named the American College of Life 
Underwriters as owner and beneficiary 
of the policy. A brief home office cere- 
mony marked the occasion as policy No. 
2,000,000 was delivered to Mr. Zimmer- 
man by Nelson C. Taintor, associate 
general agent of the Ralph Love agency, 
Hartford 

It took the company 92 years to issue 
its first million policies. On Dec. 28, 
1938, policy No. 1,000,000 was issued on 
the life of John M. Fraser, Jr., son of 
Connecticut Mutual General Agent J. 
M. Fraser of ‘New York. 

At that time, the company’s insurance 
in force had just reached the billion- 
dollar mark. In the 23 years since then, 
insurance in force has increased nearly 
five times, with the ffive-billion-dollar 
milestone expected this fall. 

Mr. Zimmerman, who turned Policy 
No. 2,000,000 over to the ‘American Col- 
lege as a gift to the QLU ‘Development 
Fund, said that the “could think of no 
finer way to commemorate this milestone 
in our company’ s history than to assist 
an organization which has played such a 
significant part in the development and 
promotion of professionalism within our 
industry.” 

Gifts of life 
particularly 
pressing the 


insurance to the fund are 
appropriate, he said, ex- 
hope that the ‘final cam- 
paign report will show a_ substantial 
number of capital gifts made through 
life insurance. 

Three-fold goal of the $1,000,000 cam- 
mit is to finance the cost of Huebner 
all 


new home of the American Col- 
lege and the American Society in Bryn 
Mawr, Pa., to develop a broadened pro- 


gram of continuing education in life and 
health insurance, and to implement a 
program of increased public recognition 





Garner Named to Council 
Of Educational Advisers 


Dr. Paul Garner, prominent accountant 
and dean of the School of Commerce and 
3usiness Administration at the University 
of Alabama, has been appointed to the 
Council of Educational Advisers of the 


ane gy College of Life Underwriters 
and t Po wo Institute for Property 
and rs iability Underwriters. Announce- 


ment of Dean Garner's 
made by Herbert C-. 
dean of the American 


ra gag was 
Graebner, CLU, 
College, and Dr. 


Harry J. Loman, dean of the American 
Institute. 
The Council, headed by Dr. Leslie J. 


Buchan of Washington University, serves 
both the College and Institute as an edu- 
cational advisory committee on matters 
pertaining to examination standards, re- 
lationship of undergraduate and graduate 
insurance curricula to the CLU and 
CPCU programs, evaluation of educa- 
tional objectives and similar subjects. 
Dean Garner has won both national 
and international prominence as consul- 
tant and author in the field of account- 
ing. He was U. S. delegate to the In- 
ternational Congress on Accounting in 
Paris, Sydney, Melbourne and Amster- 
dam. He also conducted special educa- 
tional assignments for the U. S. State De- 
partment in Turkey and the Far East. A 
CPA, Dean Garner joined the firm of 
Knight and Garner, CPA’s, in 1942 and 
has been a member of the National Com- 


mittee on Accounting Personnel of the 
American Institute of Certified Public 


Accountants. He has also held various 
positions with local CPA associations. 

A native of North Carolina, Dean 
Garner graduated from Duke University 
where he received his A. B. and A. M. 
degrees and in 1940 was awarded his 
Ph.D. from the University of Texas. He 
has served on the faculties at Duke, 
Texas, Mississippi State and Alabama, 
becoming dean of the School of Com- 
merce and Business Administration 
there in 1954. 





Charles J. Zimmerman, CLU (center) 
president of Connecticut Mutual Life, 
presents company’s two-millionth pol- 
icy to William H. Andrews, Jr. for the 
CLU Development Fund. Looking on is 
Dean Herbert C. Graebner of the Amer- 
ican College of Life Underwriters. Mr. 
Andrews is chairman of the Develop- 
ment Fund Council. 


of CLU through enlarging the oppor- 
tunities for professional service 
Mr. Zimmerman, who has been a 


Chartered Life Underwriter since 1930, 
currently is vice chairman of the board 
of trustees of the American College. 


Atlantic Alumni Ass’n 


Committee Chairmen 

The executive committee of the Atlan- 
tic Alumni Association met in New York 
recently to discuss the agenda for the 
annual meeting in January, 1962 of the 
association. It is planned that this meet- 
ing will again be held at the Cherry Hill 
Inn, Haddonfield, N. J., with the new 
format of the meeting presently being 
designed to have an unusual appeal 
to all members in agency management. 
A complete revitalizing of the associa- 
tion was agreed upon starting with the 


formation of the following committee 
chairmen: 
Publicity and promotion, Arthur H. 


3ikoff, Aetna Life, New York; meetings 


sa attendance, Duane N. Paul, State 
Farm, Clifton, N. J.; program, Gilbert V. 
Austin, Aetna Life, 3rooklyn, member- 
ship, H. Bennett Webber, manager, 
Phoenix Mutual, West Springfield, 
Mass.; constitution and by-laws, George 
P. Shoemaker, CLU, Provident Mutual, 


New York; committee on relations with 
other organizations or liason committee 
with GAMC, Chester R. Jones, CLU, 
Mass. Mutual, Washington, D. C.; com- 
mittee to decide on a code or a set of 
standards of management to be _ sub- 
scribed to, Andre J. Duchesney, North- 
ern Life of Canada, Montreal; nomina- 
tions, Robert L. Snowden, CLU, Metro- 
politan, Trenton. 

Serving on the home 
committee are George A. 
New England Life, Boston; Williard C. 
Brudi, Lincoln National, Fort Wayne; 
James R. Martin Mass. Mutual, Spring- 
field, Mass.; James F. Eubanks, Metro- 
politan Life, New York; Donald E. 
Hanson, Aetna Life, Hartford; Wilbur 
E. Hintz, Mutual Benefit, Newark. 

Theme and subject matter of the three- 
day meeting in January will be an- 
nounced next Fall. 


office advisory 
Joseph, CLU, 


K. C. Life General Agents 


Appointment of two new general 
agents has been announced by W. E. 
Bixby, president, Kansas City Life. They 
are Morton D. Adelson, CLU, Cincinnati 
and Lowell Alton Pearson, San Diego, 
Cal. The Adelson agency’s territory will 
include Butler, Clermont, Clinton, Hamil- 
ton, and Warren counties. The Pearson 
agency will cover San Diego and sur- 
rounding territory. 





Southwestern Life’s 
Executive Appointments 
ANNOUNCED BY J. RALPH WOOD 
Davenport and Harder Named Senior 


Vice Presidents; Nickelson, Walk, 
Appointed Vice Presidents 








New executive appointments for four 
officers in the home office of Southwest- 
ern Life of Dallas have been announced 
by J. Ralph Wood, president. 

Receiving new titles were R. R. Daven- 
port and A. D. Harder, both named 
senior vice presidents, and Jeff Nickel- 
son and Ora W. Walk, both appointed 
vice presidents. 

Mr. Davenport previously had served 
since 1951 as vice president and agency 
director. As senior vice president, he 
will remain in overall charge of South- 
western Life’s sales and agency opera- 
tions. 

Mr. Davenport has been a member of 
the company’s board of directors since 
1954, and is a former president of the 
Life Insurance Agency Management As- 
sociation. He joined Southwestern in 
1933 as an agent in Munday, Texas. 

Mr. Harder, who has served since 1954 
as vice president and treasurer, has been 
elevated to senior vice president and 
treasurer and will continue to head all 
operations of the company’s investment 
department. 

Associated with Southwestern Life 
since 1925, Mr. Harder was elected a 
director of the company in 1954. He is a 
past president of the Controllers Institute 
of. America and also is a former presi- 
dent of the Dallas chapter of the Con- 
trollers Institute. 

Mr. Nickelson, 


formerly second vice 
president and assistant agency director, 
has been named vice president and 


agency director. In his new post, he will 
direct the company’s agency operations 
and promotion of sales in the field. 

A former Southwestern Life agent, Mr. 
Nickelson has been with the company 
since 1940 and has served in several 
management positions in the home office 
and field. 

Mr. Walk, previously second vice pres- 
ident and assistant agency director, has 
been advanced to vice president in charge 
of agency administration and services. 
He will direct all internal administrative 
and services functions of the company’s 
agency department. 

Having joined Southwestern as an 
agent in 1945, Mr. Walk later served 
as assistant manager and manager of 
the company’s Fort Worth branch office 
before moving to the home office in 1956. 


J. R. O'NEAL APPOINTED 


Made Corpus Christi General Agent 
For Lincoln National Life as 
J. R. O’Neal & Associates 

J R. O'Neal has been appointed gen- 
eral agent in Corpus Christi for Lincoln 
National Life, Fort Wayne, according 
to an announcement by Henry W. Per- 
sons, vice president and director of agen- 
cies. Under Mr. O’Neal’s leadership, the 
agency will be known as J. R. (Bob) 
O’Neal & Associates. 

Prior to entering life insurance sales, 
Mr. O’Neal was engaged in sales work 
for a large music company which he 
owned and operated in partnership with 
his father. His life insurance career be- 
gan in 1958 when he became an agent. 
Later he served in his company’s home 
office as a supervisor in the agency de- 
partment, with responsibility for all south 
Texas agencies 

Mr. O’Neal’s” specialized insurance 
training includes completion of Parts I 
and II of the LUTC series, in addition 
to numerous company sales courses. In 
addition he has served as instructor in 
his company’s supervisors seminar. 

Active in life insurance affairs, he is 
a member of the Corpus Christi Life Un- 
derwriters Association and he serves as 
a board member of the local General 
Agents and Managers ‘Association. He 
served for two years with the Navy dur- 
ing World War II. 
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Lee Nashem Agency Wins 
“International” Trophy 





LEE NASHEM 


The Lee Nashem 
East 42nd Street, New York, has won 
the “International” Trophy in Canada 
Life’s Spring Trophy Campaign, which 
is held in honor of Ernest Gill, president 
of Canada Life, in observance of his 
tenth anniversary. All agencies of the 
company in the United States and Can- 
ada participated in the campz aign, winner 
of which is decided by the highest 
amount over a quota. The Nashem 
Agency had 783.06 of quota, which was 
the highest percentage of quota ever 
made in this campaign and the first time 
this trophy has been won by a New York 
agency. 

Runner-up was the Central Toronto 
branch under the direction of J. C. Saw- 
yer, who had a paid for quota of 701.- 
50%. 

Announcement of winning the trophy 
came from President Gill by telephone to 
General Agent Nashem during a one-day 
training session being conducted by Wil- 
liam Jacobi, assistant director of train- 
ing, for 23 members of the agency. Pre- 
sentation of the trophy will be made by 
Bert Gooch, vice president in charge of 
agencies, next month at an agency cele- 
bration. 

Agency production 
Theodore E. 
supervisor ; 


Agency, Ltd., 110 


leaders included 
Lewis, associate brokerage 
Richard H. Mayer, agency 
supervisor; Rudy T. Schlesinger, Jir., 
brokerage supervisor; James F. Toal, 
Leonard Malin, Gabriel Hausner, Rich- 
ard Reiner, Paul H. Mon, office super- 
visor; Robert Malitz, Ted Eilenberg, 
Jack Falson, Moe Stern, Mel Niser, Ed- 
ward G. Bannen, Jesse Leibowitz, Fred 
3itterfield, associate brokearge super- 
visor and General Agent Nashem. 
Other members of the staff include 
Lillian Hauser, Lauro Feurtado, Betty 
Madoff and Joe Spektor. 


N. Y. CLU’s Meet June 28 


Eugene D. Badgley, CLU, assistant 
vice president, Equitable Life Assurance 
Society, will be the principal speaker at 
the annual meeting of the.New York 
CLU Chapter to be held June 28th at the 
New York University Club. 

The pros and cons of 
Gifts—Insurance or Cash?” will be the 
subject of Mr. Badgley’s talk. The 
speaker has general management respon- 
sibilities with the Equitable’s special 
service division which assists field rep- 
resentatives with their advanced under- 
writing problems. He moderated the 
CLU Estate Planners’ Day program in 
1959 and is responsible for organizing and 
conducting advanced underwriting semi- 
nar-workshops for his company. 

The CLU Chapter will elect officers 
for 1961-62 at this meeting which will 
begin with a luncheon at 12 noon. 


“Charitable 


Phila. Life Increase 


Joseph E. Boettner, CLU, president of 
Philadelphia Life, recently announced to 
the board of directors that during the 
first five months of 1961, the company 
showed an increase in the rate of gain 
of insurance in force of 7%, campared 
to the same period in 1960. 


In addition, Mr. Boettner noted that 
business during the month of May in- 
creased 31% over May 1960. Each year 
during the month of May, representatives 
of the company put on a drive for new 


business in honor of the birthday of 
Chairman of the Board William Elliott. 
In May, 1960, the company recorded one 
of its largest volumes of new paid busi- 
ness. 


Mr. Boettner also commented that for 
the year to date, new business paid for 
increased by 46% as compared to the 
first five months of 1960. 


The increase in paid business during 
the month of May represents the 10lst 
consecutive month in which Philadelphia 
Life has had increased new business over 
the same month for the previous year. 


Group Representative 

William H. Carson has been ap- 
pointed Group insurance representative 
in Los Angeles for Mutual Benefit Life, 
Newark. He is associated with the 
company’s Los Angeles district Group 
office, directed by L. Stanton Ruland. 

Mr. Carson will advise and assist in- 
surance agents and brokers in the Los 
Angeles area in the marketing and ad- 
ministration of Group insurance plans 
Prior to joining Mutual Benefit, he was 
sales representative in Los Angeles for 
Remington Rand. 


We at Republic National Life have 


moved dramatically forward, 
confident in our belief that we 
possess a special formula for 


sales success. To the man gifted 


with that extra spark of enthusiasm 


and the imagination to romance 


the basic miracle of Life Insurance 


in action, we offer a sales contract 
with a built-in Magic Carpet to 


better living. In fact we dare any 


man big enough to fit our special 


pattern for sales success to find 


a more profitable opportunity than 
a sales contract with the “GO” 


Company. 


Theo. P. Beasley 


Chairman of the Board 
and Chief Executive 


“pe 


Officer 


REPUBLIC NATIONAL LIFE ewcawce Comeany oxsss v0: 


LIFE: « 


ACCIDENT ° 
heh ane -Var4 Vale), ma 


SICKNESS e 
PENSION e 


MEDICAL 
BROKERAGE e 


AND SURGICAL REIMBURSEMENT @ 


GROUP 


COMPLETE REINSURANCE FACILITIES 











Page 14 


The Eastern 





Underwriter 


June 23, 1961 








Sun of Canada Creates 
Central U. S. Division 





William Notman & Sons 


D. E. HAKS 


Sun Life of Canada has reorganized 
its territorial divisions in line with the 
United 
third division, central United 


company’s 
States. A 


States, has 


expansion in the 


been created in addition to 
the present eastern and western. 


D. E. Hart | 


tendent 


ones, 


as been appointed superin- 


of agencies in charge of the new 
livision. States comprising the new cen- 
trai division are Arkansas, Indiana, Ken- 


tucky, Louisiana, Mic'ugan, Mississipm, 
Ohio, Tennessee, West Virginia and the 
western part of Pennsylvania. 


Mr. Hart 


was formerly assistant super- 
ntendent, western United States, prior 
» which he was a Sun Life supervisor 
in the Denver branch. He joined the 


company as a representative an Seattle 
Other appointments and changes an- 


Beneficial Standard Names 
Dr. Brodsky to New Office 


Harry Brodsky, M.D., has been elected 
to the new corporate office of medical 
director of Beneficial Standard Life of 
Los Angeles, it was announced by Joseph 
N. Mitchell, president. 

A member of the Association of Life 
Insurance Medical Directors of America, 
Dr. Brodsky is also a fellow of both the 
American College of Chest Physicians 
and the American Geriatrics Society. He 
is assistant surgeon of Southern Pacific 
Hospital Department and is an attending 
physician on the medical staffs of Temple 
Hospital and French Hospital in Los 
Angeles. , 

A native of Chicago, Dr. Brodsky re- 
ceived his medical degree from the Uni- 
versity of Illinois, College of Medicine, 
in 1934, and served his internship at St. 
Mary’s Hospital in East St. Louis, Ill. 

He was a resident in general medicine 
at Wichita Hospital, Wichita, 1934-36, 
and a resident in internal medicine and 
diseases of the chest at Kings County 
Hospital, Brooklyn, 1936-38. 

In 1935, Dr. Brodsky joined the U. S. 
Medical Corps Reserve and_ served as 
medical officer in Veterans Hospitals at 
Dallas, Minneapolis, and Salt Lake City. 
Since 1946, Dr. Brodsky has been prac- 
ticing internal medicine in_ downtown 
Los Angeles and has been affiliated with 
3eneficial Standard since 1954. 





nounced are: D. S. A. Bell, assistant 
superintendent, central U. S.; W. I 
Reynolds, assistant superintendent, east- 
ern U. S.: K. G. Lawrence, assistant 
superintendent, western U. S.; F. H 
Frizzell, assistant superintendent, east- 
ern Canadian; and C. M. Root, who has 
been promoted to assistant superintend- 
comes inspector of agencies, central Ca- 
nadian. 








How objective is your perspective? 















of a fire and 





Are you considering 
the acquisition 


casualty company? 









































On May 31st, the New York Court of Appeals reached an epoch-making 
decision granting out-of-state insurers the right to acquire controlling interest 
in fire and casualty companies. Understandably, progressive life companies will 
be seeking to diversify their operations to include fire and casualty lines. 


Frank Lang & Associates, Inc. is a national consulting firm devoting its 
services solely to the insurance business, with clients in both the life, fire and 
casualty branches. We have had considerable experience in locating companies 
ideally suited to another company’s structure and method of operation, and in 
initiating and consummating affiliations and mergers. 


By acting as an impartial intermediary, the firm is able to objectively eval- 
uate not only the financial structure of companies under consideration, but 
also the capabilities of their staff, market potentials, operating practices, etc. 
Once a merger is effected, we further assist our clients to assure a smooth transi- 
tion to integrated operations. Informal meetings can be arranged without 


obligation. 


\ 
FRANK LANG & ASSOCIATES, 


Consultants in Marketing and Management 


for the Insurance Business 


INC. 


SOCIATES. INC 





4 AS 





FRANK LANG 


521 FIFTH AVENUE, NEW YORK 17; OXFORD 7-4044 « ONE NORTH LA SALLE ST., CHICAGO 2; FRANKLIN 2-2795 


Assistant Medical Director 


At Northwestern Mutual 
Hulburt W. Bardenwerper, M. D., has 
been appointed an officer of Northwest- 
ern Mutual Life, with the title of assist- 





H. W. BARDENWERPER, M.D. 


ant medical director. Announcement was 
made by Dr. Gamber F. Tegtmeyer, 
medical director of the company. 

For the past eight years, Dr. Barden- 
werper has been a general practitioner 
in Waterford, Wis., and a staff member 
of the Memorial Hospital, Burlington, 


Wis. He has authored articles on clinical 
medicine that have appeared in national 
magazines. 

Dr. Bardenwerper is a native of Mil- 
waukee where his father, H. E. Barden- 
werper, M. D., has been a practicing 
physician and surgeon for 41 years. 
The younger Bardenwerper attended 
Northwestern University and is a 1949 
graduate of the University of Chicago 
Medical School. He interned at Mil- 
waukee Hospital and did post-graduate 
work at the Home Hospital, Lafayette, 
Ind. and at the Graduate School of 
Medicine, Cook County, III. 

Active in professional groups, Dr. 
Bardenwerper is a past president of the 
medical staff and a past member of the 
executive committee of Memorial Hos- 
pital. He also holds memberships in the 
American Medical Association, American 
Academy of General Practice, Wisconsin 
State Medical Society, Racine County 
Medical Society and Nu Sigma Nu med- 
ical fraternity. 

Dr. Bardenwerper served as a U. S. 
Navy radioman in the Pacific during 
World War II and as a U. S. Army 


medical officer during the Korean conflict. 





* 


* 


* 


at 65 


M 





* 





Age Par 
25 1283 
35 1733 
45 2514 
55 4040 


10 Commerce Court 








THEY'RE TAKING 
THEIR HATS OFF 


TO DOMINION 


For their low, low cost 
DOUBLE PROTECTION TO 65 


CONTRACT! 


Permanent Insurance at little more 
than term rates 


Issued both par and non-par 
Death Benefit and premium cut in !/5 


All benefits available 


Excellent cash values 


Look at these rates for a $100,000 policy! 


Non-Par 


1024 
1382 
2061 
3388 


Call us for further information 


Phone MArket 2-5990 
LIFE AGENCY OF NEW JERSEY, INC. 


Newark 2, N. J. 
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H. E. Levine Succeeds 
Olmsted as Gen’! Agent 


FOR MUTUAL BENEFIT LIFE 





Olmsted to Retire After Nearly 25 Years 
In Providence as Gen’l Agt.; Levine 


Formerly With Huber Agcy. 





After nearly 25 years as general agent 
in Providence, R. I., for Mutual Benefit 
Life of Newark, Robert E. Olmsted, 
CLU, will retire on June 30. He will 
continue to serve his individual and cor- 
porate clients. 

Harold E. 


Levine, formerly super- 








ROBERT E. OLMSTED 


visor with the company’s Solomon Hu- 

ber agency in New York City, has been 

appointed to succeed him. T he Solomon 

Huber agency ranks second in the com- 

pany’s nationwide field organization. 
Robert E. Olmsted 


Mr. Olmsted is one of the outstanding 
life insurance men in the New England 





HAROLD ‘E. LEVINE 
A graduate of the Wharton School 


area. 
of Finance and Commerce, University 
of Pennsylvania, he has devoted his en- 
tire business career to life insurance. 
After almost six years with the Equi- 
table in New York, and more than five 
years with Penn Mutual Life in Chi- 
cago and Detroit, Mr. Olmsted joined 
Mutual Benefit Life as production man- 
ager in Detroit. ‘Since September, 1936, 
he has been general agent for Mutual 

Senefit Life in Providence. 

Mr. Olmsted received his CLU desig- 
nation in 1930 and attained his OLU 
management designation in 1934, He is 
past president of the Detroit and Provi- 
dence OLU chapters and the Rhode 
Island Life Underwriters Association. 
He is a life and qualifying member of 
the Million Dollar (Round Table. For 
17 years he has qualified for the Na- 
tional Quality ‘Award, and has also been 
named to the Mutual Benefit’s top honor 
group, the National Associates. 

Harold E. Levine 


Mr. Levine joined ‘Mutual (Benefit Life 
in ‘1957 as agency supervisor for the 
company’s Solomon ‘Huber Agency in 
New York City. Prior to joining Mu- 
tual Benefit Life, Mr. Levine was associ- 


ated with Connecticut General Life, 
where he established a_ reputation for 
outstanding work, particularly in the 


COLONIAL LIFE PROMOTIONS 
Wilbur B. Mace, Donald J. McGuirk 
And John J. Leonard Named to New 
Home Office Positions 
Francis J. Pinque, administrative vice 
president of Colonial Life of America, 
announced the following home office 
promotions: Wilbur B. Mace to manager 
of the premium accounting department; 
Donald J. McGuirk to internal auditor 
and John J. Leonard to assistant man- 
ager of the premium accounting depart- 

ment. 

Mr. Mace, formerly an auditor, joined 
Colonial in 1940 in the Ordinary policy 
service department. Later, he was trans- 
ferred to the underwriting department 
and subsequently was promoted to 
auditor. Prior to going with Colonial, he 
was engaged in the investment broker- 
age field in New York City. Mr. Mace 
attended Pace College and during World 
War II he served in the Navy. A resi- 
dent of Jersey City, he is active in com- 
munity work and is a member of the 
committee of the Boy Scout Troop in the 
Bergen Reformed Church. 

Mr. McGuirk was formerly assistant 
manager of the premium accounting de- 
= He started with Colonial in 

953 in the purchasing department and 
two years later was named assistant pur- 
chasing agent. In 1958, he was promoted 
to assistant manager of the premium 
accounting department. A resident of 
Chatham, N. J.. Mr. McGuirk is pres- 
ently attending Rutgers Univ ersity where 
he is majoring in accounting leading to a 
Bachelor of Business Administration 


degree. A veteran of the armed forces, 
he served in World War II and the 
Korean conflict. 


Mr. Leonard became associated with 
the Colonial in 1957 in its tabulating de- 
partment and, in October 1958, was pro- 
moted to the methods department. Later, 
he was transferred as supervisor in the 
premium accounting department. A resi- 
dent of Montclair, Mr. Leonard attended 
Montclair State Teacher’s College where 
he was a member of its varsity basketball 
and track teams and is currently attend- 
ing Rutgers University where he is 
majoring in mathematics leading to a 
Bachelor of Arts degree. 





Life Payments Increase 

The Institute of Life Insurance reports 
that payments to American families from 
their life insurance and annuity contracts 
totaled a record $2,872,800,000 in the first 
four months of the year, up $159,600,000 
from a year ago. 

The April and four month payments 
were reported by the Institute as follows: 











April 

1961 1960 

(000 Omitted) 
Death Benefits. oc i. ise-cies $272,600 $270,200 
Matured Endowment ...... 56,400 56,900 
Disability Payments ....... 10,800 9,800 
Annuity Payments ........ 61,000 59,300 
Surrender Values ......... 154,000 132,500 
Policy Dividends .......... 126,900 121,400 
TOM {ienisek iene $681,700 $650,100 

First 4 Months 
1961 1960 
(000 Omitted) 

Death Benefits ......... $1,194,200 $1,138,800 
Matured Endowments .. 239,900 238,700 
Disability Payments .... 44,400 41,800 
Annuity Payments ..... 269,700 251,500 
Surrender Values ...... 597,900 544,200 
Policy Dividends ....... 526,700 498,200 
TD Diack <tcis $2,872,800 $2,713,200 





area of estate planning. 

In the Solomon Huber agency he 
worked with Estatology, the copyrighted 
procedure of the organization, and de- 
veloped several outstanding estatologists. 

As a representative for Mutual Benefit 
Life, he has twice attained membership 
in the President’s Club, the group of the 
company’s leading agents. 

Mr. Levine is a graduate of New 
York University and also holds a mas- 
ter’s degree from that school. During 
World War II he instructed West Point 
cadets in the mathematics of gunnery 
and instruments. 








for the right man. 
Salary open. 








LIFE UNDERWRITER 


Large life company located in Southwest has opening for life 
underwriter with five to ten years’ experience. Excellent opportunity 


Write, giving details on education, experience, including present 
underwriting limits and salary requirements to Box 2923, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 











Director of Group Sales 
For Republic National Life 


American General Life, Houston, an- 
nounces the appointment of Oscar Lee 
Newton, Jr. as director of Group sales for 
the company. In his new capacity, Mr. 
Newton will direct all activities concerned 
with the sale of Group life insurance 
throughout the 29 states served by Amer- 
ican General Life. 

In the 


insurance business since 1950, 


Mr. Newton has been in Group life work 


since 1953. At that time, 
nected with Sun Life of 
Atlanta. In January 1957, 


he was 


Canada 


con- 


in 


he was trans- 


ferred to Houston by Sun Life to open 


a Group office here. 


In July of that year 


he joined the Houston Group office of 


3ankers Life of Des 
representative. He 
capacity 


continued in 
until February 1, 
time he was promoted to assistant 
gional Group manager. 


Moines as Group 
this 
1960, at which 


re- 





The 
lowest 
participating 
life 
insurance 
rate. 
for 
auxiliary 
funded 
pension 


plans. 


FOR EXAMPLE: AT AGE 35 
FOR POLICY OF $20,000. 


THE RATE IS | 


12 


per M. 


hithard n. 
—rentner 
agency 


SS 


BERKSHIRE LIFE INSURANCE COMPANY: 640 FIFTH AVENUE, NEW YORK 19,-N. Y. 
Circle 5-1900 
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GA. INTERNATIONAL MEETING 
Life held its first 
The Cloister, Sea 


Georgia International 


ieader 


s convention at 
Island, Ga., June 4-7. Speakers on the 
program were G. Albert Lawton, presi- 
dent; Wylie Craig, vice president; James 
cS Anderson, vice president ; Morti- 
mer R. Sams, III, assistant vice presi- 
dent; Frank B. Falkstein, regional di- 
rector of agencies, Texas; Robert E 
Wooldridge, general agent, Astoria, Ore- 
gon; ‘7 E. Bailey, general agent, At 





William H. Grant, agent, Baton 

Tom B. Overstreet, general 

Tallahassee; John M. Hanson, 

vent, Seattle; Ransom J. Jackson, agent 
Athens, Ga 
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California Life-Size 


ee ds 
Byron Anderson, Sales Vice Pres. 
California Life Insurance Co. 


Dept. A, 4400 MacArthur Blvd 
Oakland 19, California 

I am interested in full partic- 

ulars concerning the growth 

opportunities as a general 

agent for California Life. 


Your name 





Address_ 





City Zone___State 


Previous experience 

















Your annual income goal $ 


eee 
—r rn Eb kOe ee se 





CALIFORNIA LIFE 
INSURANCE CO. 


Dept. A. 4400 MacArthur Blvd. 
Oakland 19, California 


General agency openings now available in: 
Alaska, Alabama, Arizona, California, Colo- 
rado, Florida, Idaho, Illinois, Indiana, Louisi- 
ana, Michigan, Minnesota, Missouri, Nevada, 
Oregon, Pennsylvania, South Dakota, Utah, 
Washington, and the District of Columbia. 


“LIFE 1S DIFFERENT IN CALIFORNIA LIFE” 


Manhattan Life Appoints 
Roblyer in Jackson, Miss. 


Appointment of D. A. Roblyer as gen- 
eral agent of Manhattan Life in Jackson, 


Miss., has been announced by the com- 
pany’s home office. 

After 13 years experience as_ sales 
manager and branch manager of two well 
known corporations, Mr. Roblyer en- 
tered the life insurance field. He started 


as a field representative in Jackson of 
Mutual Benefit Life. Later he became 
associated with Manhattan Life’s agency 
in that city headed by General Agent 
Devan W. Read, who recently joined 
the company’s home office staff as’ super- 
intendent of agencies, eastern division. 

Mr. Roblyer 1s a veteran of nine years 
service in the Army. In World War II 
he was a captain in the parachute in- 
fantry and “jumped” on Normandy in 
the D Day invasion. 


Republic National Names 
Regional Group Manager 


Jimmy Hill Jones has been named 
regionz al Group manager in Tampa, 
Florida by Republic National Life, Dallas, 


according to Del Arneson, vice president 
and director, Group operations. The new 
regional Group manager will be primarily 
responsible for developing Group, pen- 
sion trust and profit sharing business in 
Florida. 


Mr. Jones, a native of Texas, is a 
graduate of the University of Houston 
and has been active in the American 


Institute of Banking. He entered the in- 
surance industry in personal production 
and after establishing an outstanding 
record was named agency manager and 
later appointed general agent for a large 
mid- — life company. He joined 
Republic National Life in 1959 as a Group 
representative in Houston, the position 


he held until this recent appointment. 


STATE FARM LIFE CHANGES 


Morris G. Fuller Made Vice Chairman of 
The Board; S ded to Presidency 

By Edward B. Rust 

Morris G. Fuller, ’ president 

Farm Life since 1951, 

chairman of 





of State 
was elected vice 
board of directors of 


and Edward B. Rust was 


the 
that company, 
elected to succeed him as president. The 
actions were taken at a recent board of 


directors meeting. Mr. Rust is also presi- 


dent of State Farm Mutual Automobile 
Ins. Co., parent company of the State 
Farm group. 


Mr. Fuller’s election to 
3oard Chairman Adlai H. 
Mr. Fuller will devote 
projects. He will con- 
both State Farm 
Mutual. 


In announcing 
the new post, 
Rust said that 
time to special 
tinue as a director of 
Life and State Farm 

Mr. Fuller was State Farm Life’s first 
employe, joining the company as vice 
president in 1929 when it was formed. 


Elect C. F. Nettleship, Jr. 


Charles F. Nettleship, Jr., was elected 
a vice president and secretary of the 
Hartford Fire and the Hartford Accident 
and Indemnity at a recent meeting of 
the boards of directors. The méeting 
was held at The Hartford Insurance 
Group’s new western department head- 
quarters building in Chicago. 

Mr. Nettleship has served for the 
past two years as an — ant vice presi- 
dent of the Hartford where he is asso- 
ciated at the home office with Vice 
President Barnard Flaxman in the invest- 
ment department. He also is a_ vice 
president of the Hartford Life. 

A graduate of Newark Academy and 
Wesleyan University, Mr. Nettleship is 
a member of Phi Beta Kappa. He en- 
tered the insurance business in 1928 and 
joined Hartford Life, formerly Colum- 
bian National Life. 
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Accident’'s Plusses, 





EST. 1913 


Columbia, Fia.*, Ill.*, Mass., 


Va.*. 


Md., Me., Mich.*, 
* Agency building General 





LON} ot COLORS 


is the agent selling United Life and 


new GROUP INSURANCE PLAN, provid- 
ing: Life, Accidental Death and Dismem- 
berment, Weekly Income, Hospital and 
Surgical or Major Medical, 
Maternity Benefit — plus generous ben- 
Site Me colm@me(-Jel-tale( ali Moh mit iele-tem 










UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
CONCORD, NEW HAMPSHIRE 


Write H. V. STAEHLE, C. L. U., Field Management Vice Presi- 
dent, United Life, 2 White Street, Concord, New Hampshire. 


— OR CONTACT — 


WARREN E. CUTTING, Supt. of Agencies for the District of 
N. H., N. J.*, 


WALTER ©. COREY, Supt. of Agencies for Cal.*, 
N. C.*, Pa.*, and R. I. 


Agents’ 


~ 


the latest being the 


@)esilelate) 


Ohio*, Vt.*' and 
Conn., Del.*, 


opportunities available. 











J. E. Rutter Promoted 


Promotion of James E. Rutter to gen- 
eral manager in The Prudential’s mort- 
gage loan and real estate investment de- 
partment was announced. The promotion 
is effective September 1. 

Mr. Rutter joined the company in 1947 
and became an assistant general manager 


in 1951. He was transferred to Pru- 
dential’s Mid-America home office, in 
Chicago, in 1953. The next year, he was 


promoted to associate general manager. 

He studied agriculture at the Univer- 
sity of Missouri, and received a B.S 
in 1929. He is a former president of the 


American Society of Farm Managers 
and Rural Appraisers. He is a member 
of both the Missouri and the Chicago 


4-H Club Foundations. 


Ky. Central Field Changes 


In a series of major field changes, 
Kentucky Central Life and Accident has 
announced the appointment of two new 
district office managers and the reassign- 
ment of two other managers. The com- 
pany also announced the promotion of 
four agree to staff managers. 

D. Dinich, former staff manager in 
Seanaie Central's Indianapolis district 
office, has been transferred and promoted 
to manager of the Fort Wayne district. 
He joined the company in 1956 and was 
promoted to staff manager in 1958. 

Earl Stoker has been elevated from 
staff manager to manager of the Dayton 
district office. He has been with Ken- 
tucky Central since 1946 and a staff man- 
ager since 1953. 

W. C. Meglemry, formerly manager at 
Fort Wayne, has been transferred and 
made manager of a new Kentucky 
Central office being established in Hamil- 
ton, Ohio, and J. G. Johnston, formerly 
manager at Dayton, has been named 
manager at Pittsburgh, succeeding 
George Hervey, resigned. 

Agents promoted to staff managers are: 
Joseph Louden, Indians ipolis; Loren 
Sewell -~ Cecil Carper, both at Dayton; 
and P. L. Johnson, Fort Wayne. 


Manthey-Zorn’s New Post 

William Manthey-Zorn has 
named head of The Prudential’s 
Atlantic mortgage loan office, in Phila- 
delphia. In his new position, he will 
supervise Prudential real estate invest- 
ments, valued at nearly $400 million 
in’ Pennsylvania, Maryland, Delaware, 
Southern New Jersey, and Washington, 
D>, < 

He replaces Theodore A. Sedam, who 
has been named associate general man- 
ager of mortgage loan and real estate 
investment in the company’s Mid-Amer- 
ica home office, Chicago. 

tr. Manthey-Zorn joined 
in Philadelphia 27 


been 


Mid- 


Prudential 


years ago and has 
spent his career in the mortgage loan 
field. For the past three years, he has 
been an assistant director in the mort- 


gage loan and real estate investment de- 
partment of the company’s home office, 


Newark. 


Woodside, N. Y., Gen’! Agent 


Appointment of Richard C, Edwards at 


Woodside, N. Y. as general agent for 
Hartford Life was announced by Fred 
S. Sibley, Hartford Life vice president 


and director of sales. 

A graduate of Bronx High School and 
Miami University, Mr. Edwards also was 
graduated from Brooklyn Law School. 
He served with the Army for two years 
during the Korean Conflict. 


MADE SALES SUPERVISOR 

Appointment of Larry Winsten as 
sales supervisor of the military division 
of California Life was announced by 
Edward J. Mullen, president. The com- 
pany seeks to increase its life insurance 
sales among military personnel. 

Mr. Winsten has served as an agent 
and general agent with California Life 
in the southern part of the state. His 
activities there were also in the military 
division. 
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Equitable Society Film 
Voted Another Award 

WINS SIXTH NATIONAL HONOR 

“The Owl and Fred Jones,” Voted the 


Outstanding Educational Story at 
Annual Awards Competition 








The Equitable Society’s “The Owl and 
Fred Jones,” a 14%-minute animated 
color motion picture, was voted the out- 
standing educational entry at the eighth 
Annual Awards Competition sponsored 
by the National Visual Presentation 
Association in cooperation with the Sales 
Executives Club of New York. This is 
the sixth national honor to be granted 
the film since its release in 1959 by the 
Equitable Society. 

In all 19) firms submitted more than 
240 entries in the ten-classification com- 
petition which was held in \May. The 
33-man judging board was headed by 
Bernard A. Barnett, in charge of graphic 
services for IBM. 

In pr gee or the award, Merle 
Gulick, public relations vice president for 
The Equitable, pointed out that “The 
Owl and Fred Jones” is a public service 
film in cartoon style, aimed at helping 
people to see that habits can be changed 
in the interests of better health. The 
habit of overeating is used as an example. 
“For a film of this nature to be accorded 
a first-place award by a sales-oriented 
organization is both unusual and gratify- 
ing,” he said. “It demonstrates that cor- 
porate responsibility can be exercised in 
areas not directly concerned with the 
sponsor’s product, yet still have strong 
company identification.” 


Distributed in 50 States 


“The Owl and Fred Jones” is currently 
being distributed by all 50 state depart- 
ments of health for showing before com- 
munity and service organizations, accord- 
ing to Mr, Gulick. It has been booked 
more than 4,400 times in motion picture 
theatres, over 13,000 times before com- 
munity groups, and 464 times on tele- 
vision. A total of 22% million people 
have already seen the Owl and his subtle 
influence on Fred Jones. 

The Equitable film which was produced 
under the stg of the Society's 
Juerau of Health Education, has re- 
ceived national and international awards 
from: The International Union for 
Health Education, Dusseldorf, Germany, 
1959; Educational Film Library Associa- 
tion, Second American Film ‘Festival, 
New York, 1960; Seattle, Washington, 
Film Festival, 1960; Columbus, Ohio, 
Film Festival, 1960, and San Francisco 
International Film Festival, 1960. 

Other award winners at the National 
Visual Presentation Association compe- 
tition included U. S. Steel, American Air- 
lines, DuPont, IBM, General Mills, 
Western Electric, and Dow Chemical. 


Sun Life of America 
Promotes Field Managers 


Jose L. Hirsh, agency vice president, 
Sun Life of America, announces the 
promotions of Field Managers Edward 


Spielman, Philadelphia, and Mauri Kemp, 
Chicago, to training supervisors at the 
home office. 

Mr. Spielman, a graduate of Philadel- 
phia Normal, joined Sun Life as an agent 
in 1951 in the Philadelphia Four district. 
He was promoted to field manager in the 
same district in 1953. 

Mr. Kemp began his career in the 
Chicago One district as an agent in 1951. 
He was promoted to field manager in 
1952. 


ASSISTANT BRANCH MANAGER 


John H. Korcal has been appointed an 
assistant branch manager in the Detroit 
branch office of Occidental Life of Cali- 
fornia, according to Earl Clark, CLU, 
vice president in charge of agencies. 

Mr. Korcal joined Occidental last year 
as an agent in the Detroit branch. Oc- 
cidental is also represented in Detroit 
by the Lanphar Agency, Inc. 


Promote Nicholas I. Kent 

Ohio National Life, Cincinnati, has an- 
nounced the promotion of Nicholas I. 
Kent, the company’s regional supervisor 
of Group and pension sales in San Fran- 
cisco, to the post of manager, Group and 
pension sales. He will make his head- 
quarters in the company’s home office 
in Cincinnati. 

Mr. Kent will be responsible for the 
functioning of the sales and_ proposal 
department of Ohio National Life’s’ sales 
and service division and will coordinate 










HOLE 


and supervise activities in Group field 
offices, presently located in Washington, 

C., Kansas City, Missouri, Spokane, 
Washington, San Francisco and Cincin- 
nati. 

Mr. Kent’s 
where he has 
cember, 1959, have been taken over by 
Robert W. Amick, whose business ad- 
dress will remain in the offices of the 

J. Klitgaard Agency. Mr. Amick, a 


Francisco, 
since De- 


duties in San 
been located 


1961 graduate of the University of Cali- 
fornia, has been in training for his posi- 
tion since April 1. 











(GPL) 


Ist year 


EMIUM 
LIFE 


Omaha CLU Officers 


John Burrell, director of foreign oper- 


ations for United of Omaha, has been 
named president of the Omaha CLU 
Chapter. 

Others named to officership in the 


Omaha Chapter were: 
dent, R. H. Pickford, Northwestern Mu- 
tual: second vice president, Carl G. 
Mammel, Massachusetts Mutual: secre- 
tary-treasurer, Gerald Hall, American 
General ‘Life; and education chairman, 
Solomon Schwartz, Western Life. 


First vice presi- 
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8th year 
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3 SAMUEL GORE AGENCY 

4 47 Broadway 

a West Hempstead, New York 
: IVanhoe 9-6268 


MARSHALL A. RUBENSTEIN AGENCY 
85 North Broadway 
Hicksville, New York 

OVerbrook 1-4540 


LIEBOW-KURZ ASSOCIATES, INC. 
58 East Route 59 
Nanuet, New York 
NAnuet 3-3911 
New York City—YUkon 6-8225 


PLUS POLICY FEE 
j ¢ 
s INSURANCE COMPANY of NEW YORK 
i: For further information on this and other “‘New For '61” plans, 
os contact any of these General Agents in the Metropolitan area: 

s NEW YORK CITY 
ye LILLIAN F. DOUGLASS AGENCY SASSOON E. KASHI 
ss 11 W. 42nd Street 116 Nassau Street 
S New York 36, New York New York 38, New York 
: BRyant 9-3214 BArclay 7-3568 
L : ; Suffolk County—SAyville 4-2424 
2 DANIEL COHEN AGENCY GREEN ACRES ASSOCIATES, INC. 
be i 60 E. 42nd Street 95 Madison Avenue 
; New York, New York New York 22, New York 
YUkon 6-8450 MUrray Hill 5-4467 
BROOKLYN 
é ARTHUR ROSENBERG AGENCY KEARNS & McCOURT R. M. TESSITORE 
7309 Third Avenue LIFE ASSOCIATES, INC. 172 Avenue U 
Brooklyn 9, New York 375 Jay Street Brooklyn 23, New York 
TErrace 6-5000 Brooklyn, New York COney Island 6-1233 

; ULster 8-7100 
é LONG ISLAND 


DUNETZ AND PANETTA 

2466 N. Jerusalem Road 

North Bellmore, New York . 
CAstle 1-6010 


DANIEL B. DePONTE 
Suite 207 
Meadowbrook National Bank Bidg. 
732 Sunrise Highway 


Baldwin, New York 
BAIdwin 3-5810 


NEW JERSEY AND ROCKLAND COUNTY 


MATHEW R. DeSOTTO & ASSOCIATES 
339 Broad Avenue 
Palisades Park, New Jersey 
Windsor 4-7766 








Page 18 


The Eastern Underwriter 


June 23, 1961 














Health Insurance 


ee ee ee ee 








Broader Over-65 Plans 
Announced by Met. Life 


“RESULTS OF RESEARCH’: ECKER 
Board Chairman Shee Details of Guar- 
anteed Renewable Lifetime Policies, 
Praises Voluntary Insurers 


A new series of medical care policies 
viding vader cover 





1 age for those age 
65 and over was announced last week by 
Frederick W. Ecker, chairman of the 
ward, Metropolitan Life 
As another contribution to the solution 
the problem of financing medical care 
older people, Metropolitan is now of- 
fer ] > 65 or over which 
1 h ial treatment 


care in a nursing 
pital confinement, as 
ervices providing 
perations and for 
of physicians and 
confinement in 
home 
specifically de- 
sustantial med- 
previously have 
persons age 
offered 
with flexi- 








nursing 
‘rages are 
vide more 
fits than 
available to 
The policies are 
in combination, 
individual circumstances 
1 are guaranteed renew- 
lifetime of the covered 

mly to the right of the 
niums on a class 





basis 





luction of the 
»s, Mr. Ecker 


iarkable growth 





called attention to the ren 

































development of voluntary health in- 
ance in the Unit States 
“Some years ago,” Mr. Ecker com- 
nented, “there was c mside rable agita- 
1 fo ] compt ul- 
sory 1 ral health 
surance groups 
T lay Feder 
i ) tne 
juestion ~ health 
“are This, I 
elieve, s ec reflection of the 
mazing ability and success of the volun- 
iry healt -overing the work- 
ig populat heir dependents 
“In 1941, for example, some 16 million 
ersons 12% of the population—had 
some protection against the expense of 
pitalizati 1 At the enc 1959. these 
figures had grown to nearly 128 million, 
ri ‘ an 70% of the population. 
he past year, we have devoted 
a ible amount of time to re- 
sea ‘ laim analysis in an effort to 
leve pa ealt] policy tha would go 
farther in meeting the cost of medical 
the higher ages. Our new senior 
policies are the result 
These new atsons litan policies 
provide substantial benefits for those who 
ire financially able to afford better cov- 
€ ge,” Mr. Ecker said “| 1 they 
ll be welcomed by our senior citizens 
need Ss coverage, and by sons an 
aughters who wish to protec- 
n the parents 
Two Benefit Levels 
Two levels of benefits are offered under 
the new senior policies 
Benefits under the hospital expense 
policy are a maximum of $15 per day 
yr up to 180 days for hospital room 
and board under Plan I, and $25 per day 
for up to 240 days under Plan II For 
onvalescent care in a nursing home 





lowing a hospital confinement of at 
least seven days, the maximum benefits 
re $7.50 per day under Plan I and 
$12.50 per day under Plan II, both for 
a maximum period of 30 days. The pol- 


icy also pays 80% of any special 





Executives Ratify New 
Conn. Over-65 Program 


SEERY HEADS EXEC. COMMITTEE 
Associated Conn. Health Ins. Cos. Name 
Perkins Vice Chairman, Williams Sec- 
retary; Marketing Plan Pushed 
f ten Connecticut insur- 
ratified the subscription 
agreement of the Associated Connecti- 
cut Health Insurance Companies to put 
into effect the new program to provide 
major medical Connecticut 


Executives « 
ance companies 


insurance for 





WILLIAM N. SEERY 
residents age 65 years and older. The 
brief ratification ceremony took place 
June 12 i Travelers conference room. 

The signatories were: Harry M. 
Mountain, president, Aetna Insurance 
Henry S. Beers, president, Aetna 
\ffiliated Companies; Frederick A. 
ls, president, Connecticut Commer- 
avelers; C. Manton Eddy, senior 

» president, Connecticut General L ife; 
tere \V. Williams, vice president, Hart- 
ford ft ve & Indemnity; Robert J. 
Anderson, executive vice president, Na- 
tional Fire; Jack D. Taylor, president, 
Phoenix of Hartford Insurance Com- 
panies; William H. Huntting presi- 
dent, Safeguard Insurance Co.; David 
G. Hunting, vice president, Security In- 
surance Co. of Connecticut, and J. Doyle 
DeWitt, president, The Travelers Insur- 
ance Companies 


All 


Immediately after the signing, a meet- 
ing of the executive committee was held 
to elect officers. William N. Seery, vice 
president of The Travelers, was named 
ch: uirman of the executive committee—the 





cial Tr 


vice 


Subcommittees Reappointed 


top office of the new organization. Fred- 
erick P. Perkins, senior vice president 
1e Aetna Life, was named vice chair- 





(Continued on Page 22) 





hospital service charges above $50. The 
maximum amounts which may be paid as 
benefits for any one period of confine- 
ment are $3,500 under Plan | and $7,000 
under Plan I] 

Under the professional services pol- 
icy, the maximums for the most severe 
surgical operations are $250 under Plan I 
and $500 under ~~ I]. The policy also 
pays 80% of the charges above $50 for 
the services of Panel and private 
nurses during confinement in a hospital 
or nursing home. Maximum benefits for 
any one confinement are $1,500 under 
Plan I and $3,000 under Plan II. 


V. J. Skutt Advocates a 
Practical Peace Corps 


DURING IAHU KEYNOTE SPEECH 


Would Encourage American Individual 
Institutions to Expand Into Foreign 
Areas; Underwriters Role Emphasized 


A “practical peace corps” was advo- 
cated last week by V. J. Skutt, Mutual 

Omaha president, during the keynote 
speech at the 3lst annual meeting of the 
International Association of Health Un- 
derwriters, New York City. 

Mr. Skutt said the 
that 
have 


billions of dollars 


have been given in foreign aid 


community of in- 
the 


brought a 
terest or a friendly 
United States.” He 

‘The 


But 


“not 
feeling toward 
added: 
sadly 


practical to encour- 


results are disappointing. 


would it not be 


age American individual institutions to 


expand into these foreign areas and to 


give them some assurance against ex- 


their as- 


which 


propriation or confiscation of 


sets or property in the areas in 
they are doing this largely as a public 
service? Would this not be worth ex- 
ploring as a less costly and more produc- 
tive step toward improving international 
relations? Here we would have a prac- 
tical peace corps.” 

The speaker also stressed the important 
role health underwriters play in selling 
insurance and in so doing preserving the 
individual dignity and freedom of choice 
“that. is part of the American W ay of 
Life. 


Stresses Communication 


“great believer in 
communication,” Mr 
Skutt told his audience: “Just as it is 
necessary for you ~ communicate the 
lessons and benefits of health insurance 
to our fellow citizens to bring this pro- 
tection to them, it is necessary for agents, 
managers and home office people to ex- 


that he isa 
the importance of 


Stressinz 


change views and better educate them- 
selves and the public through com- 
munication.’ 


te Skutt said further that another 
use of the key to the preservation of the 
voluntary American way is cooperation 


of individual and institutions with our 





<m 


The Late Dr. Dooley—Why 
He Charged for Everything 


“The late Dr. Tom Dooley,” said Mr. 
Skutt, “e xpressed grave concern over the 
philosophy of those who felt our govern- 
ment should do everything for everybody 
instead of helping people help them- 
selves. In one of his addresses before 
he passed away last January, he said: 
“But I should tell you why I have fees. 
I charge for everything because I know 
that too much giving away robs a person 
f his self-respect. These people (Lao- 
tians) pay me a banana or a pig because 





I demand it and they can afford it. | 
believe that the endless and_ limitless 
giving away of things by anyone, 


specially by a Federal Government, robs 
an individual, as well as a nation of its 
self-respect. The voluntary way is the 
best way and I use it in all my hospitals.” 








government in meeting national needs 
and offering coverages to meet the needs 
of the people in all possible areas of 
health coverage. Said he: 

“For example, in 1956 our government 
established the Medicare program for 
dependents of military personnel. Prior 
to this, military dependents could re- 
ceive hospit: il and medical care through 
military hospital facilities and doctors in 
the service, but where this was not avail- 
able, had to pay for private medical facil- 


ities. Upon the enactment of this pro- 
gram authorizing payment for their use 
of such private medical facilities, the 


government offered its financial ad- 
ministration to service organizations and 
insurance companies. The organizations 





Travel Accident Specialist 


Very substantial sales and underwriting 
experience, Equipped to build a company's 
Individual and Group travel business. Sal- 
ary—Five figures. Write or call Box 2926, 
The Eastern Underwriter, 93 Nassau Street, 
New York 38, 














WV. 3. DEOQTS 

“Can woe say to those of other nations, 
‘You people should make sacrifices for 
your freedom—for dignity and initiative 
of the individual,’ and at the same time 
adopt measures in our country which are 
designed to discourage this same initia- 
tive on the part of our own people?” 








chosen were to service this on a cost 
basis only. 

“A significant item in the administra- 
tion of Medicare is the low cost of the 
operation. It is administered by privé ite 
institutions through cooperation with the 
Medicare personnel. The service has 
been prompt and _ satisfactory. This 
utilization of voluntary instrumentalities 
by an already overburdened government 
obviated the necessity of its assuming 


further burdens and enlarging an exist- 
ing governmental bureau or creating a 
new one.” 


Cites Other Plans 


Pointing to other notable examples of 
private insurance meeting public need 
without emphasis on profits, Mr. Skutt 
cited the various plans for hospitalization 
and medical care coverage for people 
over 65 regardless of age or health 

‘It is only through individual and insti- 
tutional effort designed to meet social 
and economic problems that we_ shall 
keep enterprise free for future genera- 
ions.” he stated. 

“While the preservation of the 
tive for profit in private 
vital importance to its 





incen- 
business is of 
security and 


progress, business institutions of this era 
must occasionally be willing to look be- 
yond direct return and accept respon- 
sibility to serve the public in lieu of 


increased tax supported programs. 


“But where does that leave you who 
have made the sale of health insurance 
your great life work? What are your 


? 


opportunities for success and happiness: 
Pl 


I would say that they were never 
brighter provided your companies 
continue to give attention to the 
problems we have been discussing, and 


offer coverages to meet these needs we 
have described.” 

Mr. Skutt observed that the population 
of our country is increasing by over 
8,000 daily. There are more people to be 
provided this protection. 

“There never was a time when health 
insurance was in the minds and on the 
lips of more than today,” he asserted, 
and added 

“You know, in 


examining the history 


(Continued on Page 22 
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31st Annual Meeting Of International Assn. Of Health Underwriters 





In Education and Public Relations 


Gregg and Williams Tell LAHU “What’s Cooking” 


annual [AHU convention held last week at the Waldorf-Astoria, New 
president of the American College of Life Underwriters discuss “the logic 
should accept the responsibility of providing collegiate level education for health insurance personnel.” Appearing 
‘What’s Cooking ?’ ” with Dr. Gregg was James R. Williams, vice president and general manager, Health Insurance Insti- 
tute, who discussed “The Awakened Public Interest in Health Insurance.” Other panelists included Loran E. Powell, CLU, 
managing director, Life Underwriter Training Council; Alfred G. Whitney, associate director, research division, Life Insur- 
ance Agency Management Association, and Robert R. Neal, general manager, Health Insurance Association of America. The 
Gregg’s report on health insurance education and Mr. William’s observations on health insurance public 





Delegates to the 
W. Gregg, CLU, 
the college s 
on the panel ‘ 


York City, heard Dr. Davis 
and timing of the decision that 


major part of Dr. 





avs eae 


follow: 


relations, 





Falian Bachrach 
DR. DAVIS W. GREGG 
New Concepts Emerging 


“In 1960 the Board of Trustees of 
the American College of Life Under- 
writers made a decision of historic signi- 
ficance to health insurance. The decision 
was to the effect that the educational 
services of the college will now be avail- 


able to health insurance personnel on the 
same basis as for life insurance per- 
sonnel; that the college is now a na- 
tional college of life and health insur- 


stated in the bylaws of the 
its broad _ is ‘to serve 
institution of higher learning for 
persons who pueticancs in the 
process of insuring human lite values.’ 
“Several factors seem to explain the 
logic and the timing of the decision that 
the college should accept the responsi- 
bility of providing collegiate level educa- 
tion for health insurance personnel. In 
the first place, life and health insurance 
are allies in the sense that both provide 
protection for human life risks. The 
human life is exposed basically to the 
economic risks of premature death, dis- 
ability, and retirement. Each results in 
economic Hence, it can be said 
that life and health insurance are truly 
partners in serving the human life value 
insurance needs of the American public. 
perhaps it would be appropriate to 
use some super-generic term as_ such 
‘life value insurance’ to describe the over- 
all field of life and health insurance. 


ance. As 
College, 
as an 
those 





loss. 


Time for Education Maturity is Here 


“A second factor is related to the 
growth of health insurance in America 
in recent years. As the industry has 
expanded and assumed greater economic 
and social responsibility, it has inevitably 
felt the need for collegiate-level profes- 
sional-type education. Life insurance 
went through this stage about three de- 
cades ago; the time for educational 
maturity for health insurance is now 
here. 

Also a factor is the greatly increased 


rapid 


interest of the life insurance industry 
in health insurance in recent years. Many 
companies have expanded this area of 
their operations. This, in turn, has led 
to a strongly felt need for greater un- 
derstanding of health insurance by life 
insurance field and home office personnel. 
“A fourth factor is the 
sophistication of the public 
ence to health insurance. Inevitably, this 
has created a need for better educated 
personnel within the industry. The day 
of the $10 annual premium accident 
policy is passing, and the day of diag- 
comic selling and programing to protect 
against disability, loss of income, and 
heavy medical expenses is now at hand. 
“A final factor is that as health insur- 
ance personnel are upgraded, inevitably 
they seek professional level recognition 
along with their professional level educa- 
tion. In the same way that the industry 
and its personnel need the education in 
order to serve the public effectively, the 
public needs 


increasing 
with refer- 


some yardstick by which 
it can measure the competence of the 
health insurance personnel which serve 


it. This criterion is available only through 
a professional designation properly ad- 
ministered through an independent edu- 
cational institution. 


The Pattern of Education for Health 
Insurance 


“Many outstanding 
exist for health 
These programs, offered by companies, 
by institutional groups, and by prop- 
rietary groups, inevitably will expand. as 
the industry grows. The American Col- 
lege program will not be competitive ort 
them but, rather, will be, as in life in- 
surance, the advanced collegiate level 
program of professionally oriented edu- 
cation. 


training 
insurance 


courses 
personnel. 


“Health insurance personnel will have 
available from the college programs on 
three levels, namely, the basic CLU 
program, a diploma course in health in- 
surance, and a program of continuing 
education.*** 

“You will be interested to 
serious consideration was given by the 
college last year to the possibility of 
awarding a designation of Chartered 
Health Underwriter, or ‘CHU’. Some 
persons believed that this would be ne- 
cessary in order to motivate persons in 
health insurance to take the program. 
There were many arguments in favor 
of this idea and, incidentally, in favor of 
other designation such as ‘CPU’ for 
Chartered Pension Underwriter, 
for Chartered Group Underwriter, ‘C 


know that 


for Chariered Estate Planner, and the 
like. 
“After much study and debate, the 


trustees unanimously rejected the 
of multiple designations. It was reasoned 
that insurance should work toward the 
public acceptance of ‘CLU’ as the one 
professional designation in life and health 
insurance, and for ‘CPCU’ as its counter- 
part in property insurance. It was de- 
cided that a great variety of designations 
inevitably would lead to confusion of 
the public and loss of meaningfulness 
for any designation. 

“Then, too, it was reasoned that the 
fine academic acceptance of ‘CLU’ as a 
designation comparable to ‘CPA’ might 


idea 








JAMES 
All Eyes on the Glass Bowl 


5 R. WILLIAMS 


be jeopardized by a 
awards. Finally, and perhaps most im- 
portant, it seemed entirely appropriate 
that persons in health insurance should 
be permitted to earn the coveted CLU 
since over the years it has tended to 
connote the broader concept of Chartered 
‘Life Value’ Underwriter.*** 


A Plan of Action 


“You, as health insurance underwriters, 
have a considerable stake in the Amer- 
ican College s greater emphasis on health 
insurance. It offers real promise to you 
in your personal development and in your 
drive to gain public acceptance as pro- 
fessional practitioners. Therefore, I 
would hope that you would make a 
master plan for your future growth. 
Take a good hard look at all training 
and educational available to you. Make 
plans to enroll in some course this fall. 
Just as soon as possible. take Part I of 
CLU on the ‘Fundamentals of Life and 
Health Insurance’ or Part II on ‘Group 
Insurance, Health Insurance, and Pen- 
sions.’ If classes are not available in 
these parts in your community, then 
study on your own. Then, as soon as 
the diploma course in health insurance 
is generally available, probably in the 


multiplicity of 


fall of 1962, enroll in it and gain an 
even deeper insight into your great 
business. 


“You should never forget that 
tion treats men not as they are, 
they are capable of becoming.’ 
education can serve as a great ally to 
you in gaining greater success in your 
career and in better serving the health 
insurance needs of the American public.” 


James R. Williams 


“In the past 12 months there have been 
more than 50 magazine articles, reports 
and commentaries on various aspects of 
health insurance. Nearly every major 
magazine in some issue this year has had 
a story which directly related to the 
health insurance business. Life magazine 


‘educa- 
but as 
Inevitably, 


devoted several pages to family insur- 
ance. Look examined the controversy on 
financing medical care through the Social 
Security system. Redbook had a feature 
article on new health insurance programs. 
Reader’s Digest told its vast readership 
what to look for in an insurance policy 

—and garnered extremely heavy mail 
response. Good Housekeeping talked 
about the ‘Crisis in Health Insurance.’ 
These are only a few examples. 

“Daily newspapers are paying more 
attention to health insurance than ever 
before. And not only due to the political 
discussion of financing medical care for 
the elderly. For example, one of the 
most popular feature stories developed 
by the institute was a newspaper ci umn 
which recently examined the matter of 
health insurance coverage which workers 
can carry into their retirement years 
This syndicated column went to some 
400 newspapers all over the country and 
appeared in one of the best read sections 
of a daily newspi iper—the women’s page. 

“The other major medium in com- 
munic< ations—television—also directed its 
resources to an examination of medical 
care and its financing. All three net- 
SR a cg ee a h st of 
independent stations presented programs 
which had a direct relationshi p to your 
health insurance business. 


“All this serves to point up the fact 
that the subject of health insurance 1s 
very much in the news and will continue 


There are 
inter-related—for 


to be in the years to come. 
two reasons—tightly 
this closer study by the country’s com- 
munications forces of the health insur- 
ance business. 

“First the discussions on 
posals to provide medical 
people over 65 through Feder 
programs has generated much heat, and 
in some cases, very little light. Coupled 
with this is the public concern—a1 id con- 
fusion—over the rising costs of healt] 
care. 

Negative Attitudes Spill Over 


“This awakened public interest in 
health insurance is going to continue 
Health—and the treatment for ill health 
—is a very personal experience and 
peoples’ convictions and attitudes are 
based largely on their experiences with 
one or more members of the health team, 
including the insurance arrangement 
Negative attitudes developed toward hos- 
pitals or doctors spill over to the healt} 
insurance business. And a _ misunder- 
standing by a policyholder about his in- 
surance progr am likewise can leave him 


various pro- 
insurance for 


al legislative 





with a unhappy impression of the volun- 
tary system of medical care 

“However, in general it can safely be 
said that the public likes the idea of 





health insurance—in fact the Ameri 
people have demonstrated that they 
the insurance system in this country to 
finance the ag portion of the costs 
of ill health, including economic loss 
This was one of the major conclusions of 
the Institute study of public attitudes 
several years ago. F sorta re, we found 
the public as a user of health insura nce 
was not so much concerned with 
philosophic concept of the ines 
carrie r—that is, whether an in lemnity 
service plan—as it was about the qu malt 
of service provided by the insuring 
ganization. 

“Health insurance today is 
a glass bowl and will be 
tinuous study by the public, 
the nation’s 
broadens in 


can 
want 





living in 
under 
particularly 
press. As our business 
scope and in its vision of 
the future, we can expect even more in- 
tensive scrutiny of our programs, pur 
poses and progress. 

“This surge of interest also re 
the revolution in the technology of health 
care itself. The past two decades |] 
witnessed incredible advances in the 


con- 


treatment of the sick. Advances in sur- 
gery, in chemotherapy, preventive medi- 
cine, in shortening the period of hos- 


pitalization, in controlling and eliminat- 
ing specific diseases. 
“The insurance business has been 
caught up in this revolution in tealth 
(Continued on Page 21) 
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eee and Making the Close” 
Are Spotlighted at Sales Clinic 


the 31st 
clinic at 


Agents and brokers attending 
annual IAHU meeting’s 
the Waldorf-Astoria last 
how to prospect effectively, how to make 


sales 
week heard 


an effective close and some advice on 
the agent—underwriter and agent—claim 
relationship. 

Speakers included Thomas J. Schiller- 
Life; 
per- 


Lifz 


strom, general agent, Paul Revere 
Robert W. McCabe, director of 
health insurance, Equitable 
Francis W. Evans, 
sickness, The 
Williams, 
Mutual 


sonnel 


Assurance Society; 


lirector of accident and 


Prudential, and Raymond C. 


director of accident and sickness, 


Life of New York 


Thomas J. Schillerstrom 


Discussing “Effective Prospecting,” 
Mr. Schille 


“Prospecting is 


said: 
the 
It is also the num- 


rstrom 


first step in the 


whole sales process 
ber one job to be done. Without the 
ability to seek out and qualify people 


into prospects you become a 
successful career underwriter 


the 


can never 
More men 
business because 


fail in insurance 


fail to see, than because 
fail to sell. Usually 


salesmen are also the best pros- 


of people they 
of the 
the best 


pectors 


people they 


One goes hand in hand with the 
intelligent prospecting is 
Without 


and without sell- 


other because 


selling prospecting 


a form of 
can be no selling, 
ing, th 
This 


a process 


ere is no necessity for prospecting. 
if it is reduced 
Said Mr. Schiller- 


art can be 
and habit.” 


easy 


strom 

“Prospecting is a procedure: it be- 
comes a problem only when it ceases to 
be a egular 


Mr 


ing to 


procedure.” 


Schillerstrom compared prospect- 


having a savings account. “Unless 
your with- 
red! It 
do 


step in 


than 
the 

you 
this 
determining 
that a 
spend from 60 to 80% of 
his time intelligently prospecting 
the 


your deposits are more 


drawals, you wind up in 


is therefore important that 


the 


not 
underestimate value of 
the 


future 


sales process in your 


success. I feel successful 


salesman must 
because 


secret of making sales and building 
a career in our business is making a 
regular number of sales presentations 
daily from a constant supply of available 
people to see.” 


The spex iker —_ isized that the agent 


must be throughly convinced that it is 
a vital and necessary step in the sales 
process. He must also believe it has to 
be a daily procedure and a continuous 


process—not something he does now and 
then He must develop a faith in the 
value of his product so he will think of 
it having need which may be 
fied through your service. Once he does 
this, it is easy to look at people you 
know and meet in terms of sources of 
new business. 
“What is a 
\ person 
moral and 


some Satis- 


prospect i he asked | 
who can the physical, 

occupational requirements. 
2. Can afford to pay the premium. 3. Has 
a need for your insurance. 4. Can be 
interviewed under favorable circum- 
Stances. 

“One 
your 


pass 


of the main methods of keeping 
reservoir filled is through the med- 
ium of changing situations in the lives 
of people. The fact is that people never 
become prospects unless something hap- 


pens in their lives to make them con- 


scious of their needs. Some of the com- 
mon situations are marriages, births, 
change of age, family deaths, added 
financial or moral responsibilities, dis- 
abilities of friends, job promotions, job 
changes, and creation of new businesses.” 
He concluded: 

“One of the best ways to develop a 
nose for prospecting is through the 
power of observation or what I call de- 
veloping a nose for prospecting through 
the use of personal observation and im- 
agination, An example of this could be 
of a salesman in our company who had 
an appointment with an important ex- 
ecutive vice-president. Promptly at two 


he arrived and proceeded to wait for 
the secretary to usher him in to the 
inner office. The secretary informed 


him that Mr. Executive was tied up and 
couldn’t see him. Several hours passed. 
Finally the secretary called him, con- 
veyed the executive’s apologies and said 
he wouldn’t be able to keep the appoint- 
ment and to make another appointment 
for tomorrow. Our salesman showed up 
the next day, but the same thing hap- 
pened. On the third day he received ad- 
mittance, but was unsuccessful in making 
a sale. A waster of time!—not for this 
salesman—by using his imagination he 
looked beyond the important executive 
and visualized everyone in the office as 
a prospect. During his long wait he hé ad 
sold seven out of the 16 employes in the 
firm, thus making his visit a very profit- 
able one indeed!” 


Robert W. McCabe 


“Needless to say,” said Mr. McCabe in 
discussing “The effective close,” “lengthy 
presentation, as the close may occur at 
any time during the presentation. One 
of the mistakes we make as salesmen is 
many times to continue to give our 
beautiful sales story even after the pros- 
pect has intimated his desire to buy at 
an early stage of the presentation. It is 
vital to remember, to ‘close your mouth, 
when you close the case. 

“To discuss this particular phase of 
the presentation, a few assumptions must 
be Late #4 One assumption will be that 
during the presentation this statement 
frequently has been made to the pros- 
pect: ‘If you can qualify, this plan pro- 
vides such-and-such a _ benefit.’ This 
statement should be used with all cov- 
erages of the contract. At the close of 
the presentation the question should be 
asked of the applicant: ‘Do you think 
you can qualify?’ The answer generally 
is: ‘I don’t know.’ At this point, without 
any fete ko the use of the applica- 
tion and medical questions are of prime 
importance, not only in our position as 
field underwriters, but also in closing the 

sale. Remember, this presentation is 
made on the that the man is 
either going to have an accident or be 
sick and this all deals with the physical 
hazard.” 

Mr. McCabe declared that “to discuss 
with him the medical questions in their 
fullest extent is to give the ‘final climax 
to a wonderful presentation. If the 
thought can be brought out in question- 
ing the man during the medical part of 
the application, that he might be on the 
brink of disability, the motivational bene- 
fits are sublime. 

“If he has seen a doctor for a cold 
our questioning might follow along the 
lines of: ‘Did the doctor fluorescope your 
lungs? Has there been any history of 
tuberculosis in your family? Do you 
find that you_are short of breath with 
mild exercise? Did the cold give you 
any handaches? Has there been any 
other history of these symptoms in your 

family?’ All of these questions have 
been asked solely to get the insured to 
the point of considering the fact that he 
might ‘thave something more serious than 


basis 


a common cold. This is also helpful in 
the event the policy is rated or ridered 
as the insured in many cases will be glad 
to get a policy because he is prepared 
for the fact that he may not be an ex- 
cellent risk, 

“Because of the negative psychological 
reaction many people present when they 
are faced with a fountain pen and appli- 
cation, I have found this mechanical 
process of working into the close very 
helpful in my past activities. While ask- 
ing the health questions in reviewing 
the application, I prefer to start the 
actual writing with pencil notations be- 
cause it seems to alleviate a certain 
amount of the psychological fear that a 
pen on white paper brings to many peo- 


ple. It is not too difficult while using 
the pencil and marking in short an- 
swers or check marks to press a little 
bit hard and break the pencil point. 


This gives you a perfect reason for re- 
placing the pencil with your pen and 
completing the application so that the 
information and applicant's signature is 
mz ade with ink. 
“After asking him each indiWidual 
health question, and _ discussing it 
thoroughly, I then recommend working 
through the application backwards and 
ask the question: ‘If we have any cor- 
respondence with you, shall we write to 
you at your business or your residence ? 
Actually, what we are asking him is 
whether he wants premium notices sent 
to his business or residence—this is an 
easy way of letting the insured decide 
which address he uses. If he answers 
this question, I assume it as implied con- 
sent. When we ask the question regard- 
ing what doctor he has seen, it is very 
helpful to ask him to please look in the 
telephone book to give you the proper 
spelling of the doctor’s name and his 
exact street address. This will not only 


help your home office underwriter in 
issuing the policy, but it also has a good 
affect on the insured as the now has 


taken an active participation in the ap- 
plication itself. These is a natural re- 
luctance for him to see the writing dis- 
continued since he has taken such a step 
in the completion of it.” ° 


Use the Application 


Mr. McCabe advised to continue 
through the questions such as employ- 
ment and exact duties, questioning care- 
fully on the exact nature of the duties, 
on up to getting the man’s full name 
near the completion of the application. 

“Once you receive his full name,” he 
said, “then | prefer to sign my name at 
the bottom of the application as the 
witness, date the application, hand the 
application and pen to the applicant and 
ask him to please verify that the state- 
ments I wrote on the application are 
correct. 

“Some insurance men have questioned 
me on this point and have asked if | 
ever felt that I was ‘bootlegging’ by en- 
tering a close that way. I have never 
had that feeling because this method has 
helped me considerably in closing busi- 
ness. Therefore it has also helped the 
insured, When we help a person to buy 
a contract protecting his income in the 
event of his due to disability, we 
have done him a real service, and if this 
type of closing is the one that will help 


loss 


the prospect to buy, it is the best for 
him ; 

“One thing I try keep in mind all 
the while I am on a sale is that when 


I walked in to see the man I had noth- 
ing, and if the sale is interrupted at any 
time or even stopped, neither of us have 
lost anything and perhaps have both 
gained by the personal contact. I have 
only something to gain during the inter- 
view! So does he! 


Francis W. Evans 


Speaking of “the agent and the un- 
derwriter,” Mr. Evans declared: “I sub- 
mit to you that the home office under- 
writer is in fact your ‘co- partner’ in 
this business of ours. As you enjoy suc- 


cess—likewise does stability and oppor- 
tunity appear on the horizon of the home 


office underwriter. 

“My conception of you professional 
underwriters, is a group of sincere and 
dedicated people whose career is helping 
others to protect themselves and their 
loved ones from financial adversity re- 
sulting from sickness or injury. You 
do this in advance by planning for each 
individual’s special circumstances that 
may confront him or his family to- 
morrow! If you are sincerely helping 
to protect your clientele for tomorrow— 
and God help you if you are not—then 
let me briefly suggest how your ‘co- 
partner’ in the home office underwriting 
group is thelping you. 

“You have first sold yourself and your 
sincerity to your prospect or you couldn't 
get his signature on an application. He 
likes you and believes in you, and prob- 
ably thinks the company must be pretty 
good to have a man like you associated 
with it. You have demonstrated your 
knowledge of your product and _ the 
health field in general by determining 
the particular plan for his needs—but 
only after gaining his confidence and 
learning what his needs are. You have 
convinced him that the policy—while 
only a piece of paper with promises— 
is a seriously vital and important part 
of his particular future and not some- 


thing out of a box of Cracker-Jacks 
someone thinks the average John Q. 
Public should have. 


“Wihat you do next as you complete 
the application qualifying the risk, is 
the key-stone in making it possible for 
your co-partner in the home office un- 
derwriting division to back you up and 
protect your future, your professional 
stature and ‘the tomorrow’ for both you 
and your clients. No, you don’t make 
the underwriting decision in the field. 
You have done the big important job 
for which you are the specialist. Now, 
you leave the rest to your co-partner 
with the help of all the information you 
can give him to enable him to make the 
right decision to protect your tomorrow. 

“You have a right to expect him to do 
just this and if he doesn’t, you should 
get a new home office underwriter. How- 
ever, keep in mind he cannot do the best 
job on your behalf unless you give him 
everything you can to work with. Re- 
member he is on your side. 

“If you fail to tell him of that check 
up a few months ago and he goes blindly 
along issuing a policy—don’t blame him 
when -+that claim suddenly arises and the 
check up comes to light in its full signi- 


ficance and serious consequences that 
results in your chent calling ‘foul.’ Your 
client’s tomorrow has fallen to pieces 


and with it an important part of your 
reputation and stature and part of your 
tomorrow. 

“Don’t jeopardize this by letting your 
co-partner learn of the obvious — not 
from you but from a third party. 

“Just remember,” he said in conclusion, 
“something one learns from someone 
else looks worse than had it been con- 
veyed by the proper person in the first 
place. To your co-partner in underwrit- 
ing it may look as though your client 
is not playing square with you and he 
will not permit that client to push your 
tomorrow around. If it happens often 
enough, naturally your co-partner js 
beginning to wonder whether you're 
treating him as a partner or adversary.” 


Raymond C. Williams 


The key to good public 
the health insurance field, 
experience, is in “underwriting at the 
source,” according to Mr. Williams. “It 
is at claim time that the insured and the 
insurance company can learn, maybe for 
the first time, how well the agent has 
done his job.” Careless selection and 
short cuts by the health underwriter, he 
said, “may lead to disaster, and by that 
I mean the loss of a valued client.” 

Mr. Williams, who has had more than 
20 years’ experience in the claims field, 
urged the health underwriters to: 

1. Take enough time and care with the 
application to make certain that all 

(Continued on Page 24) 
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Boggs Bill Gets Formal 
Support From IAHU 


ASSN. OPPOSES KING MEASURE 


IAHU International Council Makes Res- 
olutions to Actively Support Imple- 
mentation of Kerr-Mills Amendments 


The IAHU at its International Council 
meeting last week voted unanimously 
to advocate the passage of H.R. 640, 
known as the Boggs Bill, “as a step to 
guarantee constitutional ‘rights without 
tax reprisal and to guarantee the right 
of petition as guaranteed in the bill of 
rights.” 

In supporting this bill, the council 
joined in the findings of the House Ways 
and Means Committee, i.e. : 

“that if an expenditure is ordinary 
and necessary to the conduct of a tax- 
payer's trade or business and is lawful, 
it is unfair for the deduction to be dis- 
allowed just because the expense is in- 
curred to influence legislation.” 


“A Workable Solution” 


In other action the association opposed 
the King Bill, H.R. 4222 (The Adminis- 
tration’s medical care for the aged 
measure) and supported the Kerr-Mills 
Amendments because: 

“They are a workable solution to the 
problems of the medically needy, those 
citizens who can take care of their daily 
needs but who could not pay a medium 
or large medical bill; they prevent the 
further intrusion of Federal government 
into an area being adequately cared for 
by voluntary means and they effectively 
curb the propensity in some quarters of 
government for a national program of 
socialized medicine.’ 

The association also urged all insur- 
ance companies and associates to con- 
tinue to incorporate in all premium cal- 
culations a sufficient amount to establish 
renewal continuing commissions to the 
producers, “thus assuring the public an 
opportunity for uninterrupted profes- 


sional relationship with their licensed 
insurance advisors.” 
The IAHU made the following five 


resolutions : 

“1. We are striving to win recognition 
for the principle that voluntary health 
insurance can do this job better; we are 


TAHU Sales Clinic 


(Continued from Page 24) 





questions are 
thoroughly ; 

2. Explain the coverages in the policy 
when it is delivered, and be sure the 
insured knows the simple mechanics of 
presenting a claim; 

3. Be courageous enough to tell a 
policyholder when a situation is not cov- 
ered in his policy, even though he may 
think it is. 

Emphasizing the importance of care- 
ful selection, Mr. Williams said “improp- 
erly sold business frequently comes back 
to haunt the agent when the insured 
presents his claim to the company. It 
is much better, therefore, to take a little 
time with the health questions on the 
application. 

“This may save you the headache later 
on of trying to explain to your client 
why the company was forced to decline 
his claim because of unrevealed prior 
medical history, or, worse yet, telling 
the insured the company is rescinding 
his policy because of material misrepre- 
sentations in the application.” 

The MONY official also chided those 
agents “who want to keep in the good 
graces of their clients and so, rather 
than admit a loss is not covered, suggest 
that a claim be presented to the home 
office.” 

The client will be more disappointed 
over the home office’s refusal to consider 
payment, he asserted, than over the 
agent’s telling him candidly that the 
loss is not a covered one. 


answered accurately and 


316 QUALIFY FOR AWARDS 


LPRT Chairman Tollefson Says Total 
Of Qualifying Health Insurance 
Producers Highest Since 1955 
The insurance man who is out on the 
sales firing line, merchandising and serv- 
icing health insurance was last week in 
New York at a breakfast meeting for the 
outstanding producers in the business. 





not seeking merely to promote or defeat 
a piece of legislation. 

“2. We are striving to help raise the 
level and quality of health care for all 
Americans. We are not seeking simply 
to make profit and increase commissions 
for agents. 

“3. We are striving to build a better 
nation. We are not simply trying to 
build bigger and more efficient organiza- 
tions. 

“4, We are endeavoring to strengthen 
the security of our country by strength- 
ening the security of each of its indivi- 
dual citizens. We are not seeking merely 
to ps seni and entrench our industry. 
; . We are seeking victories for Amer- 
ica—in terms of fre edom, as we can best 
preserve and increase it, for all. We are 
not principally seeking victories for in- 
surance men and health underwriters 
associations.” 


American 


HEALTH INSURANCE CO. 


20 East First St. 
Mt. Vernon, N. Y. 


FOR: 











W a Expanding + 


Off to a good start production-wise in 1961, American Pro- 
gressive Health has recently added to its scope by entering the 
States of CONNECTICUT and NEW HAMPSHIRE. 


General Agency appointments available in these states as well 
as in 19 other states in which company operates. Attractive offer 
to men anxious to sell for a "Specialist A. & S. company. 


Here's What We Offer: 


ACCIDENT & HEALTH 
HOSPITAL — SURGICAL — MEDICAL 
INDIVIDUALS AND FAMILIES, 


AND SPECIALTY POLICIES COVERING 
ATHLETIC TEAMS, VOLUNTEER FIREMEN 
POLICEMEN, BOY SCOUTS, CHILDREN AT CAMP, 
TRAVELERS 


Also Hospital Coverage for “Over 65” Risks 


Phone or write for details to 


RICHARD W. ELLSWORTH 


Vice President 


Speaking to the Leading Producers 
Round Table breakfast at the Waldorf 
Astoria, during the 3lst annual Interna- 
tional Association of Health Underwrit- 
ers convention, J. C. Morrow, agency 
secretary, Mutual of Omaha, said: “If 
it were not for the individual health in- 
surance agent, the business would long 
ago have subcumbed to federalization. 
The public has repeatedly demonstrated 
its faith in the personal insuranceman 
and family doctor. These concepts are 
in the bullwark of our freedom.” 

C. T. Tollefson, Mutual of Omaha gen- 
eral agent at Fargo, N. D., chairman of 
the LPRT committee, announced the 316 
total of qualifiers bettered last years rec- 
ord of 279. It is the highest recorded 
number since the levels of qualification 
were upped to $10,000, $15,000 and $20,000 
of annualized premium in 1955. 

There was an increase in each cate- 
gory—bronzé, silver and gold—over last 
year. But the most dramatic upturn was 
noted in the number of life and qualify- 
ing recipients. To earn the life award, 
a person must win the gold three years 
in a row. He can then continue to qual- 
ify by winning any of the three lesser 
awards. 

Plaques and certificates for the win- 
ners have been forwarded to local and 
state associations. These groups will 


hold presentation ceremonies. 





Progressive 


OF NEW YORK 


OWens 9-4300 





IAHU TO MEET IN MIAMI 
1962 Convention Set for June 24-27 at 
Americana Hotel; Earle R. Bennett 
General Chairman 
The International Association of 
Health Underwriters at its annual meet- 
ing last week in New York voted to hold 


its 1962 convention June 24-27 at the 
Americana Hotel, Miami Beach, Fla. 
Earle R. Bennett, Provident Life & Ac- 
cident general agent in Tampa, Fla., a 


past president of IAHU, will be conven- 
tion general chairman and, he has named 
Elmer Munc, general agent, Guardian 
Life in Miami (president of Florida As- 
sociation of Health Underwriters) and 
Frank Gabor, president of Gabor & Co., 
Inc. of Miami, as co-chairmen. 

Carl Ernst, vice president of North 
American Life & Casualty, another 
IAHU past president, will be the 1962 
convention keynoter. 


Giregé and Williams Reports 


(Continued from Page 19) 


care. There is in its destiny an element 
of Darwin—survivi il of the fittest—for to 
survive we must marshall all of our re- 
sources—the professional talent, mer- 
chandising, selling and creative manage- 
ment experience that, in essence, is 
the health insurance business. We must 
move forward with vigor and enthusiasm, 
and assert leadership where it is called 
for. In health care and its financing as 
in every sphere of American life. the 
people set their sights high. Gilbert 
Cant, Medicine Editor of Time Magazine, 
has called this the “revolution in public 
expectations.” 
Setting Down Specific Goals 

“How do we translate leadership in 
terms of specific programs and g vals ? 
Recently the Health Insurance Associa- 
tion of America approved a series of 
long range goals for the health insurance 


business in building its public relation- 


ships. Briefly each insurance company 
was called upon to: 
“1. Make maximum use of resources—both 


financial and manpower—in all aspects involving 
the financing of costs as a result of ill health, 





including economic loss, 


“2. Concentrate these resources, in particular, 


on the development of even broader coverages 
and permanent health insurance protection, par- 
ticularly for long term catastrophic illness and 
economic loss. 


“3. Recognize that it is not enough to make 
coverages available, but exert maximum effort 
to encourage individuals of all 


adequate 


ages to prov de 
protection for themselves and_ their 
families. And, in addition, promote cooperative 
relationships between all groups with a com 
munity of interest in the provision and financ- 
ing of health care. 


“4. Support and identify itself with health 


services that go beyond the purely 


area. . . such as research and 


financing 
studies in 
connection with new types of medical 
rehabilitation, 


facilities, 
accident prevention, health main 
tenance. 

“Accelerated activity at the company 
level must be matched at the institutional 
level through a definitive, well conceived 
and effectively carried out public rela- 
tions effort. The Health Insurance Insti- 
tute has this responsibility—and to fulfill 
it these four, long range goals were laid 
down: 

“1. To create greater public awareness of the 
breadth and scope of health insurance coveraze. 

“2. To develop a heightened awareness of the 
need for families to budget more effectively 
against the cost of ill health and the proper 
function of health insurance in helping to pay 
for the resulting economic loss. 

“3. To stimulate broader understanding by 
the public of the scope of health care 
and their 
insurance. 


services 
relationship to the cost of health 


“4. To bring about the desired level of co 
operation and support among the providers of 
medical ‘care so that the health insurance 
mechanism may function properly and efficiently 
for the public.” 
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Two Angles of the Health Ins. Sale 





For Stern It’s One-Stop Selling; 
Torsney: “Key Ingredient is Heart” 


Delegates to the ITAHU sales clinic 
held at the Waldorf-Astoria last week 
heard two different approaches to seil- 
ing health insurance: One from DeWitt 
Stern, CPCU, DeWitt Stern Agency, 
New York City; the other from Philip 
|. Torsney, district manager for Metro- 
politan Life, Bloomfield, N. J. * 

Mr. Stern emphasized the “one-stop 
selling met ri and health insurance as 

key to other lines, while Mr. Torsney 
stressed the "silat side of selling 
health insurance, and the importance cf 
motivation 

Mr. Stern, first on the rostrum, related 
that it has been his practice tor many 
years to ask the client when completing 
the application for health insurance how 
much life insurance he has, on what form 
and in what company 


Health Policy Leads to Entire Picture 


“Do you own a car?” asks Mr 
“For how much is it insured and in what 
company ?” The speaker pointed out 
that when a person agrees to purchasc 
a health insurance policy from him, 
“he is giving me at the same time a 
complete picture of his entire insurance 
problem.” Mr continued : 

“T usually can obtain this voluntarily 
by asking for the policies but why not 
be one jump ahead of him. I have never 
t a health insurance 


Stern. 


Stern 





refused to write only 
policy for a client, but I have very 
rarely found that this was the only 
policy I wrote. I believe fundamentally 
that the average individual and corporate 
buyer of insurance wants one insurance 
man or organization to serve him in all 
his needs He does not wish to call X 
about his life insurance and Y about his 
automobile insurance and C about his 
fire insurance and Q about his house in- 
surance. He wants one qualified person 


responsible for all his insurance prob- 
lems.” 





Conversely, it is Mr. Stern’s opinion 
that most insurance men “spread them- 
selves thin” in trying to take care of 
too many clients and wear themselves out 
trying to develop new prospects. He 
asse rted: 

“Through educational training 
unprovement there is 


and self- 
10 reason why the 





one line insurance man cannot broaden 
his horizon and service thoroughly a 
client he already has or will have to- 
morrow. In fully comprehending and 


soliciting health 


insurance—a topic in 
which eve 


ybody is interested—and than 


which I reiterate nothing is more im- 
portant—the insurance man has an open 
loor to successful fulfillment of this 


program.” 
Three Approaches 


Mr. Stern then listed “the three ap- 
proaches to the sale of health insurance.” 
The first, he said, is that of an agent who 
sells only this one commodity. This man 
is a full-time agent of an accident and 
he alth company ‘ 

“The second approach is that of the 
man who sells disability insurance as a 
part of the life insurance program of his 
prospect or sometimes just uses this 
motivation as a lead to the sale of life 
insurance. This man is usually a full- 
time representative of a life insurance 
company 

“The third approach 
who sells 


is that of the man 
health insurance as an integral 
part of an entire life insurance program 
This man is usually an insurance broker 
although in cases he can be an 
agent of a multiple-line company.” 
“What,” asked Mr. Stern, “is more 
important to the continued prospe rity of 
business than the protection of its 


some 





key executives against disability? What 
is more important to good labor rela- 
tions and a fine morale in a_ business 
enterprise than the protection against 
Major Medical expenses for all of the 
firm’s employes? 

“A corporate executive who has been 
approached by many insurance brokers 
who wish to survey a fire or liability 
hazard in its plant has very rarely, or 
ever, been approached on the health in- 
surance angle.” Mr. Stern said further: 


How Foolish They Have Been 


“In 1950 when the New York State 
Disability Law became effective, many 
brokers and agents did not even want 
to bother writing this insurance for their 
clients or prospects as they considered 
it too small a matter to bother. How 
foolish they have been! I believe that 
there is nothing in which the average 
man is more interested than the health 
of his family and himself and this ap- 
plies to the corporate executive as well 
as to the day laborer 

“I might list five different ways in 
which this matter has been successfully 
approached by me. 

“1) Does your firm carry Major Medical 


insurance or only Blue 
“9) 


Cross? 

Does your Group life insurance pro 
benefits? The an- 
which, again pro 


gram include disability 
swer is: ‘I don’t know’, 
vokes a discussion. 
“3) Has your firm taken advantage of 
the Internal Revenue Code provision credit 
for sickness insurance and sick pay? This 
question engenders a likely d'scussion. 

“4) When your salesmen 
travel, do you hope they will buy insurance 


at the 


executives or 


airports or do you make sure of pro- 
tection by having an annual policy? This, 
in my opinion, is one of the most neglected 
fields of corporate 


insurance protection 


“5) This only applies to certain states: 


Is your compulsory disability insurance 


retrospectively rated? And the usual answer 


is: What does retrospective mean?” 


Mr. Stern said he no longer solicits 
individual health policies by themselves 
“as | cannot afford to do so, which, 
again, is the difference between a broker 
and an agent 

‘As you know, 
ance business, 


I do a large life insur- 
again mostly on the cor- 
porate basis. The most fertile question 
in this field is: ‘Does the funding of 
your buy and sell agreement include dis- 
ability insurance protection ?’ 

“I would venture the opinion that only 
one out of 50 buy and sell agreements 
funded by life insurance carries any 
form of disability insurance provisions 
outside of the waiver of premium clauses 
Try this question yourselves sometimes, 
ladies and gentlemen, and make profit 


from the response,” he concluded. 


Selling Money for Future Delivery 


Mr. Torsney, a dynamic speaker, asked 
his audience to remember they were sell- 
ing money for future delivery. “You 
have millions and millions of dollars to 
share,” he said. “Don’t think of rewards 
because as long as you feel you are serv- 
ing others you do the job well.” He con- 
tinued 

“I believe sales, nine times out of ten, 
are first made in the mind of the sales- 
men. When you have sufficient informa- 
tion, when it convinces you of the need 
for insurance, and when you feel deep 
down in your heart that if you were in 
the prospect’s position you would buy 
this insurance, that is the start of the 
sale. 

“We say the 


important thing about 


selling insurance is to have prospects. 
All you have to do to succeed is find 
prospects. But where do you find them? 
You certainly can’t mine them. You 
can’t go anywhere and buy them. There’s 
only one way that you can ever get a 
prospect, that is by creating one. You 
have to get an individual name and se- 
cure information about that name. 

“Find out what that family is dream- 
ing about, thinking about, hoping for, 
and as you get more and more informa- 
tion, you will form in your own mind, 
a sympathy, a feeling of being an im- 
portant part of that family. You develop 
a concept of what they would like to do 
and what they hope to do. This is your 
opportunity to suggest the solution of 
their problems through insurance. 

“I’ve never known a time in our busi- 
ness when there has been such a great 
interest in mechanical equipment. On 
every side we hear the stories about new 
Univacs, new IBM’s or new Raamac 
Computers. There are all sorts of new 
and modern equipment in connection 
with the operations of a life insurance 
company, but I don’t believe there will 
ever be a mechanical substitute for the 
insurance agent. In an insurance agent, 
the important ingredient is heart.” 


Always a Friendly Act 


Mr. Torsney believes that “insurance 
or no insurance, Commission or no com- 
mission, to urge a man to make the right 
decision is never pressure. It is always 
a friendly act. Regarding motivation as 
a friendly act, we are free to do our 
best and we automatically become a far 
more powerful salesman than we ever 
were before.’ 

The speaker brought out that in 
order for the average person to consider 
purchasing additional insurance, it is first 
necessary to realize and accept the pos- 





Practical Peace Corps—Skutt 


(Continued from Page 18) 
of businesses, governments and nations, 
you find that those who have progressed 
are those who have been able to turn 
disadvantages into advantages. And so 
it is in the field of health insurance 
underwriting. 

“While the constant threat of a com- 
pulsory national program is certainly 
disconcerting to all Americans who be- 
lieve in the basic principle of individual 
enterprise and freedom of choice, this 
constant agitation has served to awaken 
the American public to the need of this 
protection. 

“Thus, it has done an educational job 
which insurance institutions could not 
have done alone, nor could any sales 
group such as this fine organization ac- 
complish. So ~~ need has been pointed 
out. You have the keys to fill the need. 
Our soammaubiles is to bring this cover- 
age to all who are able to purchase it 
and to bring it upon a basis which will 
make the largest possible percentage of 
the population eligible.” 


Some Sacrifices 


Mr. Skutt acknowledged that occasion- 
ally means “some sacrifices by insurers 
from an underwriting profit standpoint 
and by the salesmen in commissions— 
but all should be done within the frame- 
work of the agency system. 

“That system has placed voluntary in- 
surance in its vitally important position 
in the American economy today. 

So we, as good citizens and as health 
insurance underwriters, should be en- 
couraged and not discouraged.” In con- 
clusion, he stated 

“We should be diligent and not dilatory. 
We should accept the obligations that 
go with our existence and our role or 
occupation during this strange and 
critical time in world history—obligations 
which could well mean much extra effort 
and much less relaxation if the American 
way of life is to preserved.” 


sibility that death may “lay its heavy 
hand” on him or one of his loved ones. 
It is necessary that he appreciate the 
fact that accidents do occur with great 
frequency. It is necessary for him to 
realize that sickness, hospital care, med- 
ical expenses can be part of his future 
and it is necessary, important, desirable 
to make preparation in advance to meet 
the catastrophic loss of income and the 
increased expenses incident to such 
events, through insurance. 

“Insurance,” said Mr. Torsney, “is 
the culmination of man’s desire to build 
a financial plan which will bring emo- 
tional as well as financial security. In- 
surance is the scientific expression in 
modern form of the age-old spirit of 
neighborliness. Insurance is a_ great 
financial safety zone in which men and 
their families can live. 

“For we can see the power of insur- 
ance. The prospect can only see the 
premium. Therein lies the opportunity 
and responsibility and there is no higher 
ideal than that of meeting obligations.’ 
He then illustrated this point with the 
following analogy : 


You Foresee What Prospect Doesn’t 
“Suppose you’re about to cross a 
street. You notice a blind man standing 
on the corner. You see the traffic, he 
doesn't. I don’t think you would Say 
to yourself, perhaps this blind man is 
waiting for someone; perhaps he doesn’t 
want to cross the street; perhaps he can 
cross it safely when the light changes ; 
perhaps he would be offended if a 
stranger came up and took his arm. With- 
out hesitancy, you go up to him, take 
him by the arm and say, ‘I'll help you 
cross.’ You can see, your prospect sti and- 
ing on the corner of life’s crossing ‘can- 
not see.’ 

“You know that death is an inex- 
orable fact of life. He doesn’t. You 
know that if there is no money the 
plight of a family is desperate; he 
doesn’t. You know what happens to 
children when death breaks up a home, 
he doesn’t. You know that all of his own 
plans of ‘put and take’ savings are a will- 
o-the-wisp leading to financial disaster, 
he doesn’t. You know that each day his 
living capacity to work is reduced in 
amount exactly equal to energy ex 
pended that day, he doesn’t.” 

“Some men work for money; that is 
the only reward they appreciate. Some 
men work for glory or recognition. The 
real successful men in my _ opinion,” 
said Mr. Torsney, “are those who work 
for an ideal. I think the insurance in- 
dustry is the heart of our country. 


Ratify Conn. Plan 
(Continued from Page 18) 


man, and Harry V. Williams, vice presi- 
dent of Hartford Accident & Indemnity, 
was elected secretary. All sub-committees 
of the interim organization which per- 
fected the subscription agreement and 
are completing the operating techniques 
for the new program, were reappointed. 

The new organization is believed to 
be the first of its kind in the health in- 
surance field. It was made possible by 
the passage of legislation at the recent 
session of the Connecticut General As- 
sembly to permit the Connecticut com- 
panies and non-domestic companies to 
act in concert in the provision of major 
medical for elderly citizens and _ their 
spouses. 

Last week’s action clears the way for 
the appointment of a manager and staff 
and the leasing of office space to house 
the new venture. 

Plans for marketing the new policies 
are being pushed vigorously, with the 
hope that the program can be introduced 
to the public some time in August. Wil- 
son, Haight and Welch, Inc., a Hartford 
advertising agency, and Dickie-Raymond, 
a direct mail service, of Boston and New 
York, have been retained. 
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Push Button Telephoning — Latest 
Gadget in the Business World 


Have you had any trouble and a lot 
of delay recently in reaching executives 
of big outfits on the telephone? 

If so, principal reason is D.I.D. What 
do these mysterious initials stand for in 
the telephone arena? 

In this age of initials with long .names 
the public is familiar with a lot of them 
because of their use in newspaper head- 
lines. Most everybody —. that S.E.( 
stands for Securities and Exchange Com- 
mission; and in the insurance field all 
are familiar wih N.A.LC. as telescoped 
version of National Association of In- 
surance Commissioners. 

Well, D.I.D. are the intials used by the 
telephone system for its new high-speed 
Direct Inward Dialing. It is a short cut 
from the man doing the telephoning to 
the person in the corporation he is try- 
ing to reach. It is not necessary now 
to talk to the insurance company’s own 
telephone exchange oper itor, if the com- 
pany has adopted the new system. 

Some weeks ago the John Hancock of 
Boston began to use D.I.D. Formerly, if 
an outsider wanted to talk to Judge 


Byron K. Elliott, its president, he asked 
operator for Hancock 1-6000. Now, Judge 
Elliott and other executives have their 


number and can_ be 
reached by-passing the company s switch- 
board operator. All of these number 
are contained in new books issued in 
the telephone company. New York Life 
installed D.I.D. this week. 

How it operates is explained by the 
company in its agency publication, Nylic 
Review. Here is its explanation: 

“On Monday, June 19, the home office 
started using the latest high-speed 
telephone communications equipment. On 
that day the familiar MUrray Hill 5-5000 
number became a thing of the past. 


own telephone 


For the company’s new Direct Inward 
Dial telephone system eliminate the 
letter exchange and utilizes only nu- 


merals. 

“The new_company telephone number 
will be 576-7000. All home office exten- 
sion numbers will be changed, but based 
upon this number. For example, Mr. 
John Doe in the marketing department 
might have the number 576-1234. 

“This will be a significant change not 
only for home office people, but for 
agents and field personnel as well. Hence- 
forth, it should be easier to phone a 
specific individual in the home office. 

“At the same time, it will be all the 
more import: int that you continue to in- 
dicate that a call is person-to-person 
when a seattle individual is desired. 
Otherwise, you may be charged for a 
station-to-station call, which actually re- 
sults in your not reaching the person 
you wished. It will be necessary, also, 
that you first obtain from your field 
office the specific number of the person 
with whom you wish to speak. 

“Designed to meet the needs of the 
future, the new system provides for 














instantaneous push-button dialing. It 
employs consoles which are about 11” by 
17”, and consist mainly of a small key- 
board. In appearance, they closely re- 
semble office calculating machines or add- 
ing machines. The keyboard contains 10 
buttons. These replace 1,800 plugs 
formerly required at each switchboard 
position. 

“The conventional dial is also replaced 
by the keys. Where the operator previ- 
ously had to dial and wait for the dialing 
ring to return to position before register- 
ing the necessary digit, now she will 
merely touch the keys on the board in 
their proper sequence. This streamlined 
procedure is called ‘key-pulsing’ Its 
big advantage is the greatly increased 
speed with which calls can be handled. 

“Thus, an incoming call to the new com- 
pany number, 576-7000, will be answered 
by a company operator who depresses a 
button to establish the connection, and 
then reaches the called party by ‘key- 
pulsing’ the desired extension. This is 
accomplished by merely pushing the ap- 
propriate buttons on the console. No 
further attention is required then by the 
operator, and the called person’s tele- 
phone will continue to ring automatically 
until it is answered. When the call is 
completed, the disconnecting is equally 
automatic 

“The new system will be capable of 
handling about 117,000 incoming calls a 
month over the company’s 1,800  tele- 
phone extensions. It is expected that 
through the advantages of Direct Inward 
Dialing approximately 75% or more of 
the incoming calls formerly cleared 
through our owlvcibeonss will now go 
directly to the person called without any 
intermediate delay. 

“The Direct Inward Dial system will go 
into effect as the climax of many months 
of complicated preparation and physical 
installation. The final wiring change- 
over was made during the weekend 
of June 16 by a crew of trained tele- 
phone company technicians who worked 
night and day to complete the job by 
Monday morning, June 19.” 

It looks to me that the luckiest in- 
ventors, engineers and experimenters in 
the business world are those employed 
by American Telephone & Telegraph 
Co. Reason: so many of their inventions 
and scientific discoveries are adopted. 





The one before D.I.D. winning popular- 
ity is current use of the code for cities. 
Many people regard this as a great nuis- 
ance, specially if they can’t remember 
numbers. Each phone user is supposed to 
write down the code number of cities in 
a book furnished by the telephone com- 
pany, but it is too large to carry in one’s 
pocket. The phone user calls the phone 
company and asks for the code number. 
Most conversations take this format: _ 

“May I have Toronto information?” 

Pause. Toronto exchange girl gets on 
‘phone. “May I have the telephone num- 
ber of Canadian Life Insurance Officers 
Association ?” 

“Do you want to talk to any particular 
person ? 





“T want to reach Bessie Allen, assistant 
secretary.” 

Switchboard operator to Canadian Life 
Officers: “Miss Allen please.” 

“Miss Allen is down to the bank,” is 
the answer. 

“Do you know when she will return to 
her office?” 

Person making the call is told this. 

Then he asks for some one else. He is 
informed R. Leighton Foster and Jack 
Tuck are at a committee meeting, and so 
on. 

Despite the enterprise of the A.T. & T. 
there are some other situations difficult 
for the public to handle. To illustrate, 
if you live in New York City, for instance 
and it is one of those exceedingly busy 
days for railroad switchboards, and you 
decide to spend the day at a Long 
Island beach resort, such as Far Rocka- 
way. That is on Long Island Railroad. 
Many Long Island trains leave from 
Pennsylvania station, but others embark 
from Brooklyn or Jamaica, L. I. You 
call up Pennsylvania- Long Island Sta- 
tion. It means a long wait to get the 
Pennsylvania R.R. when you do reach 
the station’s ‘phone operator you find 
that Long Island R.R. has no ’phone at 
this particular station. When you finally 
connect you are asked to call up Long 
Island station in Brooklyn or Jamaica. 
Getting the number is a nerve-wrecking 
chore. You finally give up and make a 
personal journey to Pennsylvania-Long 
Island station and learn when your train 
leaves. 

Another annoyance. When you call 
long distance and ask for a telephone 
number the operator gives the exchange 
initials so fast that you can’t understi ind 
her and you interrupt to ask again what 
is the exchange. Informed that it is 
GE, but sounds like BG you then ask 
operator to speak more clearly and 
whether it is G for George and E for 
Edward or B for Boy and T for Tom. 

Well, that’s enough space to give to the 
enterprising but sometimes irritating A. 

& T 
* * * 
Contract Signed for Travelers 


World’s Fair Exhibit 


_The Travelers will participate in the 
New York World’s Fair of 1964 and 
1965. The contract was signed this week 
in New York City. 

As part of the 100th anniversary cele- 
bration of The Travelers, a pavilion will 
be constructed on a 50,000 square foot 
plot in the Industrial Area of the Flush- 
ins Meadows Fair site. 

One of the features of The 
Pavilion will be the famous “America 
Go-s To The Polls” exhibit, especially 
apropos in the election year of 1964. 

* * * 

Handmade Gavel and Base of 

Historic Wood Presented to Hartford 
President 


A handsome gavel and base made of 
wood donated from throughout the 
United States and Canada was presented 
last week to James C. Hullett, chairman 
of the board and president of the Hart- 
ford Fire. Vice President Frank C. Mc- 
Vicar made the presentation on behalf 
of branch managers of the Hartford Ac- 
cident and Indemnity who contributed 
the wood. 

Both the 


Trave lers 


gavel and base were made 
by Harold Lever, retired Bridgeport, 
Conn., branch manager who now lives in 
Florida. Mr. Lever did the work as a 
hobby over the last seven years. The 
project required 300 hours, dozens of 
pieces of wood, 10 hand-rubbed coats of 
oil and several waxings before being 
polished. 

The base contains 20 pieces of wood, 
including mz uhogany from the old home 
office building of the Hartford Fire 
erected in Hartford in 1871. Most all of 
the wood pieces in the gavel and base 
have historical significance. 

Long leaf pine used in the reconstruc- 
tion of the White House in Washington, 
D. C., after it was burned by the British 
in the war of 1812, is used in the base, 
as well as a piece = hickory from a cen- 
tury old Buffalo, N. Y. flag pole. 

Canadian maple and cypress from the 
Louisiana mansion of a British general 


killed in the battle of New Orleans are 
used in the block which also has spruce 
from the supporting timbers of the first 
Lode mine discovered in Colorado in 
1859, 

The base also features oak from the 
flooring of a Pennsylvania grist mill 
built, owned and operated by President 
George Washington before the Revolu- 
tionary War and black walnut from the 
former Presidential summer White House 
in White Sulphur Springs, W. Va. Cherry 
from the historic Harmony settlement 
in Pennsylvania also is used in the block, 
bonded together by four joints of long 
leaf pine a the original wooden sup 
port for the Liberty Bell at Independenc 
Hall in Philadelphia. 

Myrtle wood, found almost exclusively 
in Oregon and in the Holy Land, is 
used in the head of the gavel, and the 
handle is a maple chair rung from the 
famed circus era of P. T. Barnum in 
Bridgeport, Conn. 

Mr. ‘Lever retired in 1958 after work 
ing for the Hartford Accident and In 
demnity for 28 years. A native of Ilion, 
N. Y., he operated a local insurance 
agency in New Jersey before joining the 
Hartford at Bridgeport in 1930. Mr 
Lever now resides with his wife in O: 
mond Beach, Fla. 


* * * 


Nationwide Employes Start 
Retirement Planning at 35 

An extensive program to help its 
6,000 employes plan for retirement before 
they reach that age has been set up by 
Nationwide Insurance 

The program, based on the 
that the person who actively 
retirement is much more succe 
adapting to his new way of li 
begin when the employe reaches 
of 35—or about 30 years before 
ment. 

At 35, he'll attend a group 
and later on during his worki 
will attend similar seminars as well as 
individual conferences—a total of eight 
in all. The overall progr: : 
four basic areas: financial, healt] 
and personal adjustment. 

Initial step in the program was a 


premise 
plans for 





seminar, 








two-day seminar held June 12-13 at 
Nationwide Inn in Columbus. It was held 
for employes from throughout the com- 
panies’ 27 state operating area who will 


retire this year. This seminar eventually 
will be held for all employes when they 
reach the age of 60 

In addition to company 
personnel, 


management 
speakers at the first 





eminat 
will include outside experts on fini ncial 
planning, social security, medical and 
health problems, and retiret ljus 
ment. Individual and panel discussions 
are also scheduled. 
* * * 
Pre-Interview Thinking 
One of the safest w: ys to be a fast 


thinking salesman dur ring interviews is 
to do your thinking be loot ind. 
Consider the questions that your pr 
pect might ask and then carefully think 
out your answers, supplementing th 
with any additional explanation 
“he salesman who answered all of your 





em 


arguments quickly, and had you “buying 
in a matter of minutes,” really wasn’t 
as quick-witted as you thought. He took 


the time to plan out his interview, pre- 
pared his talk to answer your questions 
and meet all your obligations. He di 
all of his thinking keraiioied 
To you the conversation was original, 
but to him it was the climax of his pre 
interview thinking. 
Wheeling Business Builder 
a * * 

Maryland Commission Adopts 
“Health Insurance” Term 
Adoption of the term “health 
ance” as the generic for the entire field 
of accident, sickness, medical care ex- 
pense, and related lines has been an- 
nounced by the Commission to Study 
the General Insurance Laws of Mary- 
land. : 
To date, over 150 companies have in 
dicated that they will adopt the term in 
place of “A. & H.” “A. & S.” and similar 

designations. 


insur- 
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Sees Rate Law Changes 
Now State-by-State 


DRASTIC REVISIONS UNLIKELY 


Following NAIC Astion on Gerber Re- 
port Richey of Mutual Alliance Fore- 
sees Gradual Changes 


insur- 
likely to 


be worked out on a state-by-state rather 


Major future changes in state 


ance rate regulatory laws are 


than on a uniform national basis, Ronald 
K. Richey, Chicago, 
gislative 


manager of the 
bureau of the American Mu- 
Alliance, predicted to the 
annual managers’ meeting of the Confer- 


tual Insurance 


ence of Mutual Casualty Insurance Com- 


panies at Hershey, Pa 


The controversy over whether there 
should be drastic change in such laws, 
he noted, recently boiled down to the 


question of whether state insurance regu- 


latory authorities should retain. their 
present right to pass_upon rate filing 
before they become effective. Stock in- 


surance company associations and an 
“independent” insurers association urge 
that property-casualty insurance rates 
should become effective upon filing, with 
state regulators having the right to dis- 
approve them later. At its 92nd annual 
meeting in Philadelphia a fortnight ago 
the National Association of Insurance 
Commissioners decided unanimously that 
it prefers “prior approval” of rate filings. 


“Prior Approval” Battle 


If the battle line is to be drawn sharply 
between the question of whether there 
should be “prior approval” or “subse- 
quent disapproval,” he continued, there 
will have to be some change of position 
either by Insurance Commissioners or by 
the associations supporting the right to 
use of rates immediately upon filing. 

“It becomes a simple question of ‘Who 


is going to change whose position and 
how ?’ “he said 
He explained that the position of the 


American Mutual Insurance Alliance in 
the controversy is not likely to change, 
since there seems no reason for it to do 
so. The Alliance member companies be- 
lieve there is room for improvement in 
state insurance regulatory laws, including 
involving property-casualty rating. 
But they do not believe this improvement 
can be effected by blanket application 
nationwide of a simple formula such as 
abolition of prior approval of rate filings. 

They do believe, he said that there are 
just about as many rate regulatory prob- 
lems as there are rate regulatory juris- 
dictions, and that the number of these 
problems multiplies when it is realized 
that regulation of different lines of in- 
surance within even the same 
phical jurisdiction poses dissimilar ques- 
tions. The Alliance companies hold, 
Mr. Richey said, that differing approaches 
should be used, with the choice of 
methods made upon the basis of con- 
ditions actually existing within each in- 
dividual area. They believe that other 
insurance organizations must come to this 
position in the long run 

“The proponents of drastic change in 
state insurance regulatory laws had the 
advantage of a trial run in the early 
months of 1961,” Mr. Richey stressed. 
‘The climate for them was promising, 
but they never got to first base. They 
lost in Tennessee and in Missouri. The 
proposal to abolish state-made rates in 
Texas failed of passage. This would 
seem to indicate that the public, or at 
least the elected representatives of the 
public, are not anxious to change the 
mee concepts of rate regulation as 
reflected in existing state laws. 


wp 


here will be changes next year, and 


those 


geogra- 


Assistant U. S. Manager 
Atlas, Royal Ex. and Sun 





J. R. HOLLIDAY 


Directors of the 
and Sun Groups, 
combined in the 


Atlas, Royal Exchange, 
whose operations are 
U.S.A., announce that 
J. R. Holliday has been appointed an 
assistant U. S. manager. Mr. Holliday 
was formerly the managers’ assistant at 
the head office of the Sun Insurance Of- 
fice, Ltd. in London. Prior to that he was 
manager of that company’s North West 
London branch. He is a Fellow of the 
Charted Insurance Institute. 

During World War II he served as a 
major *, the Royal Tank Regiment in the 
Middle East and northwest Europe. He 
has vol associated with the Sun Insur- 
ance Office for 24 years 


Mertz of NAII Disturbed 
By NAIC Action on Rates 


Arthur C. 
the National 


Mertz, general counsel of 
Association of Independent 
Insurers, says that the NAII was “pro- 
foundly shocked and disturbed” when 
the National Association of Insurance 
Commissioners adopted a report by the 

Gerber subcommittee rejecting all the 
pending proposals for expediting the 
oan filing procedures. Mr. Mertz ad- 
dressed a meeting of the Conference of 
Mutual Casualty Companies at the 
Hershey Inn in Hershey, Pa. 

“In the explanatory memorandum to 
our bill we have set down frankly and 
honestly our reasons for believing it would 
advance the cause of state regulation in 
the public interest. In our appearances 
before the Gerber subcommittee we have 
elaborated on those reasons and answered 
straightforwardly all questions pro- 
pounded. So did the other proponents of 
the subsequent review procedure. It was 
our sincere belief as of two weeks ago 
that a prima facie case had been made 
for those recommendations—or at least 
for further serious exploration of their 
merits by the subcommittee. 

“This belief was suddenly 
a week ago when the NAIC 
report by the ( 
marily 
posals. 

Mr. Mertz indicated an important 
factor underlying the NAIC decision was 
“the failure of the industry as a whole 
to close ranks solidly behind this pro- 
gram—or any program—for ge dag 
of the regulatory process. Where, as 
here, the industry is disunited on what 
to do, the easiest course of action is 
to stand on the status quo ante.” 


shattered 
adopted a 
rerber subcommittee sum- 
rejecting all the pending pro- 


” 





the year after that, and the year after 
that. But the changes will be made 
piece-meal, and not on a wholesale basis, 
as long as the individual states retain 
control of insurance regulation.” 


Getting a 
running start... 


...is vital if a broker is to keep 
up with clients’ needs for protection 
against rising medical care costs 
and growing income losses during 
disability periods. 

To prepare our brokers for the 
starting gun, we have a full relay 
team of group and individual poli- 
cies — disability income, hospital, 





surgical, and major medical cover- 


ages. Many of our individual poli- 
cies are guaranteed renewable for 
greater client protection, 

Why not phone or come in to 
see Murray Connolly, our A, & S. 
Department Manager? He can put 
you on the right track, 


“Our Second Half-Century”’ 


AGENCY, 


INC. 


INSURANCE UNDERWRITERS 





55 John Street, New York 38, New York ® BArclay 7-8900 


MEMBERS, N.Y.C. 


INSURANCE AGENTS ASSOCIATION, 


INC, 





NBFU Committee Chairmen Named 


John 
tional 


A. North, president of the Na- 
3oard of Fire Underwriters and 
chairman of the board of the 
of Hartford Insurance 
nounces appointment of standing com- 
mittees of the National Board for 1961- 
62. 


Phoenix 
Companies, an- 


There are two new chairmen. T. B. 
Kelley, United States manager of the 
Commercial Unton-North British Group, 
New York City, is named to head the 
committee on accounting, and <A. T. 
Chisholm, United States manager of the 
Pearl Assurance, New York City, is ap- 
pointed chairman of the committee on 
statistics and origin of losses. 

Reappointted as committee chairmen 
were the following: 

Actuarial, W. C. Harris, president and 
general manager of the Phoenix Assur- 
ance, New York City. 


Davis to Retire From 


Hartford Group July 


Harold C. Davis, assistant manager of 
the New York department of The Hart- 
ford Insurance Group, is retiring July 
He is also executive vice president of the 
New York Underwriters Insurance Co., 
a member of the Hartford Group. A 
Philadelphia native, he joined New York 
Underwriters in 1923 after serving with 
the Underwriters Bureau of the Middle 
and Southern States. 

Before his election in 1935 as an as- 
sistant secretary, he was a special agent 
in New York, New Jersey, Ohio, Massa- 
chusetts and Rhode Island. Mr. Davis 
was elected vice president of New York 
Underwriters in 1949 and executive vice 
president in 1953. 

A World War I veteran, 
served in World War II. He has been 
active in the National Automobile Theft 
Bureau and the National Board of Fire 
Underwriters. 


Mr. Davis also 


FRANK H. ADAMSON DIES 


Frank Herbert Adamson, an insurance 
adjustor in Toronto, Ont., for many years, 
died June 10. He worked as a broker 
in the Toronto area and then joined 
the Canadian Bank of Commerce. In 
1921 he became associated with Adam- 
son Ltd., the insurance adjusting firm 
his father founded in 1894. He headed 
the firm until he retired last year. 


Adjustments, Allen M. Mills, president 


of the Camden Fire Insurance Associa- 
tion, Camden, N. J. 
Arson, theft and fraud, James L. Dor- 


ris, president of the Hanover, New York 
City. 


Engineering, H. M. Mountain, presi- 
dent of the Aetna Insurance Co., Hart- 
ford. 

Finance, Nicholas Dekker. vice chair- 


man of the America Fore Loyalty Group, 
New York City. 
Laws, H. Clay 
president and 
Royal-Globe 
York City. 
Maps, Roy E. Carr, 
Providence ‘Washington, 


Johnson, executive vice 
general counsel of the 
Insurance Companies, New 


president of the 
Providence. 


age ey Percy Chubb 2nd, pres- 
ident of the Federal Insurance Co., New 
York City. 

Public relations, K. B. Hatch, presi- 
dent of the Reliance, Philadelphia. 


Crum & Forster Changes 
In Brokerage Department 


Crum & Forster announces new ap- 
pointments in its national brokerage de- 
partment. John Romanchuk, who started 
his insurance career with Crum & For- 
ster 25 years ago has had experience 
both in underwriting and production, has 
been appointed an assistant vice presi- 
dent and placed in charge of underwrit- 
ing and administration of the brokerage 
department. 

Assistant Vice President Ned Ray- 
nolds, who is in charge of inland marine 
and multiple peril business in the East- 
ern regional department, will assume 
in addition, responsibility for the produc- 
tion of all lines of brokerage business. 
Mr. Raynolds has been in insurance for 
24 years, the last seven with Crum & 
Forster, and has had extensive expe- 
rience both on the East and West 
‘oasts. 


1960 LOSS RATIO ERROR 


Kidder, Peabody & Co. of New York, 
a securities firm, last week stated that for 
the first three months of 1961 a total of 
50 leading property insurance companies 
had an increase of 2.6% in premiums over 
1960. The loss ratio, it was reported, was 
66.5% for these companies this year, 
against 69.9% in 1960 and 66.1% in 1959. 
The 1960 loss figure was in error, Kidder, 
Peabody Co. now rreveals, as the ratio 
should be 62.9% instead of 69.9%. 
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Role of Advertising in Agency 


Operations Increasingly Important 


Insurance Advertising Conference Members Hear Slawsby, 
Burgess, Campbell, Cutshall; IAC Award Winners Cite 
Ways In Which They Develop Favorable Public Reactions 


Manchester, Vt., June 20—That the 
role of advertising in modern agency 
operations is an increasingly important 
one was indicated here this morning at 
IAC’s 38th annual meeting during the 
panel discussion conducted by agents 
who are Oscar award winners in the 
annual competition of the IAC on “best 
use of advertising” in the past year. 

With C. F. Scheer, Zurich- American 
Cos. and co-chairman of the agents’ 
award contest was moderator. The panel- 
ists include Archie Slawsby, Nashua, N. 
H., past president of the National Asso- 
ciation of Insurance Agents, Oscar 
winner in the $500,000 and over premium 
category; Al Burgess, Jr., vice presi- 
dent, Jurgess Agency, Inc., Joplin, Mo.; 





Vincent on NAIA Program 


Manchester, Vt. June 20 — Joe 
Vincent, prominent agent of Bryan, 
Tex., who heads up the advertising 
committee of the National Association 
of Insurance Agents, is here at this 
meeting of the IAC and spoke this 
morning on the NAIA’s “Big I” pro- 
gram and the “Big Difference” na- 
tional advertising campaign for 1962. 
Mr. Vincent is an honorary member 


of the IAC. 











John O. Campbell, president, John Roy 
Campbell Agency, Inc., Harrison, Ark., 
and Richard L. Cutshall, head of The 
Cutshall Agency, Allentown, Pa. 

Mr. Cutshall, a previous IAC Oscarette 
winner in 1958-59-60, keenly regretted 
his inability to attend. He broke his leg 
recently in a bad fall. His wife and 
mother pinchhit for him here and “Cas” 
Scheer read his remarks on “Showman- 
ship and Shoe Leather.” High-spotted 
was the fact that Mr. Cutshall has been 
confined to a wheel chair since 1952 
when he was stricken by polio, but 
despite this handicap he has built up 
one of the largest personal lines agen- 
cies in Allentown. His IAC Oscarette in 
1958 was for the best direct mail pro- 
gram and in 1959-60 he won awards for 
the best overall advertising program. 
Slawsby Now Features “Minuteman” 

Archie Slawsby was an IAC guest 
speaker two years ago at the Williams- 
burg, Va. annual meeting when NAIA 
president. He promised he would be back 
and this week made good that promise. 
Furthermore, he said: “We intend to 
be in the thick of the IAC competition 
for 1961 advertising!” He related to 
his IAC audience 

“About six years ago we produced our 
first brochure. Our then advertising 
counsellor suggested the ‘Old Man of the 
Mountain’ as a good trademark. This had 
two disadvantages: (1) It was entirely 
too provincial as far as New England 
and the nation was concerned and we 
wanted to be known as a New England 
agency rather than a New Hampshire 
agency; (2) use of the ‘Old Man’ seal 
had to be ruled out as an insurance 
company domiciled a few miles away 
from Nashua had appropriated it for its 
own use. 

“He decided that the ‘Minuteman’ 
theme would be our trademark. It 
seemed to reflect the New England as- 
pect of our agency, implying that our 
service was instantaneous or within the 
minute. 

“Today the ‘Minuteman’ and his hat 
are trademarks which are always asso- 
ciated with our operation in whatever 
the advertising medium. Naturally we 
make every effort to tie it into the 
NAIA’s ‘Big I’ theme.” 


Mr, Slawsby explained that his agen- 
cy’s direct mail pieces are always de- 
signed with specific purposes in mind. 
One on ‘Buying a New Car’ features the 


Slawsby facilities for financing auto- 
mobiles under a bank plan called ‘the 
Minuteman Plus Plan.’ A pamphlet 


entitled ‘finish’ was distributed to over- 
come criticism received from one or two 
of policyholders because “our statements 
mailed on the 24 or 25 of each month 
showed policies which were not yet due.” 

Another direct mail piece “We've 
Been Busy” is sent, Mr. Slawsby said, 
“to every policyholder in our area for 
whom we write dwelling coverages in- 
asmuch as Nashua has moved up from 
Class 4 to Class 3 fire protection wise. 
These situations were covered: (1) 
Where check is inclosed; (2) where the 
return premium was less than $2, and 
(3) where the policyholder’s values were 
‘beyond protection.’ ” 

Although not a part of the material 
which won for him the IAC Oscar, 
a full page ad in the Nashua Telegraph, 
published June 12, was gratifying to Mr. 
Slawsby. It featured an excerpt from 
an open letter, written by one of his 
agency’s ; satisfied policyholders and di- 
rected to ‘the * ‘People of Nashua.” Paul 
Holt, Inc., the client, distinctive foot 
wear merchants exclaimed over the “out- 
standing service after a fire of the 
Slawsby Minutemen.” 

Cutshall Showmanship in Advertising 

An insurance agent since 1954, Mr. 
Cutshall realized when he started out 
that he had to make his advertising 
stand out above all others since he had 
to sell either by phone or by direct 
mail to complete strangers. His “Three 
Year Expiration” series of letters, four 
in all, mailed to people who bought their 
homes three years earlier, has produced 
results. A letter is mailed every other 
day for eight days, and on the last 
mailing date Mr. Cutshall starts phoning 
people . . . complete strangers. He said 
the results were enough to justify the 
use. 

One advertising rule established then 
and followed religiously is “to do no 
advertising that does not pay for itself 
in first year commission. A media can 
be tested but if it does not carry its 
own weight it is dropped, he said. 

Another mailing piece used is “The 
Welcome Series,” a group of letters, first 
of which is congratulatory in tone on the 
home purchase. This is followed by auto, 
contents, life solicitations. The first three 
letters are mailed a week apart, and a 
quantity of business was sold by phone 
from reply cards. Shownm: inship in these 
letters, he explained, was primarily in 
persistency of the mailings and the text 
copy. 

Still another direct mail effort is the 
“Break-In Series, ’ three separate groups 
of letters as follows 

“Group one is designed to solicit devel- 
opments where we know the homes have 
only fire policies. Group two is where 
we know the homes have mostly home- 
owners policies at rates much higher 
than present day rates. Group three is 


on Slim Jim cards, hand addressed, 
designed to get higher husband reader- 
ship. 

“These three cards or letters are 


mailed for delivery on Friday for letter 
1, Saturday for letter 2, a hard selling 
letter, and Monday for letter 3 with 
personal solicitation on Monday the day 
of last delivery. The letters and cards 
are all specialty items which we obtain 
from American Marketing Services, 610 
Newbury Street, Boston 15, Mass.” 

Mr. Cutshall has tried newspaper ad- 


(Continued on Page 36) 











ROYAL-GLOBE’S new apartment 
house policy plus boiler and 


machinery, with savings up to 20% 


Royal-Globe has pioneered this new dimension in 
packaged coverage. Royal-Globe agents are first in 
offering the new apartment house owner's policy with 
a BIG PLUS: boiler & machinery coverage, designed and 
introduced by Royal-Globe, tailored for apartment 
house owners and motels, and subject to the same com- 
petitive rate reductions (up to 20°/o) as the rest of the 
policy. Call your Royal-Globe fieldman for more infor- 
mation about this BIG PLUS policy which is now avail- 


able in many states. 


INSURANCE COMPANIES new vork 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
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Epes of INA on Various Proposals 
For Improving Regulation of Rates 


Prior to presentation of the Gerber bill has a similar prohibition, and ex- 
Committee report at the NAIC pressly give each member and subscriber 
Philadelphia recently W ~ a rating bureau full freedom to make 
Siete “lly : any or all of its filings independently, 

f the Insurance Com- jf jt chooses not to authorize the bureau 
iny of North America, had discussed to make any such filing on its behalf 


meeting 


Perry Epes, 









































us proposals for model rate regula- “The National Board bill, though con- 
legislation in property and casualty taining no pri hibition against Tate ad 
: herence agreements, does permit a sub- 
ins a scriber to obtain some or all of the 
On rate lation Mr. Epes: discussed services of a rating bureau with no 
e so called bills of the National As- obligation to adhere to rates filed by the 
sociation of Independent Insurers, the bureau; the subscriber is free to make 
SAO Vipi - “ aa oe some or all of its filings independently, 
Kefauver bill, the National Board bill just as under the Kefauver bill. 
ind the California type law, also now “As to members of rating bureaus, the 
se il ._ Idaho and Montana Nat ional Board bill gives them the same 
asualty insurance. The North Amer- f of independence as_ subsc ribers, 
; or , e California law as except that the bureau may, if it chooses, 
‘ adopt a rule restricting the members’ 
¢ ther states independence. Such a bureau rule if 
Senate Committee Comment adopted would require a member, before 
: : : ; (poe aae makin ig an independent filing, to request 
\s a result of the widespread support ihe bureau to make the filing for the 
viving more play to competitive Op- member; if the bureau refuses, the mem- 
portunity under the various state rate ber may then file directly with the com- 
saved ae ws,” Mr. Epes said, “the missioner, but by doing so forfeits its 
: , , membership and must become a_ sab- 
U. S. Senate Antitrust and Monopoly ler . 
Subcommittee made the following state- ‘he NAII bil, like the All Industry 
ne n its re 7% April 14 does not expressly require or pro- 
It now appears that companies doing i adherence by members and sub- 
REGS Qn ee eae scrib vers of rate bureaus ) rates filed NV 
the bureau Gerber Committee has 
e and casualty fields € in substan taken no position on rate adherence 
agreement concerning principles of agreements 
ate regulation whi would drasticall Rate Standards 
l Cone are we ee “The California law provides that no 
n ot more effective competition rate shall be held excessive unless (1) it 
‘The various proposals have in com- is unreasonably high for the insurance 
the elimination of any requirement provided, and (2) a reasonable degree of 
ork: 4. ss competition not exist in the area 
review Or pr approval Ol Pr ingaapeee ete TY i anand 
i a ; . with respect to the classi ion to w n 
tes. The present All Industry law, +h rate is applicable. The NAII and 
nposing no ma ry prior ap- Kefauver bills adopt the same standards 
proval, does require the filing of rates The National Board bill, however, pro- 
1 their review by the Insurance Com- vides that no rate shall be excessive un- 
4 ae ss less the commissioner establishes that 
ee a =. 0 Fyijely: aie RE (1) a reasonable degree of competiti mn 
‘ e hier may procee® does not exist with respect to the kind or 
S¢ ling e absence of dis - i "ce : 
cin : ‘ ‘lass of insurance to which the e is 
upproval during that perio 


applicable, and (2) the use of the rate 


Differing Provisions of Bills Proposed will result in excessive underwriting 
























Sn en) ee Ae profit for such kind or class of insu 
’ 2 1 tL aba 1 a ance,” said Mr. Epes 
: bah eed “In respect to the definition of ‘in 
7 ent sitere adequacy,’ the bills also differ. The 
sPheaeegas Binge ae ; ( fornia law p that no rate shall 
a = ‘ie ; : be held to be 1 unless (1) 
6 s unreasonably for the insurance 
; provided, and its continued use endangers 
the solvency of the company, or (2) it 
rede 4 S “asonably low for the insurance 
Ae.2 ovided and its use will have tl 2 ony 
ei mnetition to maintain reasonable ©! destroying competition or creating a 
pio cartes ‘ monopoly. The NAIT and Kef fauver bills 
aa -Celiicatn toege tone 2 not re- Provide that no rate shall be held in- 
SNE pick “epee be adequate whic] upon reasonable as 
‘ a epee te yea — secscigut = sumptions of prospective loss and ex 
rt tas o re ; z zm ssi ion ” The pense experience, will not produce an 
Kefauver, National Board and NAII bills underwriting loss. ; 
Ke an ae a ew ‘ “The National Board bill provides that 
equire a rate . le a shall be held to be inadequate 
‘ wn ssione ve » seed: dy upon reasonable consideration of 
; eee equire a ' eview Past and prospective loss and expense 
or prior approva si te experience, will produce a reasonable un 
“In one respe file and derwriting profit. 
use’ Li visions Ol l ; Rating Bureau Assessments 
1 the Kei = 7 3 “The ifornia law and the NAII bill 
ALLY re¢ me ¢€ } ee +4 all “oe eweaal } + 
; National Board Permit nable bureau rules, but do 
. 1] 





not specifically deal with bureau assess- 
ments for use of bureau services. The 














ve hing, r fa a 1 
ioe 4 : .  Kefauver bill allows ‘reason able assess- 
utt the company or : +a cre 
ae At ments upon members and_ subscriber's, 
paggieelee a 6 = ; but requires that rates of assessment 
u us rec re prior 
; Pe ee be applied uniformly and prohibits as- 
review or prior approval of rates, all cs 
oe : 1 sessment of a subscriber for classes for 
iuthorize subsequent view, ie dis z 
eager iad pe ie whicl 1 it does not subscribe 
Tl | e commissioner, ot ates 1 . . ‘ 
; “The National Board bill requires ‘any 
ise 1 1 “4° - “Teg 
insurer which utilizes any part of the 
Rate Adherence ‘ f yi ; 
services or the work product of any 
‘The California law pr — any rating organization, or supports its filing 





sreof,’ either to subscribe for 


services or to compensate the bu- 


agreement among insurance companies’ by use th 
to adhere to fixed rates The Kefauver such 





Sonic Boom at NAIC 


At the meeting of the fire, marine, 

-asualty and surety committee of the Na- 
‘ional Association of Insurance Commis- 
sioners in Philadelphia this month the 
chairman, Commissioner George F. Ma- 
honey of Maine, asked Manager Kent H. 
Parker of Inter-Regional Insurance Con- 
ference to report on any progress his 
organization had made since the NAIC 
meeting last December on clarification of 
existing coverage of losses from sonic 
boom and the availability of new cover- 
ages for this type of risk. Mr. Parker 
reported that his organization has rec- 
ommended to various fire rating organ- 
izations a revision of the regular Ex- 
tended Coverage Endorsement (#4) to 
specifically exclude from sonic 
boom. 

He also reported that his organiza- 
tion had similarly recommended a new 
special extended coverage endorsement 
for mercantile and apartment risks which 
included coverage of sonic boom 

Secretary Shaw of the National Asso- 
ciation of Insurance Brokers expressed 
the appreciation of the members of: his 
association for the action of the Inter- 
Regional in including sonic boom cover- 
age in the new endorsement but reiter- 
ated the NAIB opinion that coverage 
against damage from sonic boom should 
be made available at an additional pre- 
mium, if necessary, for all risks not now 
eligible He pointed out that super- 
sonic commercial aircraft may be in use 
in the not too distant future. 
sioner Sam Beery, 


losses 


Commis- 
Colorado, urged the 
committee to continue its study of the 
problems of sonic boom. 


Ad Agency Changes 


Prince & Company, Inc., Detroit and 
New York advertising and sales promo- 
tion agency, announces three executive 
appointments in its Detroit headquarters 
organization. William D. Hart becomes 
vice president and chairman of the ex- 
ecutive committee; a P. Wright be- 
comes vice president in charge of sales 
and creative activities, sed a —- of 
the executive committee; Fred A. Prince, 
Jr. becomes secretary of the ph eer 
tion and a member of the executive com- 
mittee 

Numbered among cli ents of the agency 
are Dodge Division of C hrysler Corp., 
the America Fore Loyalty Insurance 
Group, and the Goodyear Tire & Rubber 


reau in accordance with reasonable rules 
adopted by the bureau” Mr. Epes con- 
tinued, 


Advisory Organization Regulation 


‘The California, NAII and National 
ard bills, generally speaking, provide 
same type of regulation for advisory 
ranizations as does the All Industry 
which imposes considerably less 

gulation on such organizations than it 
loes on rating bureaus. The Kefauver 
bill would supervise advisory organiza- 
tions more extensively, making them sub- 
ject to regulation similar to that applied 
to rating bureaus 





Administration of Rate Regulatory Laws 


“Discussion of these proposed new 
model laws leads erpeaag A to the ques- 
tion: Is the type of law important, or is 
the administration of the law the only 
significant factor? ‘ 

“The view has been expressed by 
Commissioner McConnell of California 
that the All Industry law has. stifled 
competition, as contrasted with the pro- 
motion of competition on a sound finan- 
cial basis by the California law, and that 
the reason ‘is found in the law and not 
in the administration by the commis- 
sioners 











t y, it seems to me that a 
sound law is a_ necessary foundation 
upon which to build good administration. 
Without reviewing all of the underlying 
considerations, it also seems fair to 
conclude that good administration is 
equally necessary to effective and fair 
law enforcement.” 


Spackman President 
Of Loss Executives 


OTHER OFFICERS . ARE ELECTED 


Donovan, Gorman, = Pek and Aherne, 
Attorneys, Speakers at Annual Meet- 
ing; Hurricane Problems Discussed 


Ex xecutives Association 
elected Charles T. Spackman, secretary 
of the 
president for the 


st he Loss 


Reliance Insurance Co., as its 
coming year at its two 
day annual meeting and educational 
forum. Other officers elected are J. Lyle 
Beauchamp, general adjuster of the 
United States Fidelity and Guaranty, 
vice president; Peter J. Levins, secretary 
of the Aetna Life Affiliated Companies, 
secretary; W. Arthur Quick, general ad- 
juster of the Home, treasurer, and A. 
Miller Gifford, manager of the claim de- 
partment, Aetna Insurance Group, assist- 
ant secretary. 

Newly elected members of the execu- 
tive committee are Roger B. Jagley, 
secretary of The Travelers; William G. 
Bottimore, secretary of the Glens Falls 
Group, and John R. Willmott, secretary 
of the Agricultural Group. 

Principal speakers on the program 
were James B. Donovan, attorney, Wat- 
ters & Donovan, New York City; John 
P. Gorman, attorney, Clausen, Hirsh, 
Miller & Gorman, Chicago; Herbert P. 
Polk, attorney, Lowenstein, Pitcher, 
Spence, Hotchkiss, Amann & Parr, New 
York City, and John M. Aherne, attor- 
ney, Bigham, Englar, Jones & Houston, 
New York City. 

The first afternoon of the educational 
forum featured a discussion of problems 
arising out of Hurricane Donna, and new 
loss procedures for more prompt and 
efficient adjustment of future catastro- 
phies. Included on the panel were W. D. 
Swift, assistant general adjuster of Na- 
tional Board of Fire Underwriters; F. J. 
Welsh, secretary of General Adjustment 
Bureau; J. J. McGovern, assistant secre- 
tary of ‘committee on losses and adjust- 
ments of New York Board; and L. B. 
Hazzard, president of Nation: il Associa- 
tion of Independent Adjusters. Moder- 
ator was Mr. Beauchamp who is chair- 
man of the special Loss Executives As- 
sociation committee for Hurricane Don- 
na. Chairman of the program committee 
was George D. Vail, Jr, vice president 
of Corroon and Reynolds Group. 


5% of Standard Stock 
Exchanged for Reliance 


In connection with the exchange offer 
made to shareholders of Standard Acci- 
dent, which became effective as of May 
24, Kenneth B. Hatch, president of Re- 
liance Insurance Co., announces that over 
95% of Standard Accident shares have 
been exchanged, on a share for share 
basis. He simultaneously announces that 
the exchange offer has been extended to 
September 30 to enable remaining share- 
holders to tender their stock. 


Engineers Elect Officers 

Ladies Night and election of officers 
marked the June meeting of the Chesa- 
peake Chapter of the Society of Fire 
Protection Engineers, which was held in 
Washington, ‘D. C 

Officers for the coming year are: Car- 
roll E. Henkel, president; William J. 
Jaird, first vice president; John L. 
3ryan, second vice president; Alfred Du 
3rul, secretary-treasurer. 

Newly elected members of the board 
of directors are: Edward A. Schoolfield 
and Beorge Allebech. 

Mir. Henkel is manager of the engi- 
neering department at  Riggs-War- 
field-Roloson, Inc., Baltimore. Mr. 
Baird is an officer in the Maryland Sur- 
vey Bureau at Baltimore. Mr. Bryant is 
the head professor in the fire protection 
curriculum at the University of Mary- 
land, while Mr. Du Brul is a fire protec- 
tion engineer with the United States 
Coast Guard in Washington 
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Stuerwald New Assistant Manager 
Of National Board Arson Dept. 


John Stuerwald has been named as- 
sistant manager of the arson, theft and 
fraud department of the National Board 
Lewis A. Vincent, 
Stuer- 


of Fire Underwriters, 
general manager, announces. Mr. 
wald’s appointment was one of five pro- 
motions in the arson, theft and fraud 
department. 

Mr. Stuerwald had been supervisor of 
fire investigation for the Eastern and 
Southern states since 1958. He joined the 
National Board in 1950 as a special agent, 
serving the New York City and Albany- 
Troy, N. Y. area until four years ago. 
Mr. Stuerwald, 47 years old, 
of New York City, 


at Columbia University 


and a native 
received his education 
and Union Col- 
lege. 
Meyer and Coyle Advanced 
Gilbert H. 
special agent of inland marine investiga- 


Meyer is promoted to chief 


tion from his former post of supervisor 
of inland marine investigation, which he 
had held since joining the National Board 
in 1949. Mr. Meyer, 55 years old, was 
born in New York City. He is a graduate 
of Columbia College and Columbia Uni- 
versity Law School, and was admitied to 
the New York State Bar in 1933. Prior 
to joining the National Board he was a 
special agent for the Federal Bureau of 
Investigation for six years. Currently, 
Mr. Meyer is a judge of the police court 
of the Village of Kings Point, L. I. 

George J. Coyle is promoted to chief 
special agent supervising the southern 
states, from the position of special agent 
in Philadelphia. He joined the National 
Board in 1949 after service of ten years 
with the FBI. Born in Jersey City, N. fi. 
Mr Coyle is 46 years old and a graduate 
of Fordham University and the National 
University Law Scl 1001 in Washington, 
Dd. & 


Mullane and Germain 


Daniel P. Mullane, Jr., is promoted to 
chief special agent supervising New Eng 
land and the middle Atlantic states. He 
had been a special agent for the depart- 
ment in Rochester, N. Y. A native of 
New York City, Mr. Mullane is 40 years 
old and a graduate of the United States 
Merchant Marine Academy at Kings 
Point, N. ¥ and of Syracuse U niversity 
Prior to joining the National Board in 
1959, he was an FBI agent. 

Joseph R. Germain is advanced to ad- 
ministrative assistant from liaison super- 
visor, a post he had held since 1958. He 
joined the Board in 1947, and served as 





Royal-Globe Changes 


Royal-Globe Insurance Companies an- 
nounce the following changes in the 
central western territory: State Agent 
Norman A. Peterson has been transferred 
to the Milwaukee office from South 
3end, Ind. He succeeds William W. 
Ferguson who, at his own request, is 
being transferred to  Royal-Globe’s 
Pacific Coast department. 

State Agent M. Joseph Bergin suc- 
ceeds Mr. Peterson in the South Bend 
office. Mr. Bergin has been with the 
companies for more than 25 years. 


NYFIRO CLUB ELECTIONS 

John D. Rohrbeck has been elected 
president of the Twenty-Five Year Club 
— metropolitan area — New York Fire 
Insurance Rating Organization. The 
elections were held at the annual meet- 
ing and the following were also named: 
Lenore B. Morgan, first vice president; 
rances Rieder, second vice president; 


Alice Franklin, secretary and treasurer, 
and Edward M. Kaleda, sergeant-at- 
arms. 


special agent in Louisiana, Oklahoma, 
New York State, Pennsylvania, and Del- 
aware. A native of Worcester, Mass., he 
is 41 years old, and a graduate of Temple 
University. 

Messrs. Coyle and Mullane will super- 
vise extensive regional territories from 
headquarters in New York City. 


Mutual Companies Meet 


In New York October 1-4 
National 


Insurance 


meeting of the 
Mutual Com- 
panies has been scheduled for October 
1-4, at the Statler-Hilton Hotel 
York City. President W. T. James, Jr., 
of Irvington, Va., said that this will be 


The annual 
Association of 


in New 


the 65th convention held by the organiza- 
tion since its founding in 1895. 

This gathering of representatives from 
NAMIC’S 1,300 member mutual fire and 


casualty insurance companies provides a 
forum for many mutual groups including 
the Federation of Mutual Fire Insurance 
Companies, National Federation of 
Grange Mutual Insurance Companies, 
American Mutual Insurance Alliance 
Advertising-Sales Conference, Transpor- 
tation Insurance Rating Bureau, Mutual 
Loss Research Bureau, Mutual Insurance 
Council of Editors, as well as the five 
conference sections of NAMIC 

The three-day convention program will 
include reports of working committees, 
business-wide trends and developments, 
and fire and casualty insurance relations 
with the public. 
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known 
by the company 
he keeps 





The Continental Insurance Company * 
Niagara Fire Insurance Company . 
Milwaukee Insurance Company of Milwaukee, Wis. 
Seaboard Fire & Marine Insurance Company 


80 MAIDEN LANE, NEW YORK 38, NEW YORK 


Firemen’s Insurance Company of Newark, New Jersey . 
The Fidelity and Casualty Company of New York + 


Niagara Insurance Company (Bermuda) Limited 





Fidelity-Phenix Insurance Company 


National-Ben Franklin Insurance Company of Pittsburgh, Pa. 
e Commercial Insurance Company of Newark, N. J. 


e The Yorkshire Insurance Company of New York 
e — Royal General Insurance Company of Canada 
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Page 28 


The Eastern 


Underwriter 





June 23, 1961 





N. Y. Board Committee Appointments 


The New York Board of Fire Under- 
writers announces the following elec- 
tions of chairmen and vice chairmen of 
various committees: 


Committee on Finance: 
Bladen, vice president of the Aetna 
Insurance Company, has been re-elected 
chairman of the committee and a mem- 
ber of the board of directors. C. Lloyd 
Diaachar’. assistant vice president of 
Crum & Forster, has been re-elected 
vice chairman 

Committee on Fire Patrol: Leonard 
O'Neill, secretary of the Great Ameri- 
can nn Company, has been re- 
elected chairman and a member of the 
board of directors. John R. Barry, 
president of Corroon & Reynolds, Inc., 
has been re-elected vice chairman 


Adjust- 


Ashby E 


Committee on Losses and 
ents: J. P. McCormick, assistant U. S 
manager of the Royal-Globe Insurance 
Companies, has been re-elected ek 
man and a member of the board of di- 
rectors. F. G. Buswell, vice spain 


American Promotes Robie, 
Furhmann and Ramsden 


The American Insurance Co. has 
] anch Managers C. Lawrence 
George D Robie, and Ed- 





ward Ww 


Ramsden to resident vice presi- 

lents 
Mr. Fuhrmann has been branch man 
ager at Hartford f two years. He he 


gan with the American in 1940 and after 
supervisory duties in production and 
laims work at Albany and Syracuse 4 
vas named claim manager at Hartfor 
tion | held for 11 vears 
being promoted to branch manag 
Mr. Robie has been bran manage! 
since 1959 He joined The 
Amer rican in 1939 and served in under 
writing and production supervisory posi 
York ind at the Newark 
head office. He was transferred to Dal 
was pro 


1 
berore 


at Denver 


For the past year Mr. Ramsden 

ler e at Portland. oro 

‘ : tland, prior 

joining TI in 1959 he was 
resident vice nt at Portland, O 

- Gould & Gould, I He is 





urrently 


North America Launches 


Business Ad Series 

















Insurance Company of North America 
is launching its 196] business ad series 
vi } four-color, gatefold ads in 
r magazines. The new series 
s tell the company’s capacity 

to handle large and unusual 
al yuNtsS 

The first ad te tured the New York 
Yankees and ap iin Business Week, 
Newsweek, | S ‘Ne ws & World Report 
nd Nation’s Business in Mi ay. The re- 

ing ads, featuring ie Fairmont 
Hotel, lones & Laughl Steel Ce , Bor 

den’s Rand McNally, Kimberly-Clark, 

john Wanamaker and Grumman Air- 
e F Co., are scheduled ) pees one 

month, throughout the rest 1961. 

7? the companies in ad series 







are insured by the Philadelphia insur- 
ance firm. In addition to the ads INA’s 
public relations depart 
of its insureds in two company publica- 
tions—the “INA Fieldman,” a monthly 
magazine prepared for the company’s 
more than 20,000 independent agents; and 
the “INA World,” a bi-monthly maga- 
zine distributed the company’s 9,000 


1 1 1 » | 
employes throughout the free world 


ment tells the story 


J. GLENN CASE, SR., DIES 
J. Glenn Case Sr., 
Syracuse, N. Y., 


insurance agent of 
died June 13 at his home. 


of the Niagara Fire, has been re-elected 
vice chairman. 

Committee on Fire Prevention & Wa- 
ter Supply: John C. Weghorn, president 
of the John C. Weghorn Agency Inc., has 
been re-elected chairman of the com- 
mittee and a member of the board of 
directors. Claude S. Nunn, metropolitan 
manager of the Hartford Fire Insur- 
ance Group, has been re-elected vice- 
chairman 

Committee on Electricity: Raymond 
G. Shepard, vice president of the Re- 
liance, has been re-elected chairman of 
the committee on electricity and a mem- 
ber of the board. Wallace H. Cowan, 
secretary of the Glens Falls, has been 
re-elected vice chairman 

Committee on Public Relations: Albert 
E. Mezey, vice president of the Home 
Insurance Co., has been re-elected chair- 
man of the committee on public rela- 
tions and a member of the board. Fred 
Wrenn, manager of fire department, 
Chubb & Son, has been re-elected vice 
chairman of the committee 


Royal-Globe Changes 


In Pennsylvania Area 


Royal- Globe Insurance Companies an- 
nounced changes in Pennsylvania. Robert 
F. Lenihan, formerly state agent at Al- 
lentown, has been transferred to New 
York for administrative training. He has 
been with Royal-Globe since 1941 

Louis A, 
manager at 
Lenihan as 


Farber, formerly casualty 

Pittsburgh succeeds Mr. 
agent at Allentown 
Mr. Farber has been with the companies 
since 1925. John C. Bastian Jr., formerly 
casualty manager at Albany, becomes 
casualty manager at Pittsburgh. Mr 
Bastian has been with Royal-Globe since 
195] 

Royal-Globe will close its Williamsport 
field office effective July 1. Agents in 
that area will be serviced by the three 
surrounding field offices: Bradford, 
Harrisburg, and Wilkes-Barre. 


State 





OFFICE SPACE 
County Federal Buildings 
Modern, air conditioned, elevator buildings. 
Rockville Centre == 4400 sq. ft. 
Wanta 5500 sq. ft. 
Ss ae 





Wantagh Building ino “4 et each, basement. 
ROckville Centre 4-1600 











Roth Joins Travelers 
New Research Center 


TO DIRECT INDUSTRIAL WORK 





Roth Has Been Manager of Crop-Hail 
Insurance Actuarial Assn.; Center 
Formed Last November 


Richard J. Roth, manager of the Crop- 
Hail Insurance Actuarial Association, the 
national rating and statistical organiza- 
tion of stock companies for crop, hail 
and rain insurance, is leaving the 
ciation to become vice president of the 
Travelers Research Center, Inc., located 
in Hartford. Mr, Roth has directed the 
Crop-Hail Association since its founding 
in December, (1947, and will be succeeded 
by Philip ‘S. Brown, assistant manager. 

In his capacity at the Research Center, 
Mr. Roth will direct industrial activities 
of this newly formed organization. He 
will assist in broadening the center’s 
scope to cover a wider range of business 
and industrial research. 

The Travelers Research Center was 
formed as an independent, non-stock 
corporation in November, 1960, and now 
has a staff of approximately 50 profes- 
sional scientists and engineers and 45 
clerical and technical assistants. While 
in the past work at the center has pri- 
marily been concerned with the per- 
formance of research and development 
for the U. S. Government, increasing 
emphasis will now be placed on research 
and development for business, industry 
and local and regional government agen- 
cies. 


asso- 


Mr. Roth is a native of 
Ill. and was educated at 
University and 
f Technology. 


Evanston, 
Northwestern 
Massachusetts Institute 





























American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds Group 


92 William Street 
New York 38, N. Y. 























THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 


KANSAS CITY F. & M. CHANGES 


Fisk Vice President and Secretary; 
Kennedy, Financial V.P., Now Treas. 
And Director; Clarke Asst. Treas. 
The Kansas City Fire and Marine an- 
nounces several changes in the official 
staff. Charles F. Fisk, named a vice pres- 
ident in 1960, is elected to the additional 
post of secretary. Since 1930 he has been 
in charge of the accounting division of 
the company. In 1955 ‘the served as pres- 
ident of the midwest chapter of the In- 
surance Accounting and Statistical Asso- 

ciation. 

Hal Kennedy, financial vice president 
of the company since 1955, is also named 
treasurer and chairman of the finance 
committee, and elected a member of the 
board of directors. Mr. Kennedy joined 
the company in 1932 as manager of the 
investment department, and has served 
as assistant secretary and assistant treas- 
urer. He is a past president of the Kans- 
as City Society of Financial Analysts, 
past vice president and director of the Na- 
tional Federation of Financial Analysts 
Societies. 

3ryson Clarke, assistant secretary, is 
named to the additional post of assistant 
treasurer. He joined the company in 1940 
as an accounting statistician and was 
named assistant secretary in 1953. He is 
director for fire and casualty of the na- 
tional Insurance Accounting and Statis- 
tical Association, and an immediate past 
vice president of the midwest chapter. 


May Fire Losses Rise 

Estimated fire losses in the United 
States during May totaled $93,103,000, the 
National Board of Fire Underwriters re- 
ports. The May figure was 2.5% below 
the $95,486,000 for April of this year, and 
7.1% above the $86,940,000 for May, 1960, 
according to Lewis A. Vincent, NBFU's 
general manager. 

In the first five months of this year, 
the dollar value of property damaged or 
destroyed by fire was $531,669,000, an 
increase of 8.3% over the $491,142,000 for 
the like period of 1960. 


Hartford Fire Dividend 


A regular quarterly dividend of 2714 
cents a share on the capital stock of the 
Hartford Fire has been declared. Direc- 
tors met in the new $20-million Hartford 
3uilding in Chicago, headquarters of 
the Hartford Insurance Group’s Western 
department. It was the first time in the 
company’s 15l-year history that the 
board met away from Hartford where 
it was founded June 27, 1810. 

The dividend is payable July 1 to 
stockholders on record at the close June 
19. 


VA. HEARING POSTPONED 

A Virginia Advisory Legislative Coun- 
cial committee studying the advisability 
of the state becoming a self-insurer of 
state buildings announce that the public 
hearing set for June 21 had been can- 
celed. Del. C. W. Cleaton of Mecklen- 
burg, committee chairman, said the hear- 
ing was called off at the request of Rich- 
ard Smith, executive secretary and gen- 
eral counsel of the Virginia Association 
of Insurance Agents. Another hearing 
date will be set in July. 
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Muth Defends Barrett-Russo Law 
Operation Results in New York 


The New 


Insurance 


York State Association of 
Agents has taken issue with 
the remarks made by Kenneth O. Smith, 
manager of the New York Fire Insur- 
ance Rating Organization, when speak- 


ing at the Syracuse convention of the 
association, he stated that the Barrett- 
Russo Law was “an important factor” 


in the disapproval by the New York De- 
partment of the Public and Institutional 
Property ‘Plan. 

Raymond A. Muth of Newark, N. Y.. 
president of the New York State Asso- 
ciation, says that if this is so, then the 
agents of New York State have accom- 
plished their purpose with the passage 
of the “Freedom of Contract Bill,” the 
purpose being to prevent the establish- 
ing of a commission by means of rate 
filing. 

Using Mir. Smith’s figures for expense 
of 2Y%% (exclusive of loss adjustment 
expenses) and comparing this with the 
1959 figure for the overall expenses of 
the stock companies (exclusive of the 
loss adjustment expense) for this class 
of business which was 44.8%, Mr. Muth 
says it is difficult to see nl the com- 
panies could contemplate paying any 
more than 15% commission on the Pub- 
lic and Institutional Property Plan. 
Keeping in mind that the plan itself pro- 
vides for a considerable rate reduction 
on all eligible schools, at least 25%, it is 
not difficult for any agent to figure how 
little he may lose by not having the plan 
approved. More interesting still is the 
position of the agent now receiving his 
regular 25% commission on an eligible 
school who would be faced with a drop 


in commission plus the considerable rate 
reduction applying to the risk under the 
new form, 


New Homeowners in New York 


“It is doubtless true that the reason 
we do not have the “new new” Home- 
owners in New York State is also due to 
our Freedom of Contract Law. Every 
member of our association has many 
thousands of dollars of Homeowners 
business on his books and each $3,000 
of that business is now producing $750 
in commissions at 25%. We know from 
experience in other states that when 
“the new new” Homeowners was ap- 
proved a typical change was from a $250 
premium at 25% to a $190 premium at 
20% which involves a loss in commission 
dollars of $24.50 or approximately 40% 
Therefore, without the Barrett-Russo 
Law our agents would be realizing $450 
instead of $750 on his Homeowners busi- 
ness or a loss of $300 for each $3,000 in 
Homeowners premiums. 

“Our Freedom of Contract Law has 
then saved our agents 10% on their total 
Homeowners volume and it has further 
prevented P.1.P. in its present form from 
costing an agent several hundred dollars 
in the handling of a large eligible school 
risk. 

“By attacking this law and blz uming it 
for defeating a desired advance in insur- 
ance coverage, it appears that our prin- 
cipals are attempting to discredit the 
value of this legislation to our member- 
ship. The truth is that there is no rea- 
son why the Public and Institutional 
Property Form cannot be approved in 
New York State if the companies want 
it approved. Agents are tired of having 
their economic lot in life established by 


MUNICH 
REINSURANCE 
COMPANY 


, UNIFEO STATES BRANCH 





a rate filing instead of on the basis of 


private contract. When a rate is re- 
duced the agents automatically share 
their proportion of that reduction. About 
this they have never complained. They 


do complain about taking a smaller per- 
centage of a reduced rate and having 
this percentage determined not by con- 
tract but by a decree which is based on 
a lower expense factor in the filed rate. 
All this the Barrett-Russo Law has pre- 
vented and rightly so.” 


Elected President of 


N. Y. Insurance Women 





LUCYLLE D. McDERMOTT 


The annual dinner meeting and instal- 
lation of officers of the Insurance Women 
of New York took place in the exec- 
utive dining suite of the America-Fore 
Group at 80 Maiden Lane. At a color- 
ful candle-lighting service, the following 
new officers were installed: Lucylle D. 
McDermott, president; Grace Brenner, 
vice president; Marion F. Meyler, rec- 
ording secretary; Helen Winge, cor- 
responding secretary; Jeanne M. Revi- 
elle, treasurer ; Lydia Hoffman, historian, 
and three board members—June Ferris, 
Sue McDermott and Eleanor M. Pauls- 
dorf. 

For 10 years, Mrs. McDermott 
been associated with Herbert L. 
& Co., insurance brokers and 
where she is secretary to Mr. 
Prior to her present position 
secretary to the late E. L. 
who was then president of 
ance Executives Association. 


has 

Jamison 
advi 1sors, 
Jamison. 
she was 
Williams 


the Insur- 


Before her election to the presidency, 
Mrs. McDermott had served the New 
York club as vice president and also as 
program chairman and executive board 
member. A graduate of Girls Commercial 
High School, Mrs. McDermott also at- 
tended Pratt Institute. 

Mrs. McDermott succeeds Evelyn M. 
Buehler who served as president for the 
preceding two years. At the dinner fol- 
lowing the annual meeting, Miss Buehler 
was presented with a Zenith clock radio. 


Crum & Forster Acquires 
Floyd West & Co. Dallas 


Crum & Forster, New York, has ac- 
quired ownership of Floyd West & Com- 
pany of Dallas, Texas, by exchange of 
stock. William C. Ridgway, Jr., presi- 
dent of Crum & Forster, announced that 
all the capital stock of the Dallas cor- 
poration is now owned by Crum & For- 
ster. He stated the transaction was an 
important further step in an expansion 
program of the Crum & Forster Group. 

Floyd West & Co., 62 years old, 
of the largest general agencies and pro- 
duces, through local agencies, the larg- 
est volume of property and casualty in- 
surance in Texas. This new member of 
the corporate family of Crum & Forster 
will be the manager of a newly-created 
Texas department, supervising activities 
of the Crum & Forster Group in Texas. 
Headquarters will be the present _loca- 
tion of Floyd West & Co. in Dallas. 
That office and 17 other of its service 
offices in the state employ a staff of 475. 


1s one 





New Hampshire Moves 
Philadelphia Branch 
The New Hampshire Group is moving 
its Philadelphia branch office to enlarged 


quarters in a new, modern office build- 
ing at 8045 Westchester Pike, Upper 
Darby, Pa. The New Hampshire Group 


handles all of its Pennsylvania and 


southern New Jersey business from this 
busi- 


and the 


office as well as the inland marine 
for Maryland, 


District of 


ness Delaware, 


Columbia. 
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“Big Difference” in Loss Service 


The Big Difference theme of the Na 
Associatior f Insurance Agents 
prog 1961 is making an ex 
t ny] lly | t p ) 
Arc » s f Nasht N.H 1 
S S NAIA eader in 
sing In ilk at 
5 e School of the 
\I Ss Se S Ass 1 he l 1 
S \ Ss S¢ Ss in An erst 


today’s 
Minute Man 


..at the Middlesex Mutual and 
Lynn Mutual Companies serves 
progressive Agents by providing 
prompt, dependable attention 
to their clients’ needs. This 
traditional concept of service 
continues to prove an effective 
formula for Agency growth 134 
years after the founding of the 
“Minute Man Companies.” Com- 
bined with modern Minute Man 
coverages, it is helping an increas- 
ing number of Agents to build 
more profitable businesses today. 


“The 


Minute Man a 7 
Companies’ > 


MIUDDIESEX MUTUAL 
LYNN MUIVAL» 


Fire Insurance Companies 
CONCORD, MASSACHUSETTS 





Big (Difference theme grew 
public 
opinion by Doremus & Co., of New York, 
advertising counsel for NAIA 

“The questionnaires 
1959 


said that the 


out of continuous sampling of 


were col- 
pointed to the 
“Different people 
in liccent ways. All 


which 
lected in actually 
1961 theme!” He said 


said the same thing 


boiled down, they said that the continu- 
ing interest of 
the big difference 


“NATA’s 1961 
the public what the 


the independent agent is 
there tore, tells 
public told us. Th« 


independent agent’s position immediately 


ad theme 5 


after a loss is altogether different from 


the position of the captive agent. Cap 


tive agents have told me on more than 





ARCHIE 


SLAWSBY 


one occasion that they under 


Managers 


operate 
strict instructions from their 
to avoid policyholders after a loss has 
been reported 
“Captive agents are reminded that ¢] 

company has a splendid loss department 
facility, whose function it is to determin 
what the loss is. They are told that your 
job is to sell 


Service After a Loss 


“The independent agent’s continuing 


interest in his policyholder is especially 


in evidence after a loss. Our own agen 
cy’s policy is to have an agency repre- 
sentative present at all first party adjust- 
ments. Our representative ts, in almost 


every single instance, usually the sales- 
man who cultivated and sold the ac 
count. His function at the time of loss is 


to assist the policyholder in getting his 
loss settled This. we consider, is a serv- 
ice which our policyholders pay for when 
they buy their insurance from us 

“Because our sales and service repre- 
sentatives are expected to be with the 
insured at and after every loss, we are 
impressed with the fact that we must 
do a thorough job in analyzing our pol 
icyholder’s needs. If we don’t make the 
best possible analysis, we are 
have to face an irate and disappointed 
policyholder after the loss and during 
and after the loss adjustment 


going to 


“This same procedure, of having our 
accounts man present at the loss adjust- 
ment, provides another safeguard. Our 
underwriters take second and third looks, 
they ask lots of questions of our produ- 
cers to make sure that the 
which they have 


coverage 
prescribed will do the 


best possible iob of covering the policy- 
holder’s exposures 
Policyholder Satisfaction 
“We do not walk away from or around 


after a customer has entrusted us 
with the handling of his insurance future. 
We believe that the motivating objective 


a loss 








EMIL PANGAL 





Emil Will & Happy lo aoe You 


AT HIS FINE RESTAURANTS 


23 PARK — 
Neor Ana St., 
Phone: WOrth Pe 514 
Diners Club, American Express, Hilton Carte Blanche 
Private Room for Luncheon and Dinner Parties 


213 PEARL ahi 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 








Four Are Advanced 

By Hawkeye-Security 
Hawk 
United 


including ap 


Four executive promotions in 


eye-Security Insurance Co, and 
Security Insurance Co., 


pointment of L. T, Braucht, Jr., as head 


a newly creaied sales and advertising 


division, are announced. Hawkeye-Sc 
curity and United Security are members 
of the insurance group of Financial ‘Gen 
eral Corporation 

Mr. Braucht formerly served as sales 
manager of United Security. In his new 
position Mr. Braucht is responsible for 


national advertising programs of ithe 


fire and casualty operation and the de- 
velopment and direction of the sales pro 
gram for agents and district agency 
supervisors 

executive 


In other appointments, Le¢ 


Inhofe, automobile underwriter for two 
years, has been named assistant chief of 
division 


the automobile underwriting 


Clayton Lyon, who served in the fire 
claim division for five named 
chief of the division 

Ernest Hood, former chief casualty 
underwriter of the Springfield, Ill, re 
gional office, is appo'nted regional un- 
derwriting manager of the 


years, is 


same. oftice 


HANOVER NAMES CHAMBLEE 

Appointment of James B,. Chamblee as 
state agent is announced by the Han- 
yer Insurance Group. He will travel 
east Tennessee from The Hanover’s of- 
fices in Knoxville. 


agent's scheme of 
satisfaction. This 
a reasonable one. It is 


in the independent 
things is policyholder 
Interpretation 1s 


in part based upon the fact that the 
independent agent receives the same 
rates ~e" commission for renewal busi- 


> does on new business. 

“The rt mon which permeates the 
captive agent’s operation, on the other 
hand has its emphasis on selling. The 
captive or exclusive company agent usu- 
ally gets twice as much (or more) on his 
first sale as he does on the renewals 
which his company retains. Under this 
arrangement, if two of his policyholders 
are unhappy because of callous treat- 
ment after a loss and choose to take 
their business elsewhere, the captive agent 
has but to sell one new customer to be 
in the same place financially for his fiscal 
year that he would have been in if both 
original policyholders had renewed! 

“Inasmuch as renewals are, to us, more 
important than ‘first’ sales we, as inde 
pendent agents, must do all that is with- 
in our power to satisfy our policyholders. 

“The independent agent makes a real 

and creative contribution to insurance 
distribution. By representing more than 
one company he is usually in a position 
to express his opinions economically on 
the coverages and forms which organiza- 
tions and companies provide him with. 
He does this by channeling the business 
which he sells into those markets which 
he feels will serve his policyholder first 
and best. 

“The independent producer wants, the 
independent producer needs the renewal 


ness as 


business of every reasonable policy- 
holder. The independent producer is not 
paid, in our interpretation - things, to 


sell, sell, SELL. 
to serve, serve, 


As we see 


, he is paid 
SERV EY 


Preferred Names Stout 
Edward C. 
production 


\ppointment of Stout as 


assistant manager of Pre- 
ferred Insurance Co. of Grand Rapids, 
Mich., is Stout 
to Preferred from Akron, Ohio, where he 


announced. Mr. went 


was vice president of J. Gordon Gaines, 
Inc., national underwriters and brokers. 

Mr. Stout is well known nationally 
imong insurance ——- - an under- 
writing consultant iy has been instru- 
mental in the growth of fleet supervisor 
schools sponsored by the National Safety 
Council. He is a lecturer at Akron Uni- 
versity and also Western Reserve Uni- 
ersity at Cleveland, on problems in the 
transportation industry. 


Texas Assn. Elects 
Harold M. Grant, vice 
Phoenix Insurance Co. of Hartford, has 
been elected chairman of the executive 
committee of the Texas Insurance Ad- 


president, 


visory Association. Other officers elected 
at the meeting of the executive com- 
mittee include: Raymond S. Mauk, vice 


president, American General, vice chair- 
man; Ben Lee Boyton, vice president, 
Continental, the new secretary; and Fred 
D. Watkins, vice president, Aetna, 
will be treasurer. 

Messrs. Grant and Watkins are located 
in Hartford, Mr. Mauk, in Houston, and 
Mr. Boyton in Dallas. 


who 


FIREMAN’S FUND DIVIDEND 

The Fireman’s Fund has declared a 
quarterly dividend of 50¢ a share. pay- 
able July 17 to stock of record June 28. 


Through the years since 1799- 


agents have been pleased 


friendly cooperation 
idence Washington 


You do well when you sell 


PROVIDENCE 
WASHINGTON 


THE COMPANY WITH 
QUALITY + INTEGRITY * FRIENDLINESS 
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Bright Future Seen 
For Company Fieldmen 


PEACOCK AT FIELD MEETING 


Sees Special Agents as Translators of 
Home Office Ideas in Promotion Cam- 
paigns for Local Agents 


Insurance company field representa- 
tives tripled their average production per 
man during the period 1930 to 1959, and 
they will assume an even greater role in 
the industry as the nation’s economy con- 
tinues to expand. This prediction was 


made by George C. Peacock, vice presi- 


dent of Agricultural Insurance Co., at the 





GEORGE C. PEACOCK 


annual eastern regional public relations 
field conference sponsored by the Insur- 
ance Information Institute. 

Looking back Mr. Peacock said: “Dur- 
ing the 1930's about 5,000-6,000 field- 
men helped produce written premiums 
totaling $7,355,000,000 on all classes of 
capital stock insurance. During the 
1940’s, with increased and inflated values 
and exposures, premiums doubled to $15,- 


400,000,000 for the period. But from 
1950 through 1959, an estimatel 18,000- 
20,000 capital stock fieldmen helped 


produce written premiums aggregating 


$72,500,000,000—ten times those of the 
1940's. 

“As you assist in producing three 
times as much as your predecessors, 


you are more important to the industry. 
Your historic accomplishments prophesy 
your future prospects and your all around 
functions will increase as your companies 
expand.” 

Mr. Peacock described the fieldmen 
as the architects of the American Agency 
System and said that it is logical to ex- 
pect that they will continue to provide 
the most effective influence for revital- 
izing, updating and preparing for the 
future. 

Turning to new developments in the 
industry, Mr. Peacock said: “Multiple- 
line underwriting has added new chal- 
lenges to field careers—and more can 
be expected.” He said that sooner or 
later, the industry may succeed in re- 
moving “prior approval” requirements 
from rate regulatory laws. 

Looking at the future, he said field- 
men will be most valuable as translators 
of home office ideas into individual pro- 
motion campaigns for agents and for 
“listening post” activities. Home offices 
will need guidance from the field, he 
continued, and fieldmen probably will 
be asked to conduct and report back 
on pilot studies of merchandising cam- 
paigns. 

“The day of armchair, telephone, or 
wait-for-the-renewal selling is over for 
those who want to survive,” Mr. Pea- 
cock declared. The fieldmen, he added, 
are the companies’ “best hope for exer- 


cising the degree of control needed for 
development of profitable operations.” 


PR Role of Fieldmen 


The activities of fieldmen also were 
linked closely with the public relations 
efforts of the property and casualty in- 
surance business. “Creating a sound pub- 
lic impression of the casualty insurance 
business has been and will continue to 
be one of your important activities,” 
Mr. Peacock told the fieldmen. “By 
virtue of your daily contacts you are 
better situated than most other members 
of our industry to do it effectively.” 

Also addressing the session were 


That’s America’s theme song today — Go, Go 


Frederick W. Doremus, assistant general 
manager of Inter-Regional Insurance Con- 
ference, who discussed new developments 
in package policies; William Gillam, 
manager of the reasearch division of the 
National Bureau of Casualty Under- 
writers, who reviewed new developments 
in automobile coverages, and J. Ray- 
mond Berry, general counsel of the Na- 
tional Board of Fire Underwriters, who 
outlined proposed changes in rate regula- 
tory laws. 

Robert G. McKay, assistant manager 
of LI.I., presided at the meeting. J. Car- 
roll Bateman, general manager of the 
Institute, also spoke. 





SOS sts 


sia a de i ails 


, Go. Why not have people go to you before they 


Va. Rate Bureau Elects 


E. Stanley Broach of Norfolk, state 
agent for the Royal, was elected chair- 
man of the executive committee of the 
Virginia Insurance Rating Bureau at its 
annual meeting in Richmond. Mr 
Broach succeeds Harry Atkinson of 
Richmond, who represents the Glens 
Falls. 

Also elected were Lindsey Moore of 
Richmond, state agent for the Crum & 
Forster Group, vice chairman, and W 
Andrew Sale and William B. Tobin, both 
of Richmond, members of the executive 
committee. 






go away? Travel Accident Baggage gives you the perfect excuse to keep in touch with your 
accounts every year. It’s fast. It’s easy. And it can very often lead to other business that you 
might have missed. Make sure your next mailing carries an Aetna T.A.B. folder. You'll be 
pleased with the plus business that comes your way. 
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Proven Symbols of Professional Service 


AETNA INSURANCE COMPANY 


e HARTFORD 15, CONNECTICUT 
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Modern Processing of New Policies 
To Change Agent’s Office Routine 


Incorporation of 
eatures in new package policies utilizing 
ae ‘rn electronic processing equipment 


important economy 


makes it vital for agents to reappraise 
their present office routine. This advice 
to producers was advanced by Thomas 
J. McKernan, CPCU, at the Second Na- 
tional Advanced Management Institute 
held at Ohio — University under the 
sponsorship of the National Association 
of Insurance Agents and the Ohio Asso- 
ciation. 

r. McKernan, who is assistant secre- 
tary of the National Automobile Under- 
writers Association, analyzed the effect 
of new package policies on the agents’ 
office operations 

“The procedures for the processing of 
new automobile and other package pol- 
icies have been arranged and designed 
to minimize work for the producer, 
eliminate bookkeeping and time-consum- 
ing policy changes,” he stated. “Renewal 
details are handled by electronic process- 
ing equipment. A review of the present 
office routine will disclose that many 
records now maintained become less im- 
portant or can be eliminated entirely i 
connection with these package programs.” 


Reduce Record Keeping 


Considering the question of physical 
planning or rearrangement of an agency 


Mr. McKernan said: 


De Seiaii oO Brien, “om 
Honored by Phoenix Assur. 


The well known ‘De Mattia-O’Brien, 
Inc., insurance and real estate agency of 
Clifton, N. J., has completed 35 years of 
representation of the Phoenix Assur- 
ance Group. The occasion was marked 
by a special citation and gift of a beauti- 
ful plant from the company. William 
O’Brien has been secretary of the agency 
over this span of years. Mr. O’Brien was 
also formerly secretary of the New Jer- 
sey Association of Insurance Agents and 
likewise editor of “The New Jersey 
Agent.” 


othce 


AD AGENCY APPOINTED 

S. M. Simon, president of the St. 
Lawrence Group of Chicago announces 
that as of June 1 all advertising and pub- 
lic + senarang will be under the direction 
of Marvin L. Isaacson Advertising, Inc. 
An conte Lee program is being for- 
mulated by the agency and the St. Law- 
rence Insurance Group embodying the 
extensive use of newspaper, magazine 
and direct mail 


“This, based upon an analysis of the 
work flow study and job analysis, may, 
with certain minor alterations, produce 


a finished picture that may look as trim 
and logical as a machine, On the other 
hand, it may well reveal a surprising 
state of disorder, unnecessary complex- 
ity, duplication of effort, wasted space 
and wasted steps. If the latter is what's 
happening in the agency, office, the dia- 
gram will bring it sharply into focus. 

“In planning the rearrangement of an 
office, agents should not stick to inflex- 
ible standard sizes and shapes of con- 
ventional desks and furniture. Modern 
office equipment is so constructed as to 
fill the need of virtually any combina- 
tion to suit the particular space or work 
area. Illustrated catalogues of modern 
office furniture and equipment, with full 
details on their function and dimensions, 
are available free from many manufac- 
turers of such equipment. Agents should 
not cling to dead systems and practices 
that have become outmoded. They 
should condition themselves to the rapid 


changes that are now taking place in 
methods of merchandising. 
“These studies of agency operation 


are not going to be of value unless there 
is some way of applying the analysis in 
in order to produce a remedy. The an- 
swer is that there are several remedies 
to be taken, singly or together. It is 
vital that the agent maintain his present 
system in order to handle the conven- 
tional, personal and commercial policies 


now issued through his office. 


Reduce Record Keeping 


“It is obvious that the 
plans will reduce record keeping. The 
invoice and collection statements are no 
longer necesary, since the plans call for 
the premium with the application for in- 
surance. An agent will now only need 
a three-part multiple form, an expiration 
record, and a record of the gross pre- 
mium written each month (with the 
commissions earned on them.) Since 
these will be internal office records, the 
amount of commission and the net due 
the company can be typed directly on 
the form. The agent will also need an 
insured’s line copy. 


“The 


economy type 


would be filed 
company name 
statement re- 


expiration 
with others under the 

and checked against the 
ceived from the company at the end of 
the month. It may be wise to indicate 
by some special marking on these forms 
what they are. Under this plan, check- 
ing is made easier and the agency has 


copy 


WEGHORN 
IS AHEAD OF 
THE FIELD 


We Land the Marines! Seven Inland Marine Com- 
panies are allied with Weghorn . . . to help you land 
more marine business. Another way Weghorn builds 
better business for brokers. 


John C. Weghorn Agency, Inc. 
102 Maiden Lane, N. Y. 5, N. Y. DI 4-8420 





NAIA Backs Bill to Bar 
Auto Firms Selling Ins. 


The National Association of Insurance 
Agents has registered support of H. R. 
71 which proposes to supplement the 
antitrust laws of the U. S. against 
restraint of trade or commerce by pre- 
venting manufacturers of motor vehicles 
from financing and insuring the sale of 
their products. NAIA President Porter 
Ellis, CPCU, in a letter to Rep. Emanuel 
Celler (D., N. Y.) chairman, Subcommit- 
tee +5, Committee on the Judiciary of 
the U. S. House of Representatives, 
presented the association’s views and 
explained the organization of the NATA, 
which is comprised of independent local 
businessmen located in almost every 
town and city throughout the country, 
representing approximately 100,000 in- 
dividuals associated with the member 
agencies. 

Since they specialize in the production 
and servicing of policies of fire, casyalty, 
surety, marine and all other lines: of 
gener ral insurance, Mr. Ellis wrote, ‘“the 
members of this organization are espe- 
cially concerned with ‘maintaining free 
and open competition in automobile in- 
surance, as well as in all other fields of 
insurance.” 


In our 56th year 


JOSEPH 
GOLUB 
AGENCY 


INSURANCE 
UNDERWRITERS 


130 WILLIAM ST., NEW YORK 38 
BEekman 3-5650 


Serving Our Brokers for 
over Half a Century 


Ad Workshop at NAIA Convention 


An advertising workshop, presided over 
by Joe E Vincent, CPCU, Bryan, Texas, 
NAIA advertising committee chairman, 
will be featured at the 65th annual meet- 
ing of the National Association of In- 
surance Agents set for September 24-27, 
Dallas, Texas. 

Other program highlights previously 
announced include a full-day seminar of 
insurance workshops; Victor Riesel, syn- 
dicated labor columnist, who will ad- 
dress the opening general session; a 
sales creativity seminar to be conducted 
by G. Herbert True; and a meet-the- 
press panel of industry leaders which 
will informally kick-off the meeting on 
Sunday afternoon, September 24. A get- 
acquainted buffet for all registrants will 
be held on Sunday evening, and Warren 
Covington and the Tommy Dorsey Or- 
chestra will supply the music and enter- 
tainment at the Presidential Ball on 
Tuesday evening. 

The advertising workshop, scheduled 
for Monday afternoon, September 25, 
will show the 1962 national advertising 
program film and be the unveiling of the 
much-heralded CAPE plan. The latter 
is the popular abbreviation for “Coor- 
dinated Advertising Planned Endeavor,” 
the goal of which i is to channel a portion 
of the agents’ and companies’ advertis- 





no collection problem. Of course, an 
agency can set up a separate account- 
ing and record keeping system for these 
package plans. However, the integra- 
tion of this information with the office’s 
established records, is desirable.” 


ing efforts into a coordinated endeavor. 

During this session the Bowen Public 
Relations Award will be presented to the 
state association, excluding the Ohio As- 
sociation which sponsors the annual 
award, which has contributed the most 
to improving the public understanding of 
the American Agency System and the in- 
surance industry generally. 

Among exhibits that will be displayed 
during the convention will be, again for 
the second year, an exhibit by the Presi- 
dent’s Committee on Employment of the 
Physically Handicapped. Victor Riesel, 
NAIA convention headliner, who was 
permanently blinded as a result of an 
acid-throwing attack, was recently ap- 
pointed by President Kennedy vice chair- 
man of this committee. 


An educational luncheon is scheduled 
for Monday, September 26, with I. A. 
Rosenbaum, Jr., Meridian, Miss., NAIA 
educational committee chairman, presid- 
ing. Dr. Edwin S. Overman, CPCU, of 
the Insurance Institute of America will 
speak at this function. 

During the Monday morning session 
the state association most active and ef- 
fective in fire safety efforts will be 
awarded the Inter-State Fire Safety Tro- 
phy, presented annually by the National 
Board of Fire Underwriters. Second and 
third place certificates will also be 
awarded. Local boards, winners selected 
from several population brackets, will re- 
ceive NAIA Fire Safety Awards in the 
form of attractive plaques. 

Also on Monday morning the state as- 
(Continued on Page 33) 
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Atlantic Cos. Promote Marshall, 
Trowbridge, Calvert and Jones 


Several staff changes are announced 


by Miles F. 
Atlantic Companies 
and Centennial) : 

George M. Marshall is named marine 
secretary of the companies at the home 
office in New York City. He will super- 
vise ocean cargo business and will co- 
ordinate administrative functions of the 
ocean marine department. 

Edward K. Trowbridge is now marine 
manager in charge of ocean marine oper- 
ations of the Midwest division. He suc- 
ceeds Mr. Marshall. 

Richard H. Calvert becomes inland 
marine supervisor in Philadelphia, re- 
sponsible for inland marine and multiple 
line business. 

George A. 
pervisor for the 
responsible for ocean cargo, 
yachts. 

Mr. Marshall joined Atlantic in New 


York, president of the 
(Atlantic Mutual 


Jones is named marine su- 
Philadelphia office, 


hulls and 


York in 1946 as a trainee in the ocean 
cargo department and became an as- 
sistant secretary of the companies in 
1958. JHe has been marine manager 
of the Midwest division in Chicago since 
1955. Prior to joining Atlantic, Mr. 
Marshall had long experience at sea, 
beginning as a deck cadet in the Mer- 
chant Marine and progressing to com- 
mand of vessels of the American Export 
Lines. 

Mr. Trowbridge joined Atlantic in 1952 
and has been serving as marine manager 
in the Philadelphia office. During this 
time he won several awards while com- 
pleting a course in the School of Ac- 
counts and Finances at the University of 
Pennsylvania. 

Mr. Calvert has been with Atlantic 
for five years, serving in the home of- 
fice, in Baltimore and most recently in 
Philadelphia. Mr. Jones joined Atlantic 
in New York in 1957. He has been a 
cargo underwriter in the home office. 





Alex Kennel Promoted 


Alexander Kennel has been promoted 
to fire and marine manager and trans- 
ferred to the American Insurance 
Group’s Nashville branch office. He suc- 
ceeds Edward F. Ketterer, who is assum- 
ing important fire underwriting duties in 
the company’s head office at Newark, 
Nix j 


Mr. Kennel has 36 years’ experience 
in underwriting with both insurance com- 
panies and agencies. He joined the 
American in 1948 as an underwriter in 
New York, and in 1959 was advanced 
to underwriting supervisor. 


Millers National Bldg. 


Millers National announces start of 
construction on a multi-million 10 story 
office building at 29 North Wacker Drive, 
Chicago and according to John O. Giles, 
chairman, it will be named the Masonite 
Building for its largest term tenant. 
This building will be the home office 
for the insurance company and its sub- 
sidiary Illinois Insurance Co. 


AVIATION MANAGERS IN DEL. 


Aviation Insurance Managers filed a 
charter of incorporation with the cor- 
poration department of the Secretary 
of State’s office in Dover, Del. Author- 
ized capital stock of the firm is 100 
shares of stock, no par value. Corpora- 
tion Trust Co., Wilmington, is serving 
as the principal office. 


NAIA Convention 


(Continued from Page 32) 


sociation promoting the most effective 
state-wide accident prevention program 
will be presented with the Highway 
Safety Award. Local boards, winners se- 
lected from six population brackets, will 
receive highway safety award certificates. 
The new L. P. McCord Education Tro- 
phy, sponsored by the Florida Associa- 
tion, will be unveiled at the convention 
during the Monday morning session 
when it is presented to the state associa- 
tion which during the preceding year has 
provided its membership with the best 
opportunity to broaden their knowledge 
of the insurance profession. 


Aircraft Financing Manual 


The American Mercury Insurance Co. 
of Washington, D. C., aviation insurance 
writers, has just completed publication 
of a detailed working manual on the 
financing of new and _ used _ aircraft. 
Banking sources report that the manual 
—researched and developed over a two- 
year period—is the first known publica- 
tion of its type to appear in the growing 
aircraft financing field. 

The American Mercury aircraft financ- 
ing manual is available to lending insti- 
tutions throughout the United States as 
a service aimed at acquainting them with 
the growing demand for private, business 
and commercial aircraft financing. 


AUTO COLLISION DISCOUNT 


10% Reduction in North Carolina For 
Majority of Car Owners Under “Safe 
Driver” Rating Plan 





Collision insurance rates for private 
passenger cars would be reduced for the 
majority of North Carolina automobile 
owners under a “safe driver” rating plan 
proposed June 20. The new plan, which 
would cut collision rates 10% for safe 
drivers, was submitted to Insurance Com- 
missioner Charles F. Gold by the North 
Carolina Fire Insurance Rating Bureau. 
It is estimated that about 77% of North 
Carolina’s motorists would qualify for 
the “safe driver” reductions. 


The Bureau also proposed revisions in 
basic premiums for collision 
on private passenger cars. 
result in small reductions in collision 
premiums for most makes of automo- 
biles, including the popular priced cars. 
However, there would be increases in col- 
lision rates for the expensive models. 
The over-all effect of these changes 
would be 0.9% increase for $50 deductible 
collision and 0.5% increase for $100 de- 
ductible collision policies. Rates for com- 
prehensive insurance — covering such 
perils as fire, theft and glass damage — 
remain the same. 

The proposed revision also calls for re- 
ductions ranging from 5.6% to 11.6% in 
comprehensive insurance rates for com- 
mercial vehicles. The “safe driver’ plan 
does not apply ‘to commercial vehicles. 

The North Carolina Rate Administra- 
tive Office recently requested an 18.7% 
increase in automobile liability insur- 
ance rates for private passenger cars, 
but did not propose a plan under which 
safe drivers would receive premium dis- 
counts. 


insurance 
These would 


The Insurance Commissioner also will 
be asked to approve the safe driver plan 
discount for automobile liability insur- 
ance, according to William Leslie, Jr., 
general manager of the National Bureau 
of Casualty Underwriters. Mr. Leslie 
said this proposal will be made either by 
the North Carolina Rate Administrative 


Office, or separately by the member and 
subscriber companies of the NBCU. 
“Safe Driver” plans are currently ef- 
a in 38 states and Washington, 
i os 





Wm. H. McGee 
& Co., Inc. 


MARINE UNDERWRITERS 


111 John Street, New York 36, N.Y. 
Baltimore New Orleans 
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Chicago San Francisco 
Columbus, O. Seattle 
Dallas Toronto 
Detroit Montreal 
Houston Porto Rico 
Jacksonville Honolulu 
los Angeles Trinidad B.W.1. 
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MANUFACTURERS OUTPUT 4 


cand similar covers 








McGee Transfers Creber 
To N. Y. as Vice President 


Kenneth J. Creber has been transferred 
from Toronto to the New York office of 
Wm. H. McGee & Co., Inc. where 
been elected a director and vice 
dent and secretary. He was manager of 
Wm. H. McGee & Co. of Canada, Ltd. 
and continues his position as executive 
vice president of 


he has 
presi- 


that company. He is 
the immediate past president of the Ca- 
nadian Board of Marine Underwriters, 
chairman of the St. 
Seaway Study Group of the International 
Union of Marine Insurance. 


and is Lawrence 


Before joining McGee of Canada 15 
years ago, Mr. Creber was with a Mon- 
treal insurance brokerage firm, and was 
in the Canadian Army for five years 
during World War II attaining the rank 
of major. 

Roswell W. Chamberlain has 
—— a vice president. Mr. Chamber- 
lain has been with McGee for 26 years 
in Chis ago and the New York offices and 
is now in New York. 


been 
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BROWN URGES RESPONSIBILITY 


IIHS President Says Driver Educators 
Must Play Major Part in Reducing 
Accidents 
Driver educators must carry a large 
responsibility for reducing 
short and 


Brown, pres- 


share of the 


trafic accidents on both a 


long-range basis. Russell I 
ident of the Insurance Institute for High- 
wav Safety, Washington, D. C. last week 
told the fifth annual conference of the 
American Driver Education 
at the Deauville Hotel, 
Mr. Brown declared: 
“From a _ short-range viewpoint, a 
course in driver education has a positive 
effect on the driving perfor rmance of the 
young driver age group that has far more 
han its share of traffic accidents. 

“The better example set by students 
who have completed high-quality driver 
education courses can have a good effect 
who have not. Through high 
education, a new generation 
traffic citizens can be 


Association 


Miami Beach. 


on those 
school driver 
of smarter, safer 


Mr. Brown pointed out that in spite 
of sizable efforts in the traffic safety 
field, the a number of road deaths 


remains close to 40,000 and the number 
of injuries remains in the millions. The 
total number of traffic collisions, includ- 
ing serious property-damage accidents, 
continues to soar so high, he said, that 
can comprel hend the magnitude 
of the nation’s onomic and social 
losses. He stated ‘further that “an ac- 
curate measure of the total cost of traffic 
accidents has not yet been produced.” 

Gains have been made in high school 
driver education, Mr. Brown said, but 
even with more than a million students 
graduating each year from these courses 
and wit th more than 12,000 schools offer- 
ing such courses, this actually represents 
only 37% of the eligible students and 
only about half the potential schools. 

Mr. Brown urged the driver educators 
to be “public relations specialists” for 
their program. He said public relations 
has many definitions but from the driver 
education standpoint, it means 1) having 
a good, sound program, 2) pursuing it 
vigorously, 3) getting active participa- 
tion of key people in the program, and 
4) constantly informing the public of 
driver education activities 

Above all, Mr. Brown said, driver 
educators must practice in driving what 
they preach in driving. He said when 
he was c mmissioner of public safety 
of Iowa it was his “painful obligation” 
to suspend the driver licenses of several 


no one 


driver education teachers because of 
their poor traffic records. As a result 
there was a general tightening up of 
driver education teacher requirements 


by the 


colleges in his state 


Minnesota Supreme Court 
Cutting Excessive Verdicts 


Insurance companies are getting some 
comfort from the action of the Minne- 
sota Supreme Court in reducing what 
it considers excessive verdicts in per- 
sonal injury cases. The latest example 
involves an explosion case in which the 
jury returned a verdict for $500,000. The 
case was appealed to the Supreme 
Court which ordered the award reduced 
$175,000 or face a new trial. 

Justice Martin A. Nelson, who wrote 
the unanimous decision, said: “We be- 
lieve that the verdict here resulted from 
a reliance upon a mathematical formula 
without testing the reasonableness of the 
award in the light of its overall effect.” 
In another case the high court ordered 
a verdict cut from $275,000 to $175,000. 


NOLAN NAMED VICE PRESIDENT 


Appraisal Service, Inc., Springfield, N. J. 
Appoints Former Aetna Casualty Man 
To Head Public Relations 





Matar 


JOHN H. NOLAN 


Effective July 1, John H. 
join Sheehan Appraisal 
Springfield, N. J. as vice president in 
charge of public relations. Mr. Nolan 
recently retired as manager of Aetna 
Casualty & Surety. 

In announcing Mr. Nolan's appoint- 
ment, Timothy J. Sheehan, president, 
stated: “Mr. Nolan's chief responsibility 
will be the co-ordination of our opera- 
tions with other companies with the ulti- 
mate idea in mind that we can function 
more efficiently in order to render top 
notch service. With \Mr. Nolan’s back- 
ground of experience we believe he is 
well qualified to handle this newly 
adopted future of our service.” 


Nolan will 
Service, Inc. 


Van Buskirk Elected Pres. 
Of N. Y. Bond Underwriters 


A. Van Buskirk, Springfield Insur- 
ance Co., was elected president of the 
Association of Bond Underwriters, New 
York City last week at the annual meet- 
ing of that organization at the Railroad 
and Machinery Club, New York. Mr. 
Van Buskirk succeeds George Faha, 
Citizens Casualty Co. Other officers 
elected were Norman Seastedt, Glens 
Falls Insurance Co., vice president; Roy 
Klinzing, Travelers Indemnity Co., 
treasurer, and Ernest Heidelberg, U. 
Fire Insurance Co., secretary. 

Elected to the executive committee, in 
addition to the >fficers and ‘Mr. Faha, 
were Robert C. Parremore, Surety Asso- 
ciation of America; John Tynan, Hart- 
ford Accident ‘& Indemnity; Joseph 
Lynch, Fidelity & Casualty, and An- 
thony Koch, American Surety. 


Sebetic Joins Law Firm 


Watters and Donovan of New York 
and Washington, D. C. have announced 
that Emil Sebetic of the New York and 
Wisconsin bars, has become associated 
with the firm. 

A graduate of Marquette University 
Law School, Mr. Sebetic holds a master 
of laws degree in taxation from New 
York University. For five years he 
served in the New York Regional Coun- 
sel’s Office of Internal Revenue. 


Triangle Investors Corp. 


Now in Securities Field 
Benjamin Weinstein, president of Tri- 
angle Investors Corp., has announced 
the company’s entry into the securities 
field and the underwriting of new stock 
issues. Organized in 1958 and heretofore 
dealers in mutual funds enclusively, Tri- 
angle Investors’ action is one of several 
expansion moves designed to widen its 
service to producers. 

According to Mr. Weinstein, substan- 
tial increases in mutual fund activity are 
directly responsible for this expansion 
program. “In the wake of a rapid growth 
period,” he stated, “we are now prepared 
to handle all types of securities for our 
representatives, as well as negotiate all 
phases of underwriting of new issues. 

Triangle Investors Corp. put its new 
program into effect on June 19 with the 
opening of its new and larger quarters at 
45 John Street, New York. On Friday, 
June 16th an all- day Open House cele- 
bration for its producers and friends 
marked the event. 


General Manager of Securities Division 
Appointed 


The appointment of Jules Shapiro as 
vice president and general manager of 
the new Securities Division of Triangle 
Investors Corporation was also an- 
nounced by Mr. Weinstein. Mr. Shapiro 
was for many years with Abraham and 
Company, members of the New York 
Stock Exchange and_ recently with 
Dewey Johnson and Company, broker 
dealers in Over-the-Counter Securities. 
Under the supervision of Mr. Shapiro, 
registered representatives of Triangle 
Investors staff will be furnished with the 
latest Securities and Analysis reports, 
and they will have extensive research 
facilities at their disposal. 

Triangle Underwriters Inc. will con- 
tinue to serve the insurance brokerage 
field at 161 William Street. 


Virginia SCC Approves Rate 
Changes in Workmen’s Comp. 


The State Corporation Commission 
has approved a series of rate changes 
in workmen’s compensation insurance 
requested by the Workmen’s Compensa- 
tion Insurance Bureau of Virginia. 

They include an increase to $7530 
(from $600) of the annual premium re- 
quired for a company to be eligible for 
experience rating of its insurance. 

The eligibility level applies to a com- 
pany’s average annual premium. Firms 
with annual premiums below $750 will 
pay the basic rates; others will pay 
higher or lower rates depending on 
claims experience. The changes are ef- 
fective for policies with anniversary 
dates on or after October 1, 





American Ins. Group Names 
Friedewald and Ramsperger 


Carl H. Friedewald has been named 
superintendent, and H. C. Ramsperger 
assistant superintendent in The American 
Insurance Group’s head office casualty 
underwriting department at Newark, 
N. J., Vice President Harry Lees an- 
nounced. 

Mr. Friedewald joined The American 
in 1950 and after completing the com- 
pany’s advanced multiple line training 
course was named a liability underwriter 
at the head office. Four years later, he 
was made underwriting supervisor at 
Milwaukee where he stayed until 1957 
when he returned to the head office 
and was promoted to assistant super- 
intendent. He is a graduate of Univer- 
sity of Missouri. 

A native of New Jersey, Mr. 
sperger has spent his entire 
career with The American, joining the 
company in 1940; after serving for a 
number of years in various underwriting 
capacities, he was promoted to super- 
visor in 1957, in which position he helped 
supervise casualty underwriting activities 
of a number of the company’s branch 
offices. He is a graduate of Cornell Uni- 
versity. 


Ram- 
business 


OFFER KART OWNERS POLICY 


Universal Automobile Ins. Co. Announces 

“Four-star Kart Protective Policy” 

For Kart Enthusiasts 

Universal Automobile Insurance Co. 
of Indianapolis, has recently announced 
the development of “an entirely new in- 
surance coverage”—the “Four-Star Kart 
Protective Policy” designed to insure the 
personal liability of the individual kart- 
ing enthusiast. This policy is now avail- 
able in most states through Universal 
producers. 

Universal has, over the past 18 months, 
taken progressive strides in the devel- 
opment of a complete insurance program 
for kart manufacturers, distributors, 
dealers and tracks. Recognizing that the 
individual karter has been uninsured for 
his personal liability, due to exclusions 
in CPL and Homeowner's policies, the 
company applied statistics and informa- 
tion at hand to s¢ ove this problem. 

The result is a “package policy” for 
the A 3 a RE his liability ex- 
posure for $10,000/20,000 and $5,000 P.D., 
as well as providing a $3,000 accidental 
death benefits and $300 transportation 
coverage. This protection is afforded the 
insured for hazards involving the owner- 
ship, maintenance or use of a kart in- 
cluding racing, on all private property 
in the United States and Canada. Writ- 
ten on an individual basis, the coverage 
may be extended to additional members 
of the insured’s family for slight ad- 
ditional premiums. Basic annual pre- 
miums for the policy are $25 or $30, 
depending upon the state of the insured’s 
residence. 

The management of Universal feels 
that the availability of this coverage will 
fill a definite gap in the essential insur- 
ance needs of the individuals engaged 
in karting. 





Mutual Bureau’s Auto Plan 
In Effect in New Jersey 


Many motorists in New Jersey are now 
able to obtain substantial savings on their 
automobile insurance as a result of the 
introduction of the Mutual Insurance 
Rating Bureau’s Package Automobile 
Policy Program, June 7. 

Important features of the program in- 
clude a newly designed, economy type 
policy providing a “package” of auto- 
mobile liability, medical expense and un- 
insured motorists coverages at a con- 
siderable premium savings, optional use 
of individual risk rating plans, variable 
policy periods and single limit of liabilty 
with optional ranges. 

The program is available for private 
passenger automobile owned by an in- 
dividual or husband and wife. Flexibility 
has been achieved by introducing a wide 
choice of company options. The liability, 
medical expense and UM coverages have 
been “packaged” as a unit under the 
policy, and are afforded at an overall 
premium savings for most motorists of 
approximately 15% under the cost of 
similar coverages, if separately pur- 
chased. Individual risk rating plans may 
be used in conjuntion with the new policy, 
making possible additional savings for 
motorists who meet standards qualifying 
them for rate discount. 

A revision of Automobile Liability rates 
effective June 7, 1961 was also approved 
for members and subscribers of the Mu- 
tual Insurance Rating Bureau in New 
Jersey. The revised rates apply for 
private passenger automobiles and pro- 
duce an average statewide rate level in- 
crease of 5%. In addition, the New Jer- 
sey Insurance Department has approved 
the introduction of a rule permitting the 
writing of extra-territorial coverage for 
protection against UM insurance. 


FOUNTAINE MADE ASST. V.P. 


Robert J. Lotito, president, Graphic 
Arts Mutual Insurance Co., has an- 
nounced the appointment of Robert L. 
Fountaine as assistant vice president, for 
administration. Mr. Fountaine joined 
the company in March 1958 as assistant 
claims manager and was promoted to 
assistant secretary in April 1960. 
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CBS Executive Takes LAC Delegates 
Behind the Scene with “Eyewitness” 


Manchester, Vt., June 19—John Karol, 
vice president and director of special 
projects for Columbia Broadcasting Sys- 
tem, this evening took delegates to the 
annual meeting of the Insurance Adver- 
tising Conference behind the scenes with 
“Eyewitness to History.” 

“Eyewitness” (as the program will be 


titled next season) is the first “true 
weekly half-hour news program tele- 
vision has had,” said Mr. Karol. “It’s a 


study in depth of the major news story of 
the week—every week.” 

Mr. Karol explained that “Eyewitness 

. .” began two years ago as a series of 
special broadcasts designed by CBS News 
to cover Khrushchev and Eisenhower trav- 
els. As originally envisioned, it was ex- 
pected that there would be about a dozen 
broadcasts, he said. As it turned out by 
the time the year ended there were 28 
“Eyewitness” broadcasts. 


Had to Add Additional Programs 


Furthermore, in order to cover the 
other major news developments. that 
same year, CBS News found that it had 
to add many additional news programs. 

The net result was that over a 12- 
month span, some 51 half-hours of spe- 
cial news programming were prepared 
and presented. “In short,” Mr. Karol 
brought out, “without having planned it 
that way, we had actually produced the 
equivalent of a full year’s quota of week- 
ly half-hour news programs.” He said 
further: 

“What we learned from this experience 

were two things: one, that it was tech- 
nically feasible to handle this massive, 
new kind of news effort; and two, that 
the need for such coverage was persist- 
ent. We had then, both the equipment 
to make and the need to establish a per- 
manent, regular news outlet of this type 
in the medium. This is why it was de- 
cided to put “Eyewitness to History” on 
a weekly basis in the fall of 1960. 
_ “The need for this new kind of news 
instrument stems, of course, from the 
new kind of news situation that we must 
now deal with in America. 


“A casual glance at a map of the world 
will suffice to indicate the tremendous 
change in the position of America in 
these post-war years—a change which 
has generated a drastic change in 
the status of America as both a producer 
and consumer of news. 


A New Kind of News Problem 


“What this means is that we have a 
new kind of news problem before us. In 
the pre-war years, practically all of the 
news that came to America—such as it 
was — came from the old, traditional 
news centers like London, Paris, (Rome, 
Berlin and ‘Moscow. A news story from 
Berlin, for example, was a relatively 
simple problem. It was not necessary 
to tell the audience that Berlin was the 
capital of Germany; that Germany was 
in Central Europe; that ‘Europe was the 
center of the world and that great power 
struggle was going on there. 

“It was only necessary, in short to 
give the news. Today, however, with so 
much news coming from so many new 
and strange places, we have what can be 
rightly called a ‘newsier’ kind of news— 
news that is literally ‘news in depth.’ 


“At any time, any remote portion of 
the globe can become overnight the news 
center of the world—as recently hap- 
pened in the case of Laos. 

“A story like this is so involved, so 
complex and yet so important that in 
order to deal with it, the President of 
the United States goes on television and 
with the aid of maps gives the people a 
capsule lecture on the background and 


the nature of the problem before he can 
even begin to discuss how we intend to 
respond to it. 

“At the same time, a story of this kind 
changes and develops very rapidly. Thus, 
a medium is required that can give it 
the necessary depth of treatment and the 
speed of response and distribution that 





Selling Ins. Involves Deeper 


Thought Processes: Karol 


Mr. Karol during his address made the 
following observation on the difference 
between selling insurance and _ selling 
most other goods. He declared: 

“Tt seems to me that basic difference 

. is that your problem is a far deeper 
one. By that I mean that the customer’s 
attitude, the manner of approaching, in- 
teresting and moving him toward a sale 
and the further development of an insur- 
ance program after the initial sale is 
made—all these things involve dealing 
with deeper thought processes and 
deeper beliefs and feeling than is the 
case in the selling of most any other 
type of product or service.’ 





will bring it to the people in a reasonably 
fresh state. This is precisely what ‘Eye- 
witness’ is designed to do. 


Jackie’s Hairdo Gets High Rating 


“In recent weeks the subject matter 
on ‘Eyewitness’ has been concerned 
with (President Kennedy’s visits to Can- 
ada and (Europe and his meeting with the 
Russian Premier in Vienna. And, of 
course. there was a special program cov- 
ering Jackie Kennedy’s new hairdo’s and 
triumphs in ‘France, Vienna and England. 
Perhaps not so surprising, this too was 
one of the higher rating programs of the 
series.” 

Mr. Karol said he was glad to report 
that after a brief summer vacation, the 
“Eyewitness” program will return to its 
regular Friday night spot on a weekly 
basis. 

“Independent research indicates that 
the importance of television as a medium 
of learning seems to be growing— and 
more people and more kinds of people 
have an interest in looking to television 
to keep them informed about things,” 
he concluded. 


Royal Globe Names Grayson, 
Bock and Mann in Field 


Royal-Globe Insurance Companies 
has announced three appointments in 
the field. Thomas B. Grayson has been 
named boiler and machinery special 
representative for Texas, Oklahoma, 
Arkansas and Louisiana. He will make 
his headquarters at the Dallas regional 
office. A native Louisianan, Mr, Gray- 
son is a graduate of Louisiana State 
University. He attended the United 
States Naval Academy and served with 
the Navy for three years. With Royal- 
Globe since April of this year, he has 
had six years experience in boiler and 
machinery production, 

William C. Bock has been appointed 
casualty manager at the Albany, N. Y. 
office. He succeeds John C, Bastin Jr., 
who has been transferred to the com- 
panies’ Pittsburgh office. Mr. Bock is 
a graduate of University of Nebraska 
and has been with Royal-Globe since 
1950. He worked in the Missouri and 
Kansas fields and since 1959 has been 
assigned to administrative training in 
the New York office. 

George F. Mann Jr., has been ap- 
pointed special agent in Houston. He 
will assist State Agent John W. 
Stevens. A native Texan, Mr. Mann is 
a graduate of University of Texas and 
has completed two years training in 
both the New York and Dallas offices. 





, 


Make No Bones About It! 


An agent named Billy O. Jones 

Had worn himself down to mere bones. 
He’d never be rich 

Because of a pitch 


That brought from his prospects just moans! 


Then on to the scene came an elf 

Who vowed he’d get Jones off the shelf. 
“Tt’s said he. 

“Just G. F. & C. 


Insurance that near sells itself!” 


no magic,” 





GENERAL FIRE AND CASUALTY COMPANY 


(A Multiple-line Stock Company) 


Philadelphia Newark 
Pittsburgh 


® Jacksonville, Fla. 


Minneapolis 


Coral Gables, Fla. 





Insurance written through agents and brokers only 


Home office: 1790 Broadway, New York 19, N. Y. 
Chicago 
Lexington, Ky. 
Ruston, La. 
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Highspots of First Two Days 





Taylor Confident New Administration 
Will Further LAC Key Concepts 


By Wa tace L. CLapp 


Manchester, Vt., June 20.— T 
Taylor United States F. & 
of IAC, set the 


annual gathering here when 


*, Ramsay 
G., president 
keynote for its 38th 
he stated in 
his report, this morning that the past 
vear for IAC ha 
-hallenging and pr ductive.’ 

He was confident that expansion begun 
in 1960 — key word of which is com- 
munication—would be furthered by the 
incoming administration under leadership 
of William J. O’Meara Aetna Casualty 
& Surety. Mr. Taylor expressed ad- 
miration and appreciation for Mr. 
O’Meara’s outstanding talents as program 
chairman for both s meeting and the 
1960 midyear in Washington. He pointed 
to the following as definite steps ahead 
for IAC 

Steps Ahead for IAC 

(1) Establishment of ‘ 
utive secretary (Charles K. 
The Travelers) ; ; 

(2) Publication of an 


d been “full, interesting, 






office of exec- 


Oaks Jr. 


interim com- 


munication vehicle “The Last Word 
which contains conference news; 
(3) IAC surveys on varied advertising 


subjects; 


(4) A net profit of nearly $350 realized 
on sale of IAC book on advertising of 
successful agencies; 

(5) A net increase in membership (first 
time in two years) in both company 
and associate members. 

Mr. Taylor also noted sharp increase 
in entries for the 1961 company awards 
program 158 displays from 22 companies, 
and 20% increase in agents awards com- 
petition. In additon three-fold increase 
was shown in the member 
awards program this year 

In speaking of IAC’s constitut 
was last amen led in 1954 Mr. Taylor felt 
that it should again be reviewed thor- 
oughly by amendment and change in by- 
laws, so that it can support the IAC’s 
expanded activities. He proposed that 
the addition of two new officers a sec- 
ond vice president and an assistant sec- 
retary approved in 1959 be reflected in 
the constitution through re-issue of an 
updated copy. ; 

He also recommended that by consti- 
tutional change (approved by the exec- 
utive committee) that greater voice be 
given to associate members in the gov- 
ernment of IAC. The idea strongly 
favored was to include on the executive 
board one associate member each year 
with full voting power. While details 
of this constitutional change could not 
be worked out in time for a vote at 
this meeting Mr. Taylor urged that the 
incoming president make this a major 
objective in 1962 


Heads Bowed 


At this mi rning 


associate 


ion which 





’s session IAC members 


bowed their heads in memory of two 
departed associates in the past year: 
Walter Riley, IAC past president who 
had a SO year career with American 
Surety and Carl Mattison, Glens Falls 
Group. 


Two honeymooning c ouples for the first 
time in IAC history are here. Joseph W. 
Landers ey secre Fire & Casualty Or- 


lando wi brought his bride to New 


England for their wedding trip, and 
Alfred C. Berglund, New England man- 
ager of Saturday Evening Post who 
proudly int roduced the former Natalie 
Fisher (one time Employers Group ad 


manager) as his bride. They were mar- 





( 


T. RAMSAY TAYLOR 


ried a week ago in Pelham, N. H. 

Travelers won Grand Award in the 
company advertising competition winners 
of which were announced by Chairman 
Douglas Bewick. The Travelers entry 
of a complete advertising campaign won 
the nna Award in nine categories the 
winners selected by five able judges. 
(Otl 1er award winners are reported else- 
where in this section). 


Highspots of First Days Session 


The delightfully informal luncheon 
talk by Peter Martin, SEP biographer 
of celebrities, the address by Kenneth 
Cagney, Hartford Fire, on his company ’s 
experience to date (2% years) with road- 
side signs for agent (4,000 sold in first 
year); the address by Robert E. Brown 
Ir. Aetna Casualty & Surety on “Co- 
op” advertising—Does It Work?” and 
an ad agency presentation by John A. 
Cairns and James T. Chirurg, featured 
the first days program, presided over by 
IAC Vice President O’Meara. 

Rounding out a full day were talks by 
John Wedda, art consultant, Lakeville, 
Conn. Charles Choquette, Reply-O-Let- 
ter Corp. New York and Jack M. Robin- 
son, Minneapolis on “Building Motiva- 
tional Influences.” Last evenings dinner 
speaker was John Karol CBS vice 
president for special projects whose talk 
is reviewed on another page. Attendance 
at the meeting hit a new high of 150. 
For this evening the treat in store is the 
address by Lyttleton M. Baldwin, vice 
president The Travelers, reviewed else- 
where in this issue. In the morning W. 
M. Harrison same company spoke on 
“My Aventures With Wolley Segap” and 
at noon Frederic Papert, board chairman, 
Papert Koenig, Lois Inc., New York 
was the guest speaker. Next week’s issue 
will contain excerpts from speeches not 
reported in todays issue. 


IAC Ad Panel 


(Continued from Pake 25) 


vertising three times over the years and 
withdrew three times. Something seemed 
to be lacking. Finally he decided that if 
retail stores advertise and make a profit 


in so doing, why shouldn’t an insurance 
agent get returns. 

“Why not prices and coverage for 
Insurance? Make it a bargain! We 
tossed all the company mats into the 
circular file and came out with our first 
ad. This was 3 columns 9 inches. We 
had a big price comparison and a lot 
of ‘mish mush’ as to how good we were 
and how good the company was. We 
got calls not enough to pay for the ad 
but we were on the right track. Next 
we cut out the ‘mish mush’ about how 
good we were and listed coverages. We 
got better returns—enough to meet our 
requirements. 

“Now knowing that the prospect was 
interested in price and coverage we re- 
duced the ad size to see what the 
lowest break-even point wotfd be. The 
ad is now down to one column 4% inches, 
and we are making money on the re- 
turns. One big ad runs once a month 
and the 4% inch ad every Monday and 
Tuesday. 





Case History on An Allstate Customer 


“Where are the customers coming 
from? The direct writers. You will love 
this story of an Allstate customer. She 
had just paid her renewal premium to 
Allstate the day before our first ad. At 
8 am. she called me at my home and 
demanded to know how our price was 
below that of Allstate which advertises 
‘the lowest prices.’ Polietly I told her 
they did not nor did they have the best 
coverage. That ended the conversation. 

“The day our second large ad appeared, 
she called again at 8 am., taking a dif- 
ferent approach. What was wrong with 
the company? How could they give 
such a bargain? I again explained the 
soundness of our company and that the 
coverage was better. I promised that we 
would contact her in ten months which 
would be when her policy expired. 

“The third large ad appeared and 
again at 8 a.m. she called my home. The 
approach again changed. This time she 
wanted someone at her house that morn- 
ing to rewrite her insurance. I again ex- 
plained we would come on the anniver- 
sary date, but she would have no part 
of that. It had to be now even if she 
had a short rate cancellation and had 
to pay her mortgage company a service 
fee. You know, we reluctantly wrote that 
policy and picked up the auto policy at 
the same time.’ 


Campbell Effectively Runs 


Classified Ads 


John O. Campbell, whose 43-year old 
agency operates in Harrison, Ark., 6,500 
population, puts to good use newspaper 
classified advertising, radio, television, 
direct mail and “special event” advertis- 
ing at times. 

le described classified ads “of a per- 
sonal nature” as a “virtually untouched 
field,” and he introduced his IAC audience 
to his Hector and Gertie ads, featuring 
fictitious characters “we have used to 
advantage, and with much reader com- 
ment.” Examples: 

“PERSONAL: Dear Gertie: I wish you'd 
come on home cause folks are beginning to talk. 
I increased the insurance on the house and 
bought some on the furniture like you asked. 
What more do you want? Of course I got it 
from the Campbell Insurance Agency. Now 
let’s get together on this thing. Love, Hector. 

“PERSONAL: Dear Hector: Sure sorry I 
didn’t make it last week, but I had a wreck on 
the way down. The kids are OK though. The 
car was insured with Campbell Insurance Agency 
so you know it will be taken care of in good 
shape. Those folks have the reputation for 
fair dealing and fair rates. Hope to see you 
next week. Love, Gertie.” 


Advertising That Is Different 


Mr. Campbell said he liked “advertis- 
ing that is a bit different, and radio is 
no exception. Page after page of good 
solid radio scripts will be furnished by 
radio stations but why not try this twist: 
Have the announcer call one of your 
agency staff at a pre- arranged time, and 
let the resulting conversation go out over 
the air! Your ‘staff member can have 


Newspaper 


his information all lined up on what he 
wishes to discuss, or it could be a ques- 
tion and answer affair. 

“This can be used for public service 
announcements, too. The way we handle 
it is to have nothing rehearsed. The 
announcer calls, and the conservation is 
on! We may discuss the bad wreck over 
the weekend, the bad hailstorm, but al- 
ways we tie in insurance before we're 
through. 

“We stress our fast claims service a lot 
of the time just by going through the 
‘to be posted’ claims file and giving in- 
sureds initials and the pertinent informa- 
tion about the claim. We emphasize, of 


course, that the check was issued in 
our office the same day the bills were 
presented. 

“On television advertising we also 


stress prompt claims service. Why not 
let the announcer display the closing 
papers on various claims for the camera 
while he reads the ‘pitch.’ If you do have 
the draft authority and can show the 
check was issued the same day the bills 
were presented, have the announcer 
bear down on this angle. 

“We have handled our TV ads in this 


manner with encouraging success.” 
Direct Mail 
As to direct mail advertising Mr. 


Campbell said it can be effective if used 
right. He made the following sugges- 
tions: “Everyone knows that all the 
mailed out pieces should be followed up 
by phone or in person. That the mailing 
should arrive at the home of the recip- 
ient during the middle of the week. Never 
mail around the first of the month. 

“We feel if you mail to the home, use 
of the three cent stamp is almost as ef- 
fective as first class. On a large mailing 
this can be a nice savings. 

“We have used with success the plan 
of sending the mailing out in 


paper 
sacks! Advantages: They are very in- 
expensive. They are different. People 


will open a sack when they wouldn’t 
bother with an envelope with anything 
about insurance on it. Full sheets of 
mailing labels can be typed up at one 
time, therefore, cutting down time of 
typing envelopes. They can be stapled 
together in a fraction of a second, saving 
more time. 

“The best source for mailing lists is an 
agency’s own files. Why not send a 
letter to all of your own policy cus- 
tomers, asking for their entire account. 
We did, and it turned out well. In fact, 
the letter was sent out better than eight 
months ago and people still remind us of 
it when they give us another line, or 
rather when we go after it.” 


Miscellanous Ideas 


In closing Mr. Campbell offered some 
ideas his agency has tried with varying 
success. They follow: 

1. Members of the agency can carry a small 
camera with them and snapshots of houses 
under construction, property changing hands, or 
automobiles can be taken. Then drop a per- 
sonal note with the picture to the owner, One 
picture saves a thousand words. Can also be 
used to introduce the Homeowners. 

2. Sponsor a Safe Driver Award contest with 
the local police picking the winner—say once a 
month, Give reasonable prize. Run picture of 
agency head presenting each month’s award 
in the newspaper. 

3. Some agencies like to furnish bumper decals 
with their own agency name on them, to car 
insurance policyholders. 

4. A good number of small “tree or post” 
signs can be made reasonable by buying large 
sheets of masonite and painting them. After they 
are dry, cut up into small sizes and stencil on 
same short message, 

5. Cards can be printed with something. like 
the following on them “Your last 12 minutes 
of parking time was paid for by Joe Doak In- 
surance Agency. Hope we saved you a ticket. 
Remember—when you think of car insurance, 
think of the Doak Agency.” These ‘are’ put 
under the windshield wiper, after putting the 
penny in the meter. 

6. A small flare is available as a gift item 
to car policyholders, It is not dangerous, and 
may be carried in the glove compartment. 
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W. J. O'Meara Elected 
President of IAC 
DANNECKER AND LANDERS VPs 
Young and Bewick Complete 1961-62 
Official Family; Miss Kiefer, Scheer, 


Easterbrook on Exec. Committee 





Manchester, Vt., June 20—William J. 
O’Meara, assistant director of the ad- 
vertising division, Aetna Casualty & 
Surety, was elected president of Insur- 
ance Advertising Conference at this 
morning’s session here of its annual 
meeting. He succeeds T. Ramsey Taylor, 
assistant secretary and advertising man- 
ager of United States & G., whose 
presidential report on 1960-61 progress 
of IAC was delivered this morning. 


Other officers elected are first vice 
president—Arthur Dannecker, advertis- 
ing-public relations director, Ohio Farm- 
ers Cos., LeRoy, Ohio; second vice 
president—Joseph W. Landers, advertis- 
ing manager, American Fire & Casualty, 
Orlando, Fla., who brought his bride 
along to this gathering; secretary-treas- 
urer—Kenneth M. Young, secretary, 

Canadian Underwriters’ Association, and 
assistant secretary—Douglas W. Bewick, 
public information and advertising de- 
partment, The Travelers. 

Elected to the executive committee for 
two year terms were the following: 
Gertrude M. Kiefer, advertising man- 
ager, American Casualty of Reading, Pa., 
who was this year’s co-chairman of the 
advertising award competition for agents 
and brokers; C. F. Scheer, public rela- 
tions director, Zurich-American Insur- 
ance Cos., who worked with Miss Kiefer 
as co- -chairman, advertising award com- 
petition, and Robert Easterbrook, adver- 
tising division, Aetna Casualty & Surety. 

Members of IAC’s executive committee 
whose terms run until 1962 are John 
Eklund, recently promoted to advertising 
manager of Hartford Steam Boiler; 
Edward Scharteg, advertising manager, 
Fireman’s Fund Companies, and Robert 
H. Gott, executive secretary, Standard 
Accident. 

Nominating committee consisted of 
these IAC past presidents—J. Kenneth 
Cagney, Hartford Fire assistant secre- 
tary; Winthrop W. Clement, public rela- 
tions manager, American International 
Underwriters Corp. and Edmund V. 
Schenke, advertising manager, Royal- 
Globe Insurance Companies. 


President O’Meara’s Background 


This is President O’Meara’s 15th an- 
niversary year with the Aetna Cas- 
ualty & Surety, having started in April, 
1946, as a copywriter and assistant to 
Robert E. Brown, Jr., now the company’s 
director of advertising. He was success- 
ively promoted to assistant casualty ad- 
vertising manager, then casualty adver- 
tising manager, and in 1958 to assistant 
director of the advertising division. 

A graduate of Holy Cross College, 
Worcester, Mr. O’Meara’s first advertis- 
ing connection was with the New York 
ad agency of Benton & Bowes where he 
started in the mail order department. 
After two years with that agency he 
worked as a sales representative for 
Hanley Studio, commercial artists in 
New York, and then for three years in 
he newsroom of National Broadcasting 


World War II service—1941-46—inter- 
rupted his advertising career. He enlisted 
in the Army in February that year (7th 
Regiment) and later served three years in 
the South Pacific. He had risen to rank 
of captain upon his discharge in 1946, 

r. O’Meara is a past president of the 
Hartford Advertising Club and this year 
as chairman of a special committee of the 
club to make recommendations for its 
future usefulness, he submitted a six- 
page report which met with unanimous 
approval. It was replete with suggestions 
to revitalize the Hartford Advertising 
Club and to make it a more dynamic and 
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Those Smiling Characters Just Don’t Exist 





Park Avenue Ad Man Papert Hits 
Ins. Industry’s Advertising Methods 


“You do have a job to do. And if my 
attitude toward insurance companies is 
shared by as many people as I suspect it 
is, you haven’t done it very well so far.” 

So spoke Frederic Papert, chairman of 
the board—Papert, Koenig, Lois, Inc. ad- 
vertising agency, New York this week 
to some 150 delegates at the annual 
meeting of the Insurance Advertising 
Conference, Manchester, Vt. 

Mr. Papert, in constructively criticizing 
the insurance industry’s methods of put- 
ting its product across to potential policy - 
holders, gave his own personal opinions 
on insurance as a guidepost to general 
public feeling. 

“Let me tell you,” said he, “how I feel 
about insurance companies. All kinds. 
Maybe I’m not typical, but I’m noisy. 

Collecting Prems. The Main Interest 

“First of all, I think you’re much more 
interested’ -in collecting premiums than 
you are in paying claims. I think your 
attitude is: get the money at all costs, 
and then keep it. Those smiling characters 
in your advertising, right there at the 
scene of the accident with checks in their 
hands, I’ve never seen one or known 
anyone that has. I don’t think they exist. 


“You tell me that I may die, or get 
hit by lightning, or walk into a Good 
Humor truck tomorrow, so I better buy 
your insurance today. Do you know what 
I think? I think that if you really be- 
lieved that any of those things would 
happen to me tomorrow, you wouldn’t 
sell. me the insurance today. Or having 
made the error, you’d fight heaven and 
hell to keep from paying me. 

“You're proposition doesn’t smell right 
to me. Nobody wants to give money 
away. There’s a great George Price 
cartoon that shows a sidewalk vendor 
standing with a prospective customer 
near a rack of shoes in front of which is 
a sign that reads: 89¢ a pair. The man 





aggressive organization. 

Mr. O’Meara has also served as a 
director of the First District, Advertising 
Federation of America, Co-chairman of 
the Aetna Blood Bank drive, chairman of 
Aetna’s Community Chest drive a few 
years ago, and as director of Greater 
Hartford Chamber of Commerce. He 
attends meetings of the Association of 
National Advertisers of which the Aetna 
Casualty & Surety is a member. He 
takes justified pride in the fact that his 
sister, Mary O'Meara, is a vice president 
of Young & Rubicam, New York ad 
agency, in its creative department. 


says to the prospect, ‘It’s a typographical 
error, but show me no mercy.’ 
“I Don’t Trust You” 

“Do you know what I mean? I don’t 
think I trust you. For an industry so 
anxious to give things away, it seems to 
me you've managed to keep an awful 
lot.” 

Mr. Papert admitted that he had ex- 
aggerated his feelings to make a point,” 
but I think a lot of people would share 
them just as they are. 

“Let me say that or knew, 
enough about insurance companies to 
know that, in fact, the insurance business 
is indeed a legitimate one, not eleemosy- 
nary by a long shot, but not avaricious, 
either. And that without you people a 
lot of us would be in one hell of a fix. 

“I don’t think you're happier giving 
money away than you are taking it in, 
but I don’t expect you to be. 


I know, 


“My beef, to get back to the title of 
all this, is: why don’t you tell me the 
truth? You'd be amazed at how intel- 


ligent I am, and how responsive I would 
be if you’d just be honest with me. 

“If I asked you to name the number 
one insurance advertising campaign of 
all time, some of you, anyway, would say 
Metropolitan’s You want to know some- 
thing? That campaign told the truth. 
To me, at least, it said that Metro- 
politan wanted to keep people healthy 
and alive. From a company that loses the 
sooner I get sick or dead, the proposition 
sounds right. (I see now that Equitable 
is doing it, too.) 

There Must Be a Catch 

“But I think very few of you are. 
You show me wrecks on the highway, 
and burned out houses, and men in wheel 
chairs—and I say again that if you really 
think the blight is going to hit me to- 
morrow and you sell me the insurance 
today, either you're stupid or there’s 
a catch. Well, I know you're not stupid 
—you’re too rich for that—so there must 
be a catch. 

“Well, you say there isn’t, and-I say 
convince me. And I suggest, further, the 
best weapon you have is truth. Honesty 
is the best policy.” 

Truth or Phoney-Baloney. 

Mr. Papert said we are all submitted to 
14 billion dollars worth of advertising 
messages every year—l, 800 advertising 
impressions a day. “If we’re still con-able, 
if we can’t tell truth from phoney- ba- 
loney, we’re in bad trouble. Because we’d 
be a nation of dumb clods. 

“Yet a lot of you must not think we’re 

(Continued on Page 41) 


Travelers Cos. Receive 
1961 Grand Ad Award 


CITE RED UMBRELLA CAMPAIGN 





National Underwriter’s Cosgrove Honored 
For “Outstanding Service”; Hartford 
Insurance Group Cops Five Awards 





The Travelers Insurance Companies 
received the coveted grand award in 
the 1961 company advertising competition 
it was announced at the Insurance Ad- 
vertising Conference held June 18-21 at 
the Equinox House, Manchester, Vt. 

At the same time it was announced 
that John N. Cosgrove, associate editor, 
National Underwriter, received the grand 
award in the Associate Members’ Award 
Program for his ‘ ‘outstanding service in 
furthering the aims of the IAC.’ 

Travelers received the top award on 
the basis of the “creativeness, skill and 
over-all excellence” of its campaign to 
establish the red umbrella as the com- 
pany’s new symbol. This was one of five 
awards won by The Travelers. 

13 Companies Cited 

More than 150 advertising men attended 
this 38th annual conference. Thirteen in- 
surance companies were singled out for 
outstanding advertising efforts. The 
Hartford Insurance Group copped five 
awards in the following categories: pub- 
lic relations campaign, consumer maga- 
zine ads, direct mail, miscellaneous pro- 
motional material and a business maga- 
zine ad. ; 

The Travelers received awards for the 
following: public relations campaign, a 
newspaper ad, company publications, and 
two awards for miscellaneous promo- 
tional material. Royal-Globe Insurance 
Companies received awards in four cate- 
gories: consumer ad campaign, display 
advertising, company publications and 
miscellaneous promotional material; Ohio 
Farmers Companies: direct mail ad 
campaign and two awards for miscel- 
laneous promotional material; St. Paul 
Fire & Marine Insurance Companies : 
an insurance journal ad, direct mail ad- 
vertising and miscellaneous promotional 
material. 

Also: Hartford Steam Boiler: 
magazine ad campaign, 
publications; Aetna Casualty & Surety: 
display advertising and miscellaneous 
promotional material; American Casu- 
alty: direct mail ad campaign, display 
advertising and miscellaneous promo- 
tional material; Insurance Co. of North 


business 
and company 


America: direct mail advertising and 
miscellaneous promotional material; 
United States Fidelity & Guaranty: 


consumer magazine ad campaign and 
direct mail advertising; American Fore 
Loyalty Group: company publications; 
American Foreign Insurance Association: 
company publications and Industrial In- 
demnity Co.: business advertising maga- 
zine campaign and newspaper advertising. 

A. Macdonald Rees, chairman of the 
Associate Members’ Awards program an- 
nounced the following merit award win- 
ners: Fred Crowell, Jr., publisher, In- 
surance Field; Irwin Mesher, publisher, 


Northwest Agency Bulletin, and Look 
and Life magazines. _ 
Serving on the judging committee 


were: Albert Aledort, director of re- 
search, Erwin Wasey, Ruthrauff & Ryan; 
Robert Fisler, promotion manager, Time 
magazine; George Reichart, advertising 
director, General Cigar Co. and Denny 
Sargent, creative group head, McCann- 
Erickson. Chairman of the IAC Com- 
pany Advertising Competition was 
Douglas W. Bewick of The Travelers In- 
surance Companies. 


ELECTED TO NATIONAL BUREAU 


The election of International Insur- 
ance Co. to membership in the National 
Bureau of Casualty Underwriters has 
been announced. The company, which is 
a member of the Crum and Forster 
Group, has offices at 110 William Street, 
New York. N. Y 
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Do Co-op Ad Programs 
Work? “Yes” Says Brown 


BUT YOU MUST PLAN PROPERLY 
Aetna Casualty & Surety Advertising 
Director Shows How Company-Agents 
Share Costs of Ad Campaign 

38th annual meeting 
of the Insurance Advertising Conference 
this week at the Equinox House, Man- 
chester, Vt. were told by Robert E. 
Brown, Ir. that cooperative advertising 
will work “if you pl: in your program 
properly and if you and your agents 
work.” 

Mr. Brown, 


vertising division, 


Delegates to the 


who is director of the ad- 
Aetna Casualty & 
Surety, said he was referring to co-op 
advertising as the form “in which the 
companies and agents share the 
t nakes a financial contribu- 


cost— 
to which each 
ion.” 
The speaker stressed that before begin- 
ning a co- os c rite 1ign to check and verify 


each detail tween agent and company 
because oniamen of this type often lend 
themselves to abuses. “As so often 


happens,” he pointed out, “when a few 
breaking the rules, (making illegal 

thers sometimes feel they are 
ll competitive 


Start 





pront ( 
: - 
force: o tollow suit tor 


-“asons.” 
Legal Department Blessings 


Mr. Brown also recommended con- 


sultation with “your company’s legal de- 
partment at a very early stage.” He ex- 
plained: 

“Because of the nature of the insur- 
ance business, and of our method of 
distribution, it is very probable that the 
legalities which confr < an insurance 
company are quite different from those 
controlling the activities of most other 


industries operating in this field. But 
I think it’s a good policy, in any case, 
aaige to have the blessings of your 
legal department—whether you're devel- 
oping a new policy, writing a new fol ler, 
or planning a new co-op program.’ 

In illustrating how co-op advertising 
works, Mr. Brown related the fi a 
experience Aetna Casualty had in intro 
ducing its “Auto-Rite” automobile pol- 
icy: 

“In the early fall of 1959, as the culmi- 
nation of an intensive research and 
development program, Aetna Casualty & 
Surety introduced a brand new auto- 
mobile insurance policy, called ‘Auto- 
Rite’. Designed not only to satisfy the 
plea of careful drivers for aie relief, 
Auto-Rite was designed to give 
Aetna Casualty agents a new and power- 
ful sales tool—a modern new weapon to 
help them meet the marauding direct 
writers on a more equal competitive 
basis. In our opinion, Auto-Rite did this 
It was definitely different—a dramatic 
and progressive development in the field 
of automobile insurance. 


also 


“Management agreed that a strong 
and forceful effort should be made to 
push this new policy to the hilt in every 
state where it was approved. And, as a 
vital part of this intensive promotion, we 
were asked to prepare adequate and ap- 


propriate advertising for use by Aetna 
Casualty agents. 
“To the advertising division, this 


seemed like a golden opportunity to do 
something radically different—to come up 
with something as dramatic, as_ bold 
and as exciting as the Auto-Rite policy 
itself 


Wanted Larger Advertisement 


“In the first place, 
special series of newspaper advertise- 
ments, for use by agents in announcing 
the new policy to the automobile owners 
in their community. We wanted these 
advertisements to be different from the 
usual ads used by agents so we made 
them larger than usual—in half-page and 
quarter-page size. Then, to be doubly 


we decided on a 





ROBERT E. 


BROWN, JR. 


“Co-op programs do seem to be subject 
to certain abuses. Let’s hope we'll never 
be troubled with them in the insurance 
field, but if you are considsring a co-op 
program, it would be well to watch out 
for them and be prepared to control 
them.” 





sure they would not be cast into the same 
old mold, we selected as illustrations a 
few brazen and bold, specially posed 
photographs. 

“Each photo was gee with a short, 
provocative headline, such as, “Why pay 
for his car insurance?” feiceure of boy 
and girl) or “Why should his driving 
cost you money ?” (picture of a drunk). 

“But the illustrations in these adver- 
tisements were only part of the story. 
Because of the many Auto-Rite advan- 
tages, we had a competitive price to talk 
about, and a low, low quarterly premium 
to feature in each ad. 





“They certainly didn’t look like any 
ads we had ever done before but they 
did look good to us! All we had to 


do now was to get agents to use them. 

“Knowing the reluctance of many 
agents to spend much money for adver- 
tising, and the tendency of some agents 
to use two inches or five inches of 
space instead of a quarter or half page, 
we concluded if this Auto-Rite program 
was to quickly get off the ground, some 
extra special inducement definitely’ would 
have to be made. So we came up with a 
co-op program! 

“To introduce this program to agents, 
we printed a special folder. On the in- 
side page, we showed the eight available 
advertisements in this series. 

“Next, we prepared a special ‘agree- 
ment’ form. Each agent who wanted to 
use these advertisements was required 
to complete and sign one of these agree- 
ments. Under its terms, the agent agreed 
to use two of the half-page ads and two 
of the quarter-page ads—a total of four 
insertions—in his local newspaper within 
the next two months. The company, on 
the other hand, agreed that if the agent 
forwarded tear sheets of all four ads, 
together with his receipted bill from the 
newspaper, a company check would be 
sent to him for one half the total amount 
of his space costs. This, in brief, was our 
co-op newspaper deal. 


Developed Direct Mail Program 


“To supplement the 
gram, however, we also developed a 
formal direct mail program. From a 
share-the-cost standpoint—this obviously 
could not be handled in the same way 
we handled the newspaper advertising 
but the net result to the agent was the 
same. We simply determined the total 
actual cost of the complete program and 
split this on a 50/50 basis—the company 


newspaper pro- 


In Midst of Merchandising Upheaval 





“We Can’t Expect Market to Come to 
Us,” Baldwin Tells Insurance Ad Men 


Manchester, Vt., June 20—“We are in 
the midst of a gene og and mar- 
keting upheaval. . . and the harsh fact is 
that insurance is being subjected to a 
sort of trial by fire. It has been said 
that what is happening i in the insurance 
business is not so much a revolution as 
an inevitable and long overdue evolution.” 

This was the theme of an address given 
here at the Equinox House by Lyttleton 
M. Baldwin, vice president of The Trav- 
elers Insurance Companies. 

In an address entitled “Multiple Line 
Trends,” Mr. Baldwin pointed out that 
there is a “strong and growing trend 
among insurance companies toward all- 
lines organization and all-lines selling.” 
Citing figures from the “Wall Street 
Journal,” Mr. (Baldwin said that in a re- 
cent three-year period, over 50 non-life 
companies entered the life field. “The 
relatively stable profits and steady up- 
ward climb of life insurance makes it an 
attractive sales partner,” he said, “and a 
leveler of corporate peaks and valleys.” 


My Own Company An Example 


Mr. Baldwin noted that the supermar- 
ket or one- stop buying trend has caught 
the public’s interest and that “the same 
underlying principle might be modified 
and adapted to the insurance business. 
. . « My own company is an example of 
the fact that complete insurance cover- 
age, may so to speak, be brought under one 
roof. He also pointed out that this has 
led to the trend toward combining life 
and property coverages in package pol- 
icies. 

These changes have placed the insur- 
ance industry in the “midst of a mer- 
chandising and marketing upheaval . 

a trial by fire. To those who distrust 
change, and habitually shy away from 
it, I would say that stubborn, unbending 





paying half and each participating agent 
paying half. 

“Agents who sign up for the direct 
mail program pay us 6¢ a name, with 
1,000 names being the minimum number 
which can be ordered. 

“An agent who signs up for this pro- 
gram is sent a list of registered auto- 
mobile owners in his community, ob- 
tained from R. L. Polk and Co. After 
he checks this list, and makes all of the 
corrections, deletions and additions he 
desires, the list is returned to us. A 
special letter is then mailed to each ap- 
proved prospect—each letter bearing the 
agent’s name and address and each 
letter giving the good news about Auto- 
Rite. Enclosed with each letter is a self- 
addressed business reply card and to en- 
courage the prospect to complete and re- 
turn this card (giving the agent the ex- 
piration of his present automobile insur- 
ance) a Paper Mate pen is offered to all 
who do so. This, in brief, is our co-op 
Auto-Rite direct mail program. 

“I might say that in addition to our 
Auto-Rite programs, we also have similar 
co-op newspaper and direct mail deals 
going in the homeowners field. 

“Basically, I suppose that from a com- 
pany standpoint one might say that the 
purpose of a co-op program is to get 
more agents to use more of your adver- 
tising material and bear a share of the 
cost. 

“Obviously,” Mr. Brown concluded, 
“direct mail is not a miracle worker. It can 
lay the groundwork for a call, and, 
effect, can oen the door to a prospect’s 
home or office, but an agent must take 
it from there or the chances are no sale 
will be made.” 


L. M. BALDWIN 


“Agents should stop selling insurance 
and sell security; for our business is to 
provide security—not to engage in guess- 
ing games as to which of many disasters 
is apt to strike a particular individual.” 





conservatism can ‘be just as dangerous, 
just as indefensible, as reckless ‘change 
for the sake of change,’” Mr. Baldwin 
added. 

“We must also recognize that the in- 
surance market itself has undergone 
basic and far-reaching changes. It has 
changed from a comparatively small seg- 
ment of our population to a huge ‘middle- 
income’ segment of such size and eco- 
nomic power that it staggers the imz ugin- 
ation. .It is, so to speak, no longer a 
small piece of our total economic ‘pie’; 
it is rapidly becoming pretty much the 
whole pie!” Mr. Baldwin said. 

To service this market, Mr. Baldwin 
added, “I am convinced that we must 
open, and continue to open, many new 
agency offices to improve both insurance 
production and service in these areas 
which have shown a major increase in 
population and economic growth. In 
short, we must bring our field and agency 
forces to the market; we cannot expect 
the market to come to us. 

Thinks of Family as a Complete Entity 

“We must improve our product to en- 
able our agents to offer the market . 
the policies and programs it needs for 
board coverage. We must continu to 
develop more and better packages of in- 
surance protection. I think we must real- 
ize more fully that today’s insurance 
buyer is thinking of his family life and 
family y values as a complete entity. When 
he buys insurance, he wants to protect 
as many of these elements as he can 
in a single, unified program,” he added. 

“When we make it possible for him to 
acquire this broad, modern type of in- 
surance package without undue financial 
strain, then we are well on the road 
toward meeting the requirements of to- 
day’s insurance market.” 

Mr. Baldwin believes there are neces- 
sarily going to be substantial advertis- 
ing problems for the ifire and casualty 
company as it becomes all- -line. “Effec- 
tive promotion of all lines,” he brought 
out, “whether based on package con- 
cepts or not—will involve new approaches 

(Continued on Page 41) 
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Sameth Agency, Inc. 
Marks 10th Milestone 

DOWNTOWN NEW YORK AGENCY 

Father-Son Partnership of Nathan and 


Marvin Sameth Has Prospered; 
Enlarges Staff 








The Sameth Agency, Inc., 60 John 
Street, New York, celebrated its tenth 
anniversary on June 19. In this span of 
years under the father-son leadership 
of Nathan N. and Marvin Sameth, the 
agency has expanded its office space 
four times, formed two affiliates and in- 
creased its company representation from 
the original one company in 1951 to the 
15 carriers which are now represented 
for fire and casualty lines. 

President Sameth, who announced two 
major staff appointments this week, has 
championed the insurance producer’s 
cause throughout his entire insurance 
career. In referring to his role in today’s 
competitive market Mr. Sameth main- 
tains that “there is always justification 
in true professionalism and it is to this 


ideal that his agency is dedicated.” In its 
operation since 1951 during a “tight 
market” period Mr. Sameth and his son, 


vice president of the agency, have built 


solidly and prospered. 
W. A. Leary and Paul Weber Join Staff 


William A. Leary, 
marine manager of 


formerly inland 
the Century Insur- 
ance Co., Ltd. and the Pearl Assurance, 
and Paul Weber, formerly on New 
Amsterdam Casualty’s production staff, 
are the two new additions to the Sameth 
Agency. 

Mr. Leary, who brings to the organiza- 
tion a wealth of experience, has been as- 
signed to the inland marine department. 
In 1949 when he joined the Century, he 
set up and managed that company ’s in- 
land marine activities in New York and 
for 12 years handled metropolitan and 
countrywide business as well as the mul- 
tiple peril underwriting. Prior to 1949 
he had six years’ experience with the 
Pearl doing a similar organizational job. 
Early in his career he was with Improved 
Risks Mutual where he handled special 
risks underwriting. 

Mr. Leary is a member of the Mariner’s 
Club of New York, Inland Marine Claims 
Association and Inland Marine Multi- 
Peril Society (IMPS). 

Mr. Weber, who has been assigned to 
the Sameth production department with 
outside duties, has a background of over 
30 years with New Amsterdam’s metro- 
politan New York development division. 


Marvin Sameth’s Background 


Marvin Sameth, who complements his 
father’s overall direction of the agency, 
has a legal background that enhances his 
practical insurance knowledge. After 
World War II navy service, college and 
law school graduation, he was admitted 
to the New York State bar and then 
joined with his father in forming the 
agency. In 1957 he earned his designa- 
tion as a CPCU and since then has been 
active in CPCU seminars on both local 
and national levels. Currently he is di- 
recting district promotion for the CPCU 
“Annuals” Journal. 

Father and son maintained a straight 
fire office at the start but soon added 
inland marine and two additional com- 
panies. They then entered the ocean 
marine and auto physical damage fields. 
In three yers’ time they made three 
moves to larger offices. Then in 1955 the 
agency moved to 60 John Street where 
grade floor space was taken. Expansion 
into casualty lines gave the agency mul- 
tiple line status. 

Next step was to establish the Jersey 
affiliate, Sameth Agency—New Jersey 
Incorporated. In 1961 the Sameth Sur- 
plus Lines, Ltd., another affiliate, was 
formed. Agency growth necessitated ac- 
quisition of the entire grade floor space 
now occupied at 60 John St., more than 
double its previous working area. 





NATHAN N. SAMETH 
JOIN ADJUSTERS’ ASSN. 


The National Association of Independ- 
ent Insurance Adjusters ‘has increased its 
total membership to 465 firms with the 


addition of Hulbert Adjusting Co., Salt 
Lake City; Kistler Claim Service, Den- 
ver; Kistler-Mitchell Claim Service, 


Sterling, Colo., and 


Lally Adjustment. 





MARVIN SAMETH 
L. & L. APPOINTS JONES 


Clarence W. Jones, Jr., has been named 
state agent in Florida by the London & 
Lancashire Group. He will supervise cas- 
ualty operations for the group through- 
out the state. For 12 years, Mr. Jones 
has travelled north and central Florida 
as a fieldman for several companies. 








PERSONNEL 
SERVICES, INC. 


"Specializes in Insurance" 





EXECUTIVE VP $ 30,000 
Heavy multiple line background and the 
ability to command & administrate. 

BOND MANAGER $ 23,000 
If you are the true all around bond exec 
with 10+ yrs experience, see us today. 

SPECIAL RISK EXEC. 200... $ 14,000 
Jumbo risk production & underwriting 
background is sought by NYC giant. 

PRODUCTION MANAGER ................ $ 12,000 

Good personal lines experience can move 
you to Pa. & into HO sales mgmt. 

CASUALTY UNDERWRITER 12,000 
1 for NYC & 1 for Phila. Some special risk. 

CLAIMS EXAMINERS .......00000000000...... $8-11,000 
Several top spots for top casualty. 

SAFETY ENGINEER ..................20........ 
Several years casualty will do. 








50 CHURCH STREET NEW YORK 7, N. Y. 
WOrth 4-8410 











You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 


HIGHER EARNINGS from HIGHER LEARNING with this helpful booklet! 


Prudentiay’s new, informative booklet—“Facing Facts About College Costs,” | 
will help you acquaint your prospects with the facts about the high cost | 
of higher learning, and will prove a valuable tool in helping you sell 
Prudential’s new College Education Plan and achieve higher earnings. 
For the first time you can offer a solution to the financial problem faced 
by parents who were unable to set up a long-range savings program for 
their children’s college education. Prudential’s College Education Plan 
helps spread the heavy costs of college over a child’s high school, college 
and immediate post college years. It makes possible reasonable monthly 
payments and spares your client the burden of large cash outlays each 
time college bills come due. As you know, every year more parents are 
coming to realize the financial and social value of a college education for 
their children—and are searching for a way to make it possible. For full 
details about Prudential’s College Education Plan, and a sample copy of city. 
Prudential’s handy guide—“Facing Facts About College Costs”—get in 
touch with the nearest Prudential office, or send in the coupon today. 


LIFE INSURANCE + ANNUITIES * 


SICKNESS AND ACCIDENT PROTECTION * 





NAME 





TO: BROKERAGE SERVICE 

THE PRUDENTIAL, NEWARK 1, N. J. 

(1 I would like detailed information 
on your College Education Plan. 


(0 I would like a sample copy of “‘Fac- 
ing Facts About College Costs.” 





ADDRESS. 





ZONE STATE 








GROUP INSURANCE * 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


GROUP PENSIONS 
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Fieldman Logical Choice for Future 
Company Leaders, Field Meeting ‘Told 


In the past about 85% of top insurance 
company executives have from the 
inks of the fieldmen, and “I believe fu- 


come 


ture insurance leaders will come up 
hrough the same channel,” William B.. 
Miller, vice presi lent of the American 
Insurance Co., told the annual public 


Shingledecker, Fergusson, 
a Named by Nationwide 


ree organizational changes in the 

safety department of Rotianwi de In- 

surance oe yore announced by Frank 
Laderer, safety director. 

L. E. Shingledecker of Springfield, 


been named superintendent of 
‘ommercial lines; Douglas M 
Dublin, Ohio, has 
inted superintendent of s 

Leo C. Sell of 
promoted to safety 


been 
satety per- 
Columbus 
services 





ledecker has been supervisor 





~ fire safety since joining the companies 
in 1951. Mr. Fergusson has been with 
Nationwide since 1953 and has been a 
field safety specialist for the past two 
years. Mr. Sell has been acting super- 
visor of safety services since 1959. He 

s been with the companies since 1950 


Aetna Cas. Campaign Nets 
Over $14,200,000 Ins. Prems. 


Surety Co. wrote 
llion in new business 
ts recently concluded 
countrywide i roduction” campaign 








This w rted with the announce 
nent of of what Aetna Casualty 
officials ‘the most successful 
sales campaign in company history.” 

During the five-week period, more 


for new policies 
a speci il cam 
time in the 


than 81,000 applications 
were written. In addition, 


paign conducted at the same 
automobile field produced 27,800 new 
automobile polici es, nearly 12,000 of which 
were for the company’s new ‘es o-Rite 
safe driver insurance coverage. The five 
livi isional winners in the campaign were 
1e company’s officers in Hartford, 
W ashington, New Orleans, Minneapolis 
and Spring rhield, Il] 


All American L. & C. Names 


for Texas 


Murray Broker 





E. E. Ballard, president, All American 
Life & Casualty of Chicago, announced 
the recent appointment of Sid Murray 
as a broker for ‘the states of Texas. The 
main office of Sid Murray Agency 
sin C 1. Others offices are 
located the state. 

Mr. Murray has been in the insurance 





business for 27 years. He started as an 
agent witl Mut ual Benefit of Omaha in 
1935. In May, 1937, he re- 


to become general agent for the 


New Mexico for Security Life 
1947, he returned to his native 

f Texas, where he became general 
Commercial Insurance Co. of 





ROYAL- GLOBE TAMPA OFFICE 
Insura nce 
ally ypened The new 
fice building with an 

14. More than 


17° hUand 
Civi« and 


Companies of- 

Tampa, Fla., 
open house on 
250 local agents and 
invited 


Royal-Globe 


June 
business officials wer 
building Tampa 
1-Globe’s top he lore 
dont ing field office in the Southern terri- 
tory. 


» inspect the new 


~e #15 Roya 


relations conference for field club repre- 
sent: utives held at San Mateo, Calif. The 
conference is sponsored each year by the 
Insurance Information Institute. 

Speaking to 26 fieldmen who are pres- 
idents or public relations chairmen of 
13 field clubs in the western states, 
Mr. Miller said that experience as a 
company representative in the field pro- 
vides the ideal type of tr: Lining for 
broader leadership responsibilities. 

“Apart from the financial and general 
accounting knowledge that is vital to 
a top insurance company executive,” Mr 
Miller said, “the field is the first place 
where our men are involved in the over 
all activities of the company, rather than 
devoting themselves to narrower spe- 
cialty jobs.” 

Earlier in the two-day conference, Mr. 
Leighton Bledsoe, trial attorney who rep- 
resents Many insurance companies, spoke 
on “How Is Your Public Relations Jn 
The Courthouse?” Mr. Bledsoe encour- 
aged the LILI. and the fieldmen to con 
tinue their educational campaigns on the 
effect of high jury awards on insurance 
rates, fraudulent claim activities and 
othet factors that influence 

“More 


° a 
night 


Paul 


rates. 
verdicts 
said 


defense 
very helpful,” he 


publicity for 
also be 


Cullen, vice president of the 


board of directors of the LILI. and an 
executive for the Aetna Casualty and 
Surety in Hartford, reminded the field- 


men that they are the key to production 
for stock agency companies and _ that 
‘production always has and always will 
paramount function of any 


he a com 


pany 


* 


Specializing in— 





HARTFORD ACCIDENT NAMES 3 


Lukens, Swanson and O’Connor Elected 
Assistant Secretaries, Board Chair- 
man Hullett Announces 
Robert C. Lukens, Robert C. Swanson 
and John W. O’Connor have been elected 
assistant secretaries, of Hartford Ac- 
cident & Indemnity, James C. Hullett, 

chairman of the board, has announced. 

Mr. Lukens has been associated with 
the company since 1940 and was named 
superintendent of the home office com- 
pensation and liability department in 
1958. A graduate of Teachers College of 
Connecticut, he also attended University 
of Connecticut’s college of insurance. 
Mr. Lukens is a World War II veteran 
of four years’ service. 

Mr. Swanson, who joined the company 
in 1941, was graduated from the 
University of Alabama where he studied 
business administration. He was _ pro- 
moted to superintendent of the com- 
pensation and liability department in 
1958. 

Mr. O’Connor 
glass division of 


heads the burglary and 
the home office fidelity, 


burglary and glass department. He 
joined the company’s Cincinnati office 
staff in 1948 following his graduation 
from the University of Cincinnati. After 


serving as a special agent, Mr. O’Connor 
was promoted to agency superintendent 
at Cincinnati in 1955, assistant manager 
in 1958 and branch manager in 1960. A 
World War II veteran, he was awarded 
the Purple Heart. 


United L. & A. Sets Record 


With new business written in ‘May 
totaling more than $13,600,000, United 
Life & Accident of Concord, N. H., 


tablished the 
in its history 


highest production month 


FIDELITY AND 
SURETY BONDS 


and— 


UNUSUAL 
COVERAGES 


SURETY COMPANY 


100 WILLIAM STREET, NEW YORK 38 


ATLANTA -« 





CHICAGO - 


DALLAS 








Klem Chairman of 
N. Y. Insurance Society 


SENIOR V. P. OF EQUITABLE 

Beeson and Gentry Vice Chairmen, 

Goerlich President, Niver Treasurer 
And Willemsen Secretary 





Walter Klem, senior vice president and 
chief actuary of the Equitable Life As- 
surance Society, was elected chairman of 
the board of the Insurance Society of 
New York at the organization’s annual 
meeting June 20 in New York City. Mr. 


WALTER KLEM 


Klem succeeds 
president of the 
Group, who retired afte 
post for the two years. 
Mr. Klem is a fellow of the 
of Actuaries and served 
that group in 1955. Mr 
rector of the Insure ance 
York. The Society recently announced 
plans to expand its School of Insurance 
to a full four-year, degree granting col- 


lege 


vice 
Loyalty 
holding the 


Alan O. Robinson, 
America Fore 


Society 
as president of 
Klem is also a di- 

Society of New 


Other Officers and Directors 


Others elected at the annual meeting 


were: vice chairmen, Walter E. Beeson, 
president of Great American Life, and 
J. Baxter Gentry, vice president and di- 


rector of Johnson & Higgins; treasurer, 


K. C. Niver, executive vice president 
of the New York Board of Fire Under- 
writers; secretary, Paul Willemsen, pres- 
ident of Sterling Offices, Ltd.; and re- 


elected to a fifth term as president of the 


Insur ance Society New York, Arthur 
C. Goerlich of New York. 

New dit ‘ectors elected were John Die- 
mand, chairman of the board of the In- 
surance Company of North America; 
Carl E. McDowell, executive vice presi- 
dent of the American Institute of Ma- 
rine Underwriters, and Charles W. V. 


Meares, 
Life 


vice president of the New York 
Insurance Co. 


American Mutual Liability 


Names Anderson in Atlanta 

William F. Anderson, Jr., has been 
named vice president and southern divi- 
sion general manager of American Mu- 
tual Liability in Atlanta. Edward T. 
Dance of New Orleans has been promoted 
to southern division sales manager to 
fill the vacancy caused by Mr. Ander- 
son’s promotion. 

In his new position Mr. Anderson 
will be in charge of administration of 
American Mutu: il’s offices in Alabama, 
Arkansas, Florida, Georgia, Louisiana, 
Mississippi, North Carolina, South Caro- 


lina, Texas and Tennessee. The com- 
pany’s home offices are in Wakefield, 
Mass., and there are 81 offices located 


coast-to-coast. 
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Motors Insurance Corp. Elects Beyer 
Board Chairman; Wilson President 





HAROLD E. 


BEYER 


The following changes in the execu- 
tive organization of Motors Insurance 
Corp., a wholly-owned automobile phys- 
ical damage insurance subsidiary of Gen- 
eral Motors Acceptance Corp., effective 
July 1, were announced this week. 

Harold E. Beyer has 
chairman of the board of directors of 
MIC. Mr. Beyer has resigned as presi- 
dent and has been succeeded by Warren 

Wilson. Mr. Wilson has been a vice 
president of GMAC. 

Mr. Beyer joined GMAC in 1919 in the 
Detroit branch. He later was associated 
with its insurance affiliates, first as man- 
ager of the Detroit branch in 1922 and 
as manager of branch operations in New 
York in 1927. Two years later he was 
elected a vice president. With the organ- 
ization of Motors Insurance Corp in 
1939, he was elected a vice president. He 
was elected president in 1957. 

Mr. Wilson joined GMAC in 1927 
the Boston branch and later held various 
positions in the New England area. He 
became branch manager in Syracuse, 
N. Y., in 1949 and in Buffalo one year 
later and regional manager with head- 
quarters in Chicago in 1955. 

He was elected vice president in charge 
of branch operations in the Eastern 
United States in 1957. In 1960 he was 


been elected 





College Seniors Attend 
Employers Mutual School 


Four college seniors will attend a sum- 
mer school at Wausau, Wis. They will 
earn while they learn. Michael Natael, 
University of Pennsylvania; Steve Klein- 
berg, UCLA, and Richard Lepinski and 
Gary Rieman of the University of Wis- 
consin beginning June 26 will join the 
payroll of Employers Mutual of Wau- 
sau to gain a practical view of the insur- 
ance business before completing their 
final year of school. 

Each of the four young men is pre- 
paring for a career in the insurance 
standing, were selected for the Employ- 
field and, because of their scholastic 
ers Mutual training program from 
scores of applicants. 

The students will accompany salesmen, 
claim adjusters and accident prevention 
specialist on their trips into the field in 
addition to participating in the various 
departmental functions at the home of- 
fice. Employers Mutual, observing its 
50th anniversary, has conducted these 
“summer schools” for college students 
since 1950. 





WARREN H. WILSON 


placed in charge of the development staff 
and elected a director. 
Ewing Heads Development Staff 

In other executive changes: Marvin L. 
Ewing, vice president of GMAC, has 
been placed in charge of the develop- 
ment staff, succeeding Warren H. Wil- 
son, and has been elected a member of 
the board of directors and of the execu- 
tive committee of GMAC. 

H. Allen Willis has been elected a vice 
president of GMAC in charge of branch 
operations in the Eastern United States, 
succeeding Mr. Ewing. 

Mr. Ewing joined GMAC in 1927 in the 
Philadelphia branch. He became branch 
manager in Trenton, N. J., in 1942; in 
Milwaukee in 1950, in Chicago in 1953 
and regional manager with headquarters 
in Chicago in 1957. He was elected vice 
president in 1960 when he assumed re- 
sponsibility for Eastern U. S. branch 
operations. 

Mr. Willis formerly was regional man- 
ager with headquarters in New York. 
He joined GMAC in 1930 in the Dallas 
branch and later held various positions 
in the southwest area. He became branch 
manager in Louisville, in 1944; in San 
Antonio, in 1945 and in Houston, in 1953. 
He has been regional manager in New 
York since 1959, 


N. Y. Chamber Names 
Dorsett, Smith and Weghorn 


The New York Chamber of Commerce 
this week announced the election to its 
committee on insurance of J. Dewey Dor- 
sett, general manager of the Association 
of Casualty & Surety Companies; J. 
Henry Smith, underwriting vice presi- 
dent of Equitable Life Assurance Society 
of the U. S.; and John C. Weghorn, pres- 
ident of the John C. Weghorn Agency, 
Inc. William P. Worthington, chairman 
of the Home Life Insurance Co., was re- 
elected chairman of the committee. 


Employers Names Paulson 
‘ Seattle Branch Manager 


The Employers Group of Insurance 
Companies announces appointment of El- 
liott A. Paulson as branch manager of 
the Seattle office and of the Portland 
sub-branch office. 


Mr. Paulson was employed by the 
companies in as a claim adjustor 
in Seattle and rose to claim superin- 
tendent of Seattle in 1948. Since 1957 Mr. 
Paulson has been manager of the North- 
west Insurance Services in Seattle, this 
organization providing claim, engineer- 
ing and payroll audit services for the 
company and others. 


M. & C. Liability Rate Hikes 
Made by Mutuals in 6 States 


The Mutual Insurance Rating Bureau 
recently announced revised B.I. rates 
for manufacturers’ and contractors’ lia- 
bility insurance, effective June 7 in six 
states, and a revised farmer’s compre- 
hensive personal liability rate for Code 


No. 741 in Florida, effective the same 
date. 
The revised B.I. rates for M. & C. 


liability produce the following rate level 
increases in the states indicated: Connec- 
ticut — +15.0%; Delaware — +15.0%; 
Michigan — +15.0%; Mississippi — 
+ 15.0%; Virginia — + 10.7% and Wyom- 
ing — , 14.9%. 

Rate for the basic farmer’s Compre- 
hensive P. L. classification, Code No. 741 
was increased in Florida from $24 to $27. 


Unzicker Joins Allstate 
As Editor of Magazine 


Tom Unzicker has been appointed edi- 
tor of “Aim Magazine,” the Allstate In- 
surance Companies’ employe publication. 
A graduate of Bradley University with a 
major in journalism, Mr. Unzicker goes 
to Allstate from the Chicago Tribune, 
where he worked as a copy editor on 
the paper’s neighborhood news section. 
He previously served in editorial capa- 
cities on the Daily Gazette, Sterling, IIl., 
and on the Hollister newspapers in Wil- 
mette, Ill. He is a member of the Chi- 
cago Press Club. “Aim” is published in 
Skokie, III. 


N. Y. AGENTS’ SEMINAR 


The seventh annual Insurance Seminar 
of the New York State Association of 
Insurance Agents is planned for Sep- 
tember 17-20 at Sagamore Lake, N. Y. 
School hours are from 9 a.m. to 4 p.m. 
Among the instructors this year will be 
Thomas J. McKernan, ‘GPCU, assistant 
secretary, National Automobile Under- 
writers Association; Dr. John S. Bick- 
ley, professor of insurance, University 
of Texas; Dr. Horace J. Landry, Syra- 
cuse University, and William A. Garrett, 
American Telephone ‘\& Telegraph Co. 
Registration is limited to 70 students. 


APPOINT PICKENS AND CARR 

Two staff appointments in the engi- 
neering department of the Hartford 
Accident & Indemnity’s Pacific depart- 
ment are announced by William H. 
Rusher, Pacific department manager for 
The Hartford Insurance Group. John 
L. Pickens of Manchester (Conn.) has 
been named superintendent of engineer- 
ing for the Pacific department, and John 
M. Carr of San Francisco was appointed 
chief engineer for Northern California. 


Winchester Expands 


*hilip M. Winchester, head of the 
indepenedent adjusting ‘firm of Win- 
chester Associates, Inc., of New York 
City, announces that the organization 
has “completed arrangements for serv- 
icing of losses and claims involving 
clients or principals who may have opera- 
tions outside the United States. 

“Our selected correspondents world- 
wide are all accredited to the insurance 
field and major assignments will be 
handled personally by the writer or an 
associate with specialized experience in 
this field.” 


ALLSTATE APPOINTS PETTIT 


The appointment of Jack L. Pettit as 
associate counsel in the legal depart- 
ment of Allstate Insurance Companies, 
was announced by George H. Kline, gen- 
eral counsel for Allstate. Mr. Pettit was 
previously assistant general counsel for 
the MFA Insurance Companies, Colum- 
bia, Mo. 


rience that lies behind us. 


Advertising Methods Hit 
(Continued from Page 37) 


very smart if you’re advertising is the 
tip off. Don’t tell me the case-history, 
gloom-is-just-around-the-corner kind of 
ad out- pulls anything else. Because then 
I say to you: there’s a great untapped 
market of people like me—a market 
growing every minute of the day—which 
will respond to candor in numbers that 
will make your coupon mailers look like 
a wheat germ society. 

“IT can think of a 
you to put in your advertising that 
would make me your friend for life. 
All of it would reflect the best that is in 
you—would convince me of what is 
probably the truth about all of you, any- 
way: you sell a good product at a fair 
price. That kind of a proposition is 
irresistible. Maybe I won’t rush to the 
mailbox with a coupon, but when the 
phone rings and the man says he’s fr rom 
your company, I'll think to myself. That's 
the outfit that told the truth. I can have 
confidence in them. 

No Moron, She’s Your Wife 

“l’'m the American public, and I'll tell 

you that you'll wind up in jail if you 


dozen things for 


underestimate my intelligence. If we've 
got to quote somebody, try David 
Ogilvy: ‘The woman you write your ad 


for is not a moron, she’s your wife.’ 

“Continue to treat her like a moron, 
continue to make her mad or bore her, 
and she’s going to blow the whistle. And 
let me tell you that there’s a pack of 
whistle blowers sitting down in Wash- 
ington just waiting to help her out. 

“It seems to me that what we're all 
being asked for is little enough: it is 
respect. We have only to be as en- 
lightened as our audience to know that 
it behooves us to deliver it,” he con- 
cluded. 


Merchandising 
Upheaval — Baldwin 


(Continued from Page 38) 


and unfamiliar advertising techniques 
Vigorous presentation will require a 
greatly increased advertising budget 
“The same old annual budget will not 
be sufficient to do a real job with new 
and bigger advertising objectives. By 
the same token, there’s no point in an 
agent being equipped to render all-lines 
service if he’s going to keep it a secret. 
“In order to achieve high multiple-line 
production, he must take full advantage 
of advertising and promotion sales aids 
made available to him, and also, with the 
help of home office advertising special- 
ists, develop his own local advertising 


program.” 
“Our Task .. 

Mr. Baldwin said many progressive 
companies are actively exploring ways of 
combining both human value needs and 
property value needs into unified pack- 
ages of protection, and added: “It will 
be our task to make these protection 
packages not only broad in scope, and 
therefore valuable to the policyholder, 
but also onaneehaal to buy and simple to 
sell and service. There are many diffi- 
culties involved, and new and imaginiative 
thinking will be required. . . . Undoubted- 
ly many changes and adjustments will be 
necessary, both at the company and 
agency level. 

“We must make progress toward a 
better understanding not only of human 
needs, but of human nature. From a mer- 
chez indising point of view, we must, so to 
speak, learn to deal with people along 
the grain of human nature, rather than 
against it.” In conclusion, he stated: 

‘Change, as we all know, is inevitable. 
In fact it is oftentimes desirable—but not 
random, reckless change as an end in 
itself. Changes should be carefully- 
planned upward steps—sure-footed and in 
line with the long, steep trail of expe- 
The final an- 
swer, as it always does in all comparable 
problems, lies with the public. They will 
ultimately resolve all our questions and 
differing concepts.” 
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O'CONNELL SHOWS FAITH IN 
FUTURE OF AMERICAN AGENCY 
SYSTEM 

ere is food for thought in the views 
m current trends expressed by Arthur 
M. O'Connell, vice president, Thomas E. 
Wood, Inc., Cincinnati, in our Produc- 


Sales edition last week. 
Declaring his faith in the future of the 

American Agency Mr. O’Con- 

nell maint especially 


he Mid 


iwest, have 


System, 


that agents, 


ins 


learned to live with 


and pr with such “innovations” 


sper 


as installment premiums, large deducti- 


policies, automobile merit rat- 


, so-called “automobile economy 


even selective underwriting. 





‘he point he makes is that many of these 


were not pin viewed with alarm but 


strenuously opposed by organized agents 
when first introduced, 

to our surprise,” 
found 
regulation if 


“Somewhat he brings 


out, “we have that we can con- 


the company 





‘positively.’ ” 
He also sees agents playing fair with 
companies on cancellations, classi- 


and earned premiums, but notes 


-y are carrying a big stick, just 





section opinions, re- 
flecting views of agents like Mr. O’Con- 
champions of the 
Agency System. 


These are cross 


American 
realize that in 


iell who are 


They 


ese ghly competitive, fast-moving 
days, people must be amenable to 

ange. The agent or broker who recog- 
nizes this f will cease grumbling about 
“innovations” which actually may save 
im worry and detail work, and accept 
what has happened without further 
grumbling. He will probably find that 
e is actually in a better position fi- 
ancially than he was “in the good old 
lays 





that 


agree with Mr. O’Connell 
f Agency Sys- 


e American 
for those of its members 
the best of things as they 
intelligent study to 
programs as 


em is secure 
who will make 
give 


are, who will 


new coverages and rating 
they are introduced, who will try to ap- 
preciate realistically the problems with 
which have to cope, and fi- 
nancially who will be increasingly alert 


day-by-day to the needs of policyholders. 


companies 


LIFE INSURANCE IN FORCE IN 
U.S 
Life insurance in force in the United 


States has grown eight times as fast as 
the nation’s population during the past 
decade and reached a new record total of 
about $645 billion at the end of 1960, 
according to the 1961 Life Insurance 
Fact Book, which was published this 
week by the Institute of Life Insurance 

About 90% of the protection in force at 
the end of the year was provided by 
legal reserve life insurance companies 
and was owned by a total of 118,000,000 
policyholders—or two out of 
persons in the nation. 
fraternal and organizations, 
savings banks and the Federal govern- 
ment’s insurance programs for veterans 


three 
The rest was with 


every 


assessment 


During 1960, the amount of life insur- 
ance in force with legal reserve 
panies increased $4 billion or 8% 
the total at the end of 1959. 

Benefit payments to American policy- 
holders, their families and other benefici- 


com- 


over 


aries, under their life policies and an- 
nuities, were also higher during 1960 
than in any previous year. The total 


was $8 billion, almost 60% of which was 

living benefits to policyholders. The 
$ billion in living benefits included ma- 
tured endowments, disability payments, 
annuity payments, cash surrender values 
and policy dividends. Payments due to 
the deaths of policyholders totaled $3 
billion. 

The Fact Book points out that among 
all families in the United States, the 
average amount of life insurance owned 
per family than doubled during 
the past decade and was $10,200 at the 
end of 1960. On the average, the amount 
of protection per family at the end of 
1950 was equivalent to about 14 months’ 
disposable income, compared with 20 
months at the end of 1960. 

The largest dollar amount gains both 
during 1960 and during the ten 
period were in Ordinary life insurance 
ownership. Ordinary protection in force 
at the end of 1960 totaled $340 billion, 
compared with $149 billion ten years 
earlier. The average size Ordinary pol- 
icy in force grew from $2,320 in 1950 to 
$3,590 in 11960. 

Industrial life insurance protection in 
force has remained about the same in 
recent years and totaled about $39 bil- 
lion at the end of 1960. 


more 


year 





Robert E. Henley, retired president of 
Life Insurance Co. of Virginia, was 
awarded an LL.D. degree by the College 
of William and (Mary at its 258th com- 


mencement exercises last week. Mr. 
Henley is an alumnus of William and 
Mary, Class of 1906 and in 1956 the 


Alumni Society presented him a medal- 
lion attesting his achievements in busi- 
ness, civic leadership and his service to 
the college. Since his retirement in 1953 
as president of Life of Virginia Mr. 
Henley has been chairman of the com- 
pany’s investment committee and has 
continued to serve as a member of its 
board. 

~ * Oo 

Charles O. Finley, president of Charles 

O. Finley & Co., insurance brokerage 
firm in Chicago, has been named 1961 
National Christmas Seal Campaign chair- 
man by the National Tuberculosis Asso- 
ciation. Mr. Finley, who is also owner of 
the Kansas City Athletic baseball club, 
is a recovered tuberculosis patient. 

* + a 

William J. Upton has been appointed 

claim manager for the Phoenix of Hart- 
ford Insurance Companies in Boston. He 
joined the Phoenix in 1958 as an ad- 
juster and in May, 1960, was made as- 
sistant claim manager. He will continue 
to make his headquarters in Boston. 

* * om 


C. Malcolm Moss, counsel for the Mid- 
America home office of The Prudential, 
Chicago, has been appointed a member 
of the Advisory Council of Practicing 
Lawyers for the Law Forum, the law re- 
view publication of the University of IIli- 
nois Law College. Composed of prominent 
judges and attorneys from throughout 
Illinois, membership on the Advisory 
Council is for a term of three years. 


Mr. Moss has been associated with 
Prudential since 1934. 
* * * 


Murray D. Lincoln, 
tionwide Insurance Cos., was among four 
prominent Americans who accepted ap- 
pointments to the “Tractors for Free- 
dom” committee negotiating an exchange 
of 500 U. S. tractors for 1,200 prisoners 
being held by Cuban Premier Fidel 
Castro 


president of Na- 


ee 


Charles Juergens, general agent for 
Mutual of Omaha in New York City, re- 
cently received the Alumni Achievement 
Award for 1961 from Creighton Univer- 
sity at commencement exercises. in 
Omaha. Under Mr. Juergens’ direction, 
the New York City agency “has become 
the largest health and accident agency 
in the world.” 





HAROLD J. CUMIMINGS 


Harold J. Cummings, president, Min- 
nesota Mutual Life, received a ctor 
of Laws degree from Creighton Univer- 
sity at the recent commencement cere- 
monies in Omaha. He was also the com- 
mencement speaker, addressing the 70th 
class to be graduated. This is the second 
time that Mr. Cummings has been 
awarded the Doctor of Laws degree. He 
received the first LL.D. last year when 
he delivered the commencement address 
at St. Mary’s College, Winona, Minn. 
Mr. Cummings recently celebrated his 
40th anniversary with Minnesota Mutual. 

* * + 


John J. Courscey, underwriting man- 
ager of Sameth Agency, Inc., New York, 
has recently been elected president of the 
North Babylon, L. I. Lions Club. He has 
been active along William Street for over 
25 years in agency and company ranks. 

7 x * 


Alfred Goldberg has been appointed 
corporate insurance manager for David- 
son Bros., Inc., of Detroit. Mr. Gold- 
berg, who was secretary of Kobacker 
Stores, Inc. from 1947 to January, 1961, 
when that operation became a division 
of Davidson Bros., Inc., will be respon- 
sible for the centralization and coordin- 
ation of the insurance programs for the 
entire company, including its Federal, 
Kobacker and Hoffritz divisions. Mr. 
Goldberg started working as a cashier 
at Tiedtke’s in Toledo following gradua- 
tion from University of Michigan. 





Barnard H. Zais, president of Health Insurance of Vermont, Inc., 
pany’s first policy to nation’s youngest Governor, F. Ray 
Governor Ralph A. 
founded in Vermont in 50 years, is on hand for the occasion, 


hands com- 
Keyser, Jr. Lieutenant 


Foote a stockholder in firm, first health and accident company 
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getting your 
share of 


HOO-RAY 
days? 


* We're getting so many of them, we'd like to 
have more general agencies join in the heel-click- 
ing that’s going on in the Combined Companies. 

All of our HOO-RAY days are due to 
Combined’s proven sales formula that’s accom- 
plishing some remarkable things...among them 
... skyrocketing agency income. 

If you’re a General Agent who’s interested in 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 











reaping a big share of the AGH market, find 
out how Combined’s proven sales formula can 
make every day a HOO-RAY day for YOU. 
We're exclusive specialists, you know, in Acci- 
dent, Sickness, Hospital and Medical Insurance. 
Write today on your letterhead to: Disability 
Division, Combined Insurance Company of 


America, 5050 Broadway, Chicago 40. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 





BEHIND 
THE NYLIC 
AGENT... 






A continuous 
training program 

to keep advancing 
his career! 





a 


The day a person qualifies as a Field Underwriter with New York Life, his training begins. 
Through regular classes, home study, and personal consultations with management, he covers 
all the specially prepared texts in the three-part Nylic Training Course. 


Part One covers insurance fundamentals and basic Nylic selling techniques, single-need selling, 
merchandising insurance, selling through service, total-need selling, expanding markets, and 
marketing mass coverages. Part Two covers programming with planned security. 

Part Three covers Business Insurance topics such as: reaching the businessman; solving sole 
proprietor, partnership, corporation and key-man problems. This part also explores Estate 
Conservation; selling the estate owner, tax procedures and guides. 


Career conferences, advanced underwriting seminars, workshops, and club meetings supplement 
this training and provide a way to continuously increase the agent’s know-how and advance 
his career. Also, the Nylic Agent who desires to enroll in C.L.U. study courses receives full 
assistance from the Company. 


This continuous training, combined with his enthusiasm and ability, helps explain why the 
Nylic Agent is so successful—and why New York Life policies are so widely owned. 


rege SPR. : New York Life 





a 
Thorough career Insurance Gye Company 
51 Madison Avenue, New York 10, N.Y. 
A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance « Annuities 
Ree ae eR sick ~60=.- Accident & Sickness Insurance + Pension Plans 


THE NEW YORK LIFE AGENT 


IN YOUR coum : 
IS A GOOD MAN TO cee 


training 1s 
another reason why... 


Be 
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